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COGSDILL DRILLS 


VeMmlislelolaaclilam lola mmehi 


Threadwell’s growing line of cutting tools 


Famous brand 


Complete range of 


sizes and styles 


Immediate 
THREADWELL TAP & DIE CO. delivery 'Taela hela” 
GREENFIELD, MASSACHUSETTS 


Stocking Warehouses: New York — Cleveland 
Detroit — Leos Angeles — Greenfield, Mass 





i OW THE COUPLING WITH THE 4-WAY FLEX 
IN TWO NEW TYPES — HIGH SPEED AND FLYWHEEL 


DODGE 


Industry asked for this—and here 
j ald flex it is! Dodge Para-flex, the unique 
coupling that swallows up misalign- 
; ment, is now available for high speed 
v applications, and for high torque at either high or low speed. 
iN The new Dodge High Speed Para-fiex is specially designed for operation 
STANDARD © with motors and internal combustion engines that turn up to 5230 rpm. 
The new Flywheel Para-flex, with the same capabilities, has a flexing 
element that bolts directly to the flywheel of internal combustion engines. 
THE 4-WAY FLEX OF PARA-FLEX Like the Standard Type (with capacities up to 2000 hp at 1080 rpm) these 
new Para-flex Couplings feature a modern, tire-like flexing element that 
handles angular and parallel misalignment, end-float (or any combination) 
and absorbs torsional vibration. The amazing performance of Para-flex 
Couplings is a matter of record in thousands of installations. 


The introduction of the two new types of Para-flex Couplings opens up 
more markets and additional sales opportunities for Dodge Distributors. 





Taces TAKES 
ANGULAR MISALIONMENT PARALLEL MISALIGNMENT 


Dodge Manufacturing Corporation, 500 Union St., Mishawaka, Indiana 


P- —_ = E 


of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, 
which appear in leading industrial publications. Prospects 
are directed to “call your local Dodge Distributor” for 
information and assistance on new cost-saving developments 
in power transmission machinery. 
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A Time-Saving Guide to the Contents of This Issue 


Stockless Purchasing At Dow 


Bold innovation by major user of industrial dors. Program is designed to save $200,000 
supplies puts distributors to the test as a year on carrying and handling costs, if 
Dow Chemical Co.'s Louisiana Division cuts distributors fulfill their role. Major stress 
normal MRO stock more than 90%, shifts is on service, not price: “We want dis- 
the warehouse burden to its contract ven- tributors to become a part of Dow.” 


Memory Machine 


This San Francisco based firm with ten among branches, centralize purchasing, tally 
stocking branches installed RAMAC 305 sales reports. After nine months the sys- 
to improve inventory control, even up stock tem is living up to expectations. 


Big Decisions For The Small Distributor 


Distributor who started on a shoestring re- owners have to face. Biggest problem: 
calls the choices and temptations that small setting a deliberate course. 


New Products Mean New Sales 


Minneapolis salesman Don Craighead applications—and sales— -for new products 
shows how creative selling can develop new produced by the “new technology”. 


Trucks Instead Of Branches? 


Southern distributor invents a “mobile and provides an alternative to the local 
warehouse”: interchangeable-truck-body de- branch. It's the container-freight idea ap- 
vice that vastly speeds delivery at a distance plied to distribution. 


People Want to Come to Your Show 


Planning and promotion were the ingredi- Supply and Machinery’s St. Louis Tool and 
ents which made 3,000 purchasing, engi- Machinery Products show, and “follow-up” 
neering and production people come to Mill provided key marketing information. 
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| Customer Clinics: New Approach to Selling 


At Abrasive Machine and Supply Co. in 
Newark, N. J., continuous clinics are set 
up which sell ideas as well as products, 
help solve customer production problems. 


Give Yourself A Goal 


Salesman Al Engstrom believes that plan- 
ning major calls and setting performance 
goals are vital to successful creative selling. 


These clinics work to improve sales, sales 
training and supplier relations, build cus- 
tomer confidence in AM and S's facilities 


and abilities. 


According to Mr. Engstrom, in this busi- 
ness it is hard to plan schedules, but this is 
the only way to sell creatively. 


| “Congratulations, Salesman Abbott” 


Readers state reactions to ID's case history 
of salesman who faced vexing problem of 
brand preference. Points they stress: the 


need to demonstrate, the value of loyalty to 
customers and supplier (which Abbott, 
says one writer, clearly demonstrated). 


{ A Direct-Buying P.A. Gets Caught 


What do you do when an old customer, 
who is buying direct, gets caught short ? He 


will give you an order now, but has no 
intention of going back to distributors. 





You Said it 
Talk of the Trade 
The Editor’s Page 


Supply Sales Trend 


The Outlook for Business. . . 122 


Price Index 


New Products 


Featured Next Month 


ONLY BIG FIRMS?—Despite the demonstrated 
need for culling more facts from currently accumu- 
lated data to gain significant analysis material for 
decisions, many average-sized distributor firms still 
seem to think that electronic data processing is only 
for the big companies. In the November issue, the 
experiences of two average-sized firms in planning 


and utilizing punched cards for invoicing and 
sales-gross profit analysis by lines and by customers 
will be described along with the results obtained. 
One of the firms took another step and is now 
using the punched card output for accounts re- 
ceivables as well as analysis and both forsee still 
other uses for the equipment. 
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A NEW WAY 
TO SELL 
TAPS... 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


SOSSNER 


ACTORY WAREHOUSE 


N NEW YORK e« 


THE SOSSNER 
TAP 
PRESENTATION 
BOOK 
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DA 358 V-BELTS 


For highly compact, 
plus-power drives. 
First major design 
change in Multiple 
V-Belts in the last 
30 years. 


DA POSITIVE DRIVE BELTS 
Combines the advantages of the chain and 





er Se ee ee 
it. No stretch, no metal to metal contact, 
no constant lubrication. 





STURDY-LINK 


GENERAL DUTY V-BELTS 


Power-balanced 
construction 

for flexibility, 
durability and 
strength. 


STEEL CABLE V-BELTS 


Steel cable permits 
no-stretch 


installation. All 
belts are 
fluoroscoped to 
assure extra 


high quality. 











DOUBLE V-BELTS OPEN END V-BELTING 
Relieved cross section 
assures maximum 

flex resistance. New 
control methods 











RED SHIELD 
Red Shield Belts now offer MULTIPLE V-BELTS 
40 per cent extra 
capacity. Iso Dynamic 
matching and cord 
stability assure precise 
balance and long 
belt life. Also available 
in oil and heat 
resistant and static 
dissipating constructions. 


VARIABLE SPEED BELTS 


Abrasion resistant cover assures maximum 
life. Crowned cross section 
maintains stability under extreme loads. 














Test ...Compare... You'll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY ¢«¢ MINNEAPOLIS 13, MINNESOTA 
Look for the i: a} on your V- Belts 
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keep 
customers 


You can get a lot of extra sales of Nicholson or Black Diamond blades just by keeping prospects informed 
about them. You've got an impressive sales advantage: you're backed up by a continuing national advertis- 
ing program aimed right at your customers ... each blade carries the Nicholson or Black Diamond reputa- 
tion for quality and performance ... there’s a full selection—a blade for almost every metal cutting 
requirement ... and they're sensibly priced. « Watch sales perk up. Mention these biades to your pros 
pects ... show them samples. They'll be aware of this quality ‘ine of blades and your order book will show it. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND te NICHOLSON —_ 


FILES * ROTARY BURS « HACKSAW AND BAND SAW BLADES «+ GROUND FLAT STOCK « INDUSTRIAL HAMMERS 
cHOLse, 10” x x .025 
Te aoe NICHOLSON @OLIULrgprnarrenrrrret 
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® Value Added by Industrial Distributors 


and Their Productivity 


Purchasing People Are Important Salesmen 


© Working Class Imbalance 


Distributor Productivity 


Denver, CoLorapo 

Everybody talks about the distrib- 
utor’s productivity, but no one has 
proved its dollars-and-cents for in 
dustrial buyers. 

Dollars-and-cents proof that indus- 
trial distributors do serve directly on 
the production line in virtually every 
manufacturing plant can be had by 
reading a new book “Value Added 
by Industrial Distributors and Their 
Productivity”, by Dr. Robert D. Buz- 
zell of Ohio State University, and 
published by that University. 

At one time value added was de- 
rived solely from sales volume, but 
sales volume is hardly a measure of 
output, as any purchasing agent 
must agree. Along this line, Dr. 
Buzzell cites two firms manufactur 
ing electrical apparatus. Suppose 
Firm A operates on an intergrated 
basis; he produces his own compo 
nents and he assembles them. Firm 
B, however, purchases his compo 
nents and simply assembles them. 
Unless he, Manufacturer B, is grossly 
inefficient, he should have substan- 
tially higher sales per employee than 
Manufacturer A. 

Dr. Buzzell’s book has pioneered 
a new method of measuring the 
productivity of industrial distrib- 
utors; he used the concept of value 
added by manufacture adopted by 
the Bureau of the Census, extending 
it to measure the productivity of in 
dustrial distributors. 

In place of sales volume alone, 
Dr. Buzzell bases his data on such 
productivity ratios as manhours of 
labor, dollar value of total assets, 
dollar values of net worth, and 
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square feet of space utilized. The 
value added by the distributor to 
the product, therefore, is that part 
of its sales price that represents per- 
formance of his functions and serv- 
ices, and included freight, cartage, 
storage and packing costs, sales and 
maintenance and repair expenses, 
and similar costs. 

Over the years, distributors have 
become increasingly more efficient, 
concludes Dr. Buzzell. What is 
more, whenever such efficiencies 
have made it possible for the distrib- 
utor to lower his operating expenses, 
such savings invariably are passed 
along to his customers in the form 
of improved or increased services 
performed. Therefore, if expenses 
can be reduced, and if these savings 
are reinvested to perform more mar- 
keting functions or improve those 
presently underwritten by distrib- 
utors, this in turn can result in in- 
creases in sales and the total value 
added in dollars will increase rather 
than decline. 

The inefficient distributor cannot 
hide his inefficiencies by charging 
higher prices, an assertion sometimes 





Conrrisutions to “You Said It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret 
Just letter to the 
You Saw Ir Eprror, Inpustriar 
Disrrisution, 330 West 42nd St., 
New York 36, N. Y. 
The Editors. 


send your 











Industrial Distribution 


You Said It 


made by industrial buyers. His com- 
petition tends to keep him perform- 
ing up to mark, in service and in 
prices. 

When Dr. Buzzell compared gen- 
eral line industrial distributors with 
other wholesalers they were found 
to be substantially more productive 
in terms of value added per man- 
hour, and about on a par in terms of 
capital productivity. 

Warren L. Foss 

President 

M. L. Foss, Inc. 

® From a bylined article by Mr. Foss 

appearing in regional purchasing pub- 
lications. 


Purchasing People 
Are Important Salesmen 


Hamitton, New Yor« 

Purchasing people are the most 
important salesmen a company can 
have. They determine the kind and 
quality of resources their companies 
can offer for sale. To gather the 
best resources for their companies, 
purchasing men must sell their firms 
as the best customers for the best 
vendors to do business with. 

There are good, better and best 
sources for every product or service. 
Even the best sources have good, 
better and best performers and facili- 
ties. Purchasing men must sell ven- 
dors on the idea that their firms are 
the one to which the vendor should 
give his best performance, if the 
purchaser is to be more effective 
than his competition. 

Whether we know it or not, 
our firms do battle with competitors 

(Continued on page 8) 





STOP .s::.»: FUMBLEs— 
GO FOR QUALITY SOCKETS! 
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diagram shows how 
cold forming of Blue 
Devil Socket head in- 
sures unimpaired fiber 
continuity. 
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SEND TODAY tor sive devit distributor story. 
No obligation. 
Sold Only Through Authorized 
industrial Distributors 


AFETY SOCKET SCREW 
COMPANY 


6500 North Avondale Avenue - Chicago 31, Illinois 
Telephone ROdney 3-2020 


WAREHOUSES AT: LOS ANGELES + DETROIT - 
NEW HAVEN + NEW YORK CITY 
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You Said it 
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not on the sales front alone, but on 
the purchasing front as well. The 
resources with which our companies 
serve our customers come through 
purchasing. And our resources must 
be better than our competitors. 
Alert suppliers realize that their 
better customers return more value 
to vendors than the last line on an 
invoice. The best efforts of the 
best suppliers can be had through 
technical assistance, consultation on 
especially tough production prob- 
lems, simplifying paper work for ven- 
dors, prompt payment, steady buy- 
ing levels, fairness in supplying news 
of innovations to all suppliers, and 
a willingness to publicly acknowl- 
edge the work of suppliers. These 
are some of the means by which 
purchasing people can make their 
firms more valuable customers to 
their best suppliers. 
Cart W. NeppermMan 
Vice President 
Edwards Valves, Inc. 
Subsidiary of Rockwell Mfg. Co. 


Working Class imbalance 


Axron, Onto 

Ten percent of the American 
people, the organizers and managers 
of industry, are going to be working 
harder and longer to insure that the 
remaining 90% can enjoy more ma- 
terial things. 

Population figures indicate that 
American industry may be hard- 
pressed to supply gigantic markets 
that are developing in the future. 

The reason: the number of people 
of working age are not increasing 
as fast as the older and younger age 
groups. 

During the 1950’s people of work- 
ing age increased only 8%, while 
the number of dependents increased 
by 34%. 

A continued high birth rate 
through the 1960’s is expected to 

(Continued on page 14) 





“For exclusive features like this, you want Lufkin!” 


Take Lufkin Dial Test Indicators, like the one here. 
They're made with one-piece, forged-brass bodies. 
Movements are inserted from the top! No dirt can get 
inside. Pivots, gears, racks and pinions are made of 
stainless steel for rust and wear resistance. Available 
in shock-cushion models, fully jeweled or plain 
bearings, and there’s a variety of interchangeable 


backs (you see just a handful above). 


Lufkin precision tools are loaded with exclusive 
features that make them easier to sell. And Lufkin is 
the complete line for volume business! 

Switch your customers to Lufkin—the new leader in 
precision tools—and give ‘em that “something extra.” 
You'll bring in extra profits from more 
repeat sales, month after month, year after 


year. Lurxin, Saginaw, Michigan. 
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e Here are two fast-selling WRIGHT 
Safeway Hand Hoists, one all-steel 
and one aluminum and steel, but 
alike in design and internal construc- 
tion. The aluminum Safeway hoist is 
new. It offers Wricur distributors 
another outstanding profit item they 
can sell for installations requiring 
a light, portable hoist. All-steel 
Safeway hoists, on the other hand, 
give distributors a steady income 
producer that is specially built to 
withstand the wear and abuse of the 
more rugged lifting jobs. Both 
WriGcut Safeways, and the extra per- 
formance features they offer at no 
additional cost, are currently being 
promoted to thousands of buyers 
through national trade paper adver- 
tising and a distributor sales pro- 
motion program. 

Factory tested at 50% over rated 
capacity, Wricut Safeway hand 
hoists of aluminum or steel are avail- 
able now in 18 sizes in a capacity 
range of 14 to 50 tons. 


WRIGHT... the best /ine to buy, 
the best line to se/// 


Write for Full Details co 
Write our York, Pa., office for 

DH-164 and DH-345 which give 

complete information about 


Waicut Safeway Hoists made Wright Hoist Division - American Chain & Cable Company, Inc. 
from aluminum and steel. Find York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 


= Shean Sy one. Philadelphia, Pittsburgh, Son Francisco, Bridgeport, Conn. 
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Tips Its Head To Cut Production Corners 


Sawing 45° miters in any kind of material 
has always been a simple task for MARVEL 
Saws, but moving the work up automatically 
and making consecutive cuts on an angle was 
a problem, especially when the work was long 
and cumbersome. 

This triple exposure photograph of a new 
MARVEL No. 81A All Hydraulic Heavy Duty 
Automatic Bar Feed Band Saw, illustrates 
how the upright head or column can be tipped 
45° either right or left of vertical to make 
angle or miter cuts. The work is held station- 
ary while the column, which carries the blade, 
is fed forward, meeting the work squarely to 
insure accurate cutting. After the cut is com- 
pleted, the work is automatically moved up 
and measured, and another cut made. 


Automatic miter cutting is just one of many 
exclusive universal features of these band 
saws. Designed to utilize every advantage of 
high speed steel band blades, MarvEL No. 81 
Series Band Saws can handle almost any con- 
ceivable sawing job—from the smallest, most 
delicate work, up to 18” x 20” shapes. 

Only the MarvEL No. 81 Band Saws have the 
“SURE-LINE” Automatic Accuracy Control 
(basic patent applied for) which literally 
steers a blade to make a straight cut. This 
unit extends usable blade life as much as 50%. 

Marve No. 81 Series Band Saws are prov- 
ing themselves daily, as the most versatile ma- 
chine tools in production metalworking plants. 
For complete details, or a demonstration of MARVEL 


Sawing Equipment, write: Armstrong-Blum Manufac- 
turing Co., 5700 W. Bloomingdale Ave., Chicago 39, Ill. 
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“In all our 30 years as a J-M Packing Franchise Distributor, there hasn’t been one sealing problem 
we couldn't handle, or any piece of equipment we couldn’t supply packing for,” states William G. 
Archer, Vice President in Charge of Sales at Fulton Supply Co. 
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“J-M works with us and for us in building more 
business and improving service to our custom- 
ers. We value our J-M Packing Franchise. It 
assures us of the most complete line in the 
country, and every item is top quality.” 


“I get shirt-sleeve help when I need it,” notes Fulton Salesman C. F. Coffee 
(left). “I often work out technical packing problems with Harry Temple- 
man, here. Harry's from J-M’s Atlanta Office. He spends his time selling 
potential customers on J-M packings. Harry stirs up a lot of specific sales 
leads that bring us good, steady business.” 


Fulton Supply Co., Atlanta, 
and Johns-Manville 


mark 30 years of growth 
and progress together 


“Industrial growth in the Atlanta area has been 
amazing. And our packing business has grown with 
it. An important factor in Fulton’s progress is our 
friendly working relationship with Johns-Manville. 
We serve customers together,” says William G. 
Archer, Vice President in Charge of Sales. 


“The J-M Packing Franchise assures us of a fair 
profit margin and a continuous flow of business. It 
also gives us a clear field, without competition from 
other J-M Distributors. Our relationship with 


In Canada, address Port Credit, Ont. 
Offices throughout the world. 
Cable address; JOHNMANVIL. 


Sy 
JOHNS-MANVILLE #4 


Johns-Manville is satisfactory in every way—as 
our 30-year-old association proves,” Mr. Archer 
concludes. 


Fulton Supply Company is but one of the many 
industrial supply organizations who find good busi- 
ness opportunities in the Johns-Manville Packing 
Franchise. It presents many advantages which are 
well worth your investigating. For information, 
write to Johns-Manville, Box 14, New York 16, N.Y. 


Ny) 
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OTC hydraulic “push-puller” with 
attachment removes geor and bear- 
ing quickly and without domaoge. 
Push-puller (with legs threaded into 
@ pulling attachment) is like o port- 
able shop press. 


Fifty-ton “push-puller’ removing genera- 
tor rotor assembly from shoft. Legs 
extend through the assembly, connect 
to a pulling attachment 


Large tapered roller bearing cone be- 
ing removed by 50-ton OTC “push- 
puller” and attachment connected by 
threaded adapters. 


Remove and install 
gears, bearings, 
wheels, pulleys, ete. 
quickly and easily 
with... 


OTC HYDRAULIC 
“PUSH-PULLERS” 


CUT MAINTENANCE COSTS AND 


MACHINE “DOWNTIME.” SAVE PARTS! 


OTC hydraulic “push-pullers” with at- 
tachments handle hundreds of tough, 
complicated pulling and installing jobs 
quickly, easily and without damage to 


parts. 


Cut machine “downtime” and save 
parts by having the right tools in your 
shop to handle every job. Complete, 
versatile maintenance sets available in 
17%, 30, 50 and 100-ton capacities. 


They pay for themselves in time saved 


Two leg connectors (female threaded 
adapters) join extra puller legs which 
thread into pulling ottachment to pull 
a bearing. 


Help your customers solve their maintenance problems. Sell OTC. 
Distributorships open in some states. 


-***se, OWATONNA TOOL COMPANY 


« 373 CEDAR STREET 


OWATONNA, MINNESOTA 
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further this imbalance between de- 
pendents and producers. 

The big question, therefore, is just 
how productive our work force will 
be. In the last analysis, it is the rate 
at which our productivity grows that 
will determine the standard of liv- 
ing we will be enjoying ten years 
from now. 

The country’s population is ex- 
pected to increase to about 210,000,- 
000, a gain of almost 17% during the 
decade. This will assure a big de- 
mand for goods and services and will 
provide impetus for unprecedented 
industrial expansion for years to 
come. However, if industry fails to 
keep pace, this growth could be a 
threat to our standard of living. 

I estimate that a $750 billion gross 
national product will be needed to 
supply the needs of the country by 
1970. This compares with about 
$505 billion predicted for 1960. 

An estimated 100,000,000 cars and 
trucks will be on the nation’s high- 
ways by 1970, an increase of 35% 
over 1960. 

Epwin J. Lewis 
Field Sales Manager 
B. F. Goodrich Tire Co. 


European Industrial Output 


New York, New Yor« 

Industrial output in the nations 
comprising the European Common 
Market and the European Free 
Trade Association expanded at a 
much more rapid pace during the 
past six years than output in Canada 
or the U.S. Moreover, industrial 
output in the Common Market re- 
gion during this period expanded 
more rapidly than in the Free Trade 
Association nations. 

Noteworthy is the steady and 
rapid rise of manufacturing produc- 
tion in the European Common Mar- 
ket nations (France, West Germany, 

(Continued on page 18) 





Everyone you do business with 
is a prospect for Permacel 
" products—including the largest line 
of industrial tapes. This line is 
widely advertised, backed by 
a national warehousing and sales 
organization. Sold only through 
wholesalers, Permacel tape offers 
higher profit and more turnover 


than most other key lines! 


TAPES FOR EVERY PURPOSE 


NEW BRUNSWICK, NEW JE 


RMACEL 


* ELECTRICAL INSULATING MATERIALS + ADHESIVES 








I~ =k O) PY. 0-30 & D4 
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are worthy yt your inve tment at ile effort 
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VOTE AMERICAN... 


To vote is to express preference —to register the will of 
the individual in the course of the nation and world. The true 
voice of the majority is heard and felt only as each 


person exercises his God-given right and responsibility to vote. 
Let's be there when the polls open! 


Vote for whom you please. TO VOTE IS AMERICAN! 


7 


DRILL BUSHING CO. 
5107 Pacific Bivd., Los Angeles 58, California 


“WORLD'S LARGEST INVENTORY OF PRECISION DRILL JIG BUSHINGS” 


TELEPHONE LUdiow 3-6551 TELETYPE LA 1315 
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You Said It 


STARTS ON PAGE 7 





Belgium, Luxembourg, the Nether- 
lands and Italy). As of 1959, output 
in that group averaged 157 percent 
of the 1953 level. By contrast, manu- 
facturing output in the Free Trade 
Association countries ( Austria, Den- 
mark, Norway, Portugal, Sweden, 
Switzerland and the United King- 
dom) was 125 percent of the 1953 
level. 

In Canada and the United States, 
| 5 ‘ 1959 manufacturing production was 


ively only 117 d 
Ne potas ioc 
¥ 4 | on tenes 
CAPACITIES 


Distributor Seminar 
Cricaco, [LLrnots 
We are anticipating conducting 
a seminar in planning and budgetary 
control for one of the distributors’ 


To Be?”, How Cost Accounting 
Helps Cut Cost”, and “Cost Ac 
‘ 2 counting For Customer Profitabil- 


associations. In this connection we 
may wish to utilize reprints of “Dis- 
_ , * tribution Cost Accounting”, “Is 
( Cost Accounting All Its Cracked Up 
> } é . 


” 


ity. 

NWould you please forward these 

reprints to our Mr. Richard Peter- 

sen. Thank you in advance for your 
trouble. 

R. J. Pere 

A. T. Carney & Co. 


F . , “ees Management Consultants 
enpeitor an ong gen Ge Simplified Guig ® Reprints of the above articles plus o 


with fewer parts. Detachable high-speed cable wind-up copy of “Using Facts For Profit” (ID 
handle. Highest quality flexible aircraft cable. Safety handles May 1960) were sent to Mr Petersen. 


design tested for overload to protect operator. Guaranteed one 

ear against defective parts. Also especiall i fed 

. , ke use ia chemical pleats, aol > eae PHoENtrx, ARIZONA 
P : I wish to extend to you my com- 


Stock And Sell The Most Asked For Cable-Rachet Hoist pliments on the fine editorial con- 
Lightweight © Versatile © Compact tent of Inpusrriat. Distrieution 


THE LUG-ALL COMPANY gone 


HAVERFORD 11, PENNSYLVANIA Keep up the good work. 
Harotp KimMEL 


Vice President 
Minder Gear & Transmission Co. 
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Now RIB&ID, Sets The Pace 
In Tubing Tools, Too! 


Long the outstanding quality leader in pipe tools, Compare them for advanced design . . . quality 
RigmiD now leads the way in tubing tools. Com- construction ... economy. You’ll find rigor 
pare these new Rtn Tubing Tools with the ones Tubing Tools give your customers longest use life 
you're now selling .. . . .. the most value for the money. 


Rigaip Nos. 10, 15 
and 20 Tubing Cutters 
Lightweight Aluminum Alloy 


Choice of ee Lightweight Aluminum Alley 


No. 10—%” te 1” 0.0. 


No. 15—%” to 1%" O.D. 
ee RitnipD No. 105 Ne. 20—%4” te 2%” 0.0. 
Tubing Cutter 


Open or Closed 
Riko pba 
e 
Tubing RiGaID erg 4 and 
’ 40 Tubi 
Cutters Perfect ars. § ; gear 


. «+ Aluminum Frame. 


Ne. 30—1” te 3” O.D. 
No. 40—2” to 4” O.D. 


For Copper, Brass, 
Aluminum, Tubing 
and 


Thin-Wall Conduit! 


RigetmS No. 205 


Tubing Cutter 
Sait Cde-totinn . . « RigntDS No. 315 3-Wheel Tubing Cutter 


Instant Trigger Releose. For Emergency Use Where Full Turn Is Not Possible. 
Ye” te 2%" O.D. Capacity No. 315—%" te 1%" O.D. 


Choice of All parts are locked together .. . 


Automatic feed release . . . Rolling 
x | cone action produces smooth, uniform 
flare walls. 3 models for 45° and 37° 


S.A.E. flares. 
Rriib . PED No. 457 for 45" 
@ 


flares, 
vy” to %” O.D. (7 sizes) 


Fiarin “3 —e a ay (9 sizes) 
FREED No. 376 for 37° fares, 


To ols ! ‘ %y” to %”” O.D. (6 sizes) 
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CRANE 
DIRECTION 70 


a fast-moving program of planned 
expansion, product development 

and streamlined distribution to help 
our customers meet the 

competitive challenges of the Sixties. 


Says Gulf Supply’s Pres. Maness: 


“CRANE IS 


¢ 
Mr. Maness (left) with Exec. V.P. Rudy Williams 


oe 
Crane's ‘Direction ’70’ has real meaning to 
us,” Roy Maness, President of Gulf Supply Co., 
Beaumont, Texas, said recently. “I’ve been a 
Crane Distributor, here in the important Gulf 
Coast oil country, for 12 years and I can as- 
sure you, Crane is a company on the move—in 
expansion, product developmert, distribution. 
We like the way it’s moving. We like their new 
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COMPANY ON THE MOVE!” 


Gulf Supply’s main office and warehouse at Beaumont 


® 
products, their product improvements, their 


vigorous willingness to do things for us.” C: RAN E 
We're proud of this statement. Mr. Maness’s 
firm is a major supplier to the petroleum and 
petro-chemical industries from east of Baton 
Rouge to south of Corpus Christi. We are cer- _—“rane Co., Industrial Preducts Group, 4100 S. Kedzie Ave., Chicage 32, lll 


tain that you would feel the same way if you VALVES - ELECTRONICCONTROLS ~- PIPING 
dealt with Crane. PLUMBING - HEATING ~- AIR CONDITIONING 
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SHORTAGES: 


ELIMINATE DELAYS 
CAUSED BY FASTENER 


Ww 


Your Republic Bolt and Wut Distributer Can Help You 


From his complete iaventores. he can give you 
quick delivery of fasteners of any type and size 
—in any quantity, from a single bolt to 
broken or full case lots. 


By so doing, your local Republic Bok and 
Nut Distributor eliminates the trouble and ex- 
pense of maintaining your ow? on-hand socks 
The net result is a reduction in over sli costs 


—te you, t your customers. and to the eventual 


consumer. Your local distributor therefore 
performs @ vital function in today's industrial 
system. 


He is also in 2 position to provide you with 
complete information oa current fastener trends 
and techniques. It will pay you % famiharize 
yourself with the wide range of services he 
offers you. Contact your local Republic Bolt 
and Nut Distributor now 


Cail your loca! distributer for quick deliveries of 


REPUBLIC Bolts and Nuts 





FASTENERS 
Bos 


dowd 







BUILDING CUSTOMER 
CONFIDENCE FOR YOU 


Your Republic distributor maintains 
cree ae 


Rent oot pepe feae Vee Bree 8 oe eee _ 
hes se eb a on etn g of tec mnt a ” 
+ hom 


Sales-keyed advertising tells the story of = aa feo 


Republic Distributor products and services 


Ct pe eet Pnteate ter Nee Sotcery ot 


3 REPUBLIC Steel Pipe « 
Market by market, month by month, Republic 
advertisements like these will be seen by your 
customers and prospects. Whether the product be 
bolts and nuts, steel or plastic pipe, sheets, 
or bars, emphasis is on the quality and scope of 
your products and services. 

These advertisements build good will and 
customer confidence. Result: increased sales and 


profits for you, the Republic Distributor. 





Reprints of Republic's distributor-support advertisements are 
available at no cost, imprinted with your company name. 

Call your necrest Republic office for details on the advantages 
of stocking Republic Steel products. Mail coupon for 

product information. 


STEEL SHEETS 


REPUBLIC STEEL 


REPUBLIC STEEL CORPORATION 

DEPT. [D-9116-R 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 

1 would like more information on: 
DC Fasteners 0 Steel Pipe 0 Plastic Pipe 
0) Cold Finished Bars 2 Steel Sheets 


ee intimate ae 





Company 





COLD FINISHED BARS Pe a 





City... ; Zone 








Only Skil has separate speeds | 


It's another basic tool innovation that helps Skil 


Prospects need and want the extra versatility they 
get only with the Model 700 Skil Recipro Saw. It’s 
the only one they can buy with two speeds—high 
speed for fast cutting of wood and compositions, 
low speed for fast metal cuts with minimum blade 
wear. And they can buy it complete, including case 
and 8 blades, for only $99.00! 

The Skil Recipro Saw gives them plenty of other 
features too, like an exclusive, convenient T- shape 


top handle, and unique blade support that makes 
it best by far for intricate scroll cutting. They get 
all this in a saw proven by almost two years of on-the- 
job use and built by Skil—the world’s most wanted 
name in portable power saws! 

Prospects understand the value of all these 
advantages. That’s what we mean when we say, 
“Skil innovations help distributors maintain profits 
and sell more tools besides!’’ 
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Distributors maintain Profits 


For additional information on the Recipro Saw and 
other Skil innovations, call your Skil representative. Or 
write: Skil Corporation, 5033 Elston Avenue, Chicago 
30, Ill., Dept. 1 15J. 


+++ and SKILSAW POWER TOOLS 
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Skil Recipro Saw comes complete 
with heavy-duty steel carrying case, 
8 assorted biades. 











a 


about what they'll do’ 


“As a Jenkins Distributor, I always know what to 
expect. Their policies and actions that affect a 
distributor have a kind of continuity and consis- 
tency that’s not common these days. It’s a natural 
result of the company’s stability, as I see it. For 
generations, Jenkins has been run by men having 
the same basic business principles . . . principles 
that require a fair deal, a fair profit, and a fine 
product. I like it. It takes guesswork out of deal- 
ing with a supplier.” 


From the “grapevine” that carries back 
some of the things distributors say about us. 


MOST TRUSTED TRADEMARK IN THE VALVE WORLD 








and most powerful 


4” segment bender 
on the market 


See this bender 
demonstrated at the 
MECA SHOW, 
October 24-26, 1960— 
BOOTH 155-157 


Greenlee No. 777 
(1-1/4” thru 4”) 
weighs only 65 Ibs. 


(exclusive of shoes) 


eee PRES OEM 








COMPARE |ibvanraczs... 











THREE 
BENDERS 
IN ONE 


en o4 tb ed acl sett a few optional parts adapt the ONE-MAN 


OPERATION 
one set of aluminum pipe No. 777 segment bender to 
supports for all pipe sizes fast, one-shot 90° bending safety valve in pump, oil by- 
one set of safe, quick-locking 1/2° thru 2° and thin-wall pass in ram, weighs only 65 
pipe support pins. bending 3/4 thru 2°. Ibs. excluding bending shoes. 


Unmatched for over-all performance, the new Greenlee No. 777 does more jobs for you 
than any other bender of its type. Use it to make offsets . . . large sweeps . . . concentric bends ... 
one-shot 90° bends . . . thin-wall bends. 


Its 27-ton ram has power to spare for segment bending of steel or aluminum conduit and pipe 1-1/4” 
thru 4” — will bend extra heavy schedule 80 pipe. Comes equipped with a hand hydraulic pump, 
but can be operated with power pump for even faster performance. 


OPTIONAL EQUIPMENT FOR ONE-SHOT AND THIN-WALL BENDING 


One shot 90° bending 1/2” thru 2” Thin-wall bending 3/4” thru 2” 


90° bends in one 

shot An important 

exclusive advantage you 

get with this new, light- 

weight GREENLEE seg- 

ment bender. Simply by 

adding bending shoes Quickly mounted 

and adapter, you can thin-wall attachment The No. 777 segment 
bender can be quickly and economically converted 

make any bend up to to bend thin-wall conduit 3/4” thru 2”. Standard 

90° in 1/2” thru 2” con- No. 770 thin-wall attachments fit the No. 777 

duit or pipe in one shot! bender with only the addition of one roller. 


ASK YOUR DISTRIBUTOR FOR A DEMONSTRATION NOW! Write for bulletin E-249 
GREENLEE TOOL CO., 1937 Columbia Ave., Rockford, Iilinols 


CREENLEE JOB-PROFIT TOOLING 


-.. cost control for contractors 





TFA 


oo 


H/ 


7 
j 

mitt | 
i 
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ONLY MORSE =I router cuan 2 swent CHAIN 


For low- and medium-speed appii- For smoother, quieter operation. speed and horse. 

cations. Precision-finished, ially Patented rocker joint operates with power Exclusive dtive travets 

‘seated to withstand shock and fatigue less friction, wear; runs cooler... up to 13,250 FPM, carries loads to 
. . blasts longer. has higher efficiency, longer life. 5,000 HP in minimum space. 
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4. IMING”® BELTS 


For i it, lubrication-free opera- 


thon sho. 
speeds from 0 to 
1/100 to 600 HP. 


ho stretch 
16.000 


for service life; 
FPM, loads from 


Only Morse offers all 4...only Morse can offer 


One complete source 
to solve your customers’ 
industrial-drive problems! 


Roller Chain, Silent Chain, Hy-Vo® Drives, 


“Timing’”® Belts . . 
unmatched selling power . 


. give distributors 


. - customer 


satisfaction second to none 


Tie in with the top name in 
power transmission products. 
Morse is way out front as the 
one source for fast, “right-off- 
the-shelf” delivery of exclusive 
industrial drives. It’s the product 
line that lets you supply as 
“standards” most components 
usually classed as “‘specials”” by 
others. With it you build cus- 
tomer satisfaction . . . profits for 
you... the easy way. 


Morse Roller Chain, Silent 
Chain, Hy-Vo® Drives and 
“Timing’’® Belts: each are tai- 
lored to carry specific loads, run 
at required speed and operate 
under given conditions. And, 


when you sell all 4 you know 
they are built to Morse’s high 
quality standards. So, with the 
breadth of drives available, you 
can supply whatever is best for 
your customers’ application. 


When customers call for a single 
drive component or a complete 
power train in any capacity, the 
principle is the same . . . it pays 
to deal with Morse. Write for the 
profitable facts today. MORSE 
CHAIN COMPANY, Dept. 
23-100, ITHACA, NEW YORK. 
Export Sales: Borg-Warner 
International, Chicago 3, Illinois. 
In Canada: Morse Chain of 
Canada, Ltd., Simcoe, Ontario. 





MORSE 





T.M,. 


A BORG-WARNER INDUSTRY 
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what costs *1.00 to buy... 


but 
$5.00 
foe) o) hare 


ANSWER: Most lubricants—believe it or not! 


SUGGESTION: 


Specify Keystone Specialized Lubricants for 
longer life, fewer applications, lower costs... 


A recent check on lubricating costs reveals that 
in the average plant, it costs about $5.00 to 
apply each dollar’s worth of grease and oil. 


Cost-conscious companies are turning to longer- 
lasting Keystone Specialized Lubricants to 
slash this high maintenance cost. For with 
Keystone, there are far fewer $5.00 charges for 
application labor —Keystone products outlast 
conventional lubricants many times over. 


Keystone Lubricants won’t drip or creep; foul, 
soak or spoil products; or throw-off around 
machines to cause fires and slipping accidents. 
Repair and replacement costs shrink, too, be- 
cause Keystone lubricants keep equipment run- 
ning smoother, longer, quieter. Also, they mini- 


mize friction to give you big power savings. 


If your customers are not getting the most 
from their present lubricants, tell them about 
Keystone’s broad line of cost-cutting lubricants 
and about Keystone’s free Lubrication Engi- 
neering Service. Tell them also how Keystone 
Specialized Lubricants are guaranteed to save 
them at least 10 per cent on their present cost of 
lubrication, including labor required for applica- 
tion —a guarantee made by no other lubricant 
manufacturer! KEYSTONE 
LUBRICATING COMPANY, 
21st and Lippincott Streets, 
Philadelphia 32, Pa. Estab- 


lished 1884. SPECIALIZED 


LUBRICANTS 


MR. INDUSTRIAL DISTRIBUTOR: Use the above information in your 
selling. Your customers will be glad to learn how to solve tough lubrication 
problems, increase production, and reduce downtime and maintenance expense 
with Keystone Specialized Lubricants. Remember, too, that in addition to 
building profitable repeat business, lubricants are door openers to other sales. 
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PRECISION MEASURING TOOLS — No C359A Setin-Chrome Universe! Bevel Protractor, No C4938 
Satin Chrome Protractor and Depth Gage * Mo C183 Sete-Chrome Stee! Protractor slhustrated shove 


to millions of skilled craftsmen 


this is Starrett 


To craftsmen and _ industrial buyers, 
Starrett is the unchallenged leader in 
precision tools combining superior work- 
manship with the newest and best con- 
venience features. 


DIAL INDICATORS AND GAGES 


Industrial supply distributors recognize 
that the Starrett position of leadership has 
been won by long years of dedication to the 
highest standards of quality and crafts- 
manship, by friendly cooperation with 
distributors and their customers and by 
forward looking policies of research, de- sags nsh Se MM NACRSAWS, HOLE SAWS, BAND SAWS, BAND KNI 
velopment, manufacturing, advertising, —"? 
sales promotion, distribution and service 
. in short, by hard work, skill and 
integrity. The L. S. Starrett Company, 
Athol, Massachusetts, U.S.A. 


WORLD'S GREATEST TOOLMAKERS 





MUST BE EARNED... 
not just claimed 


Here is overwhelming evidence that Starrett leadership is 
clearly established among tool buyers and users as well as 
in every area of distributor service and co-operation. 


in advertising 


A consistent leader for nearly a century, Starrett has increased 
its dominant position with new 4-color inserts of smashing 
impact (see page 1) plus a broad program of advertising in all 
leading publications addressed to mechanics and industrial 
buyers ...in the metalworking industries and every other 
tool-using trade served by industrial distributors. More than 
20 million messages in 1960-61 will carry the Starrett story to 
tool buyers and users and direct these good customers to their 
Industrial Supply Distributors. 


distributor recognition 


Most convincing evidence of the consistency and quality of 
Starrett advertising and sales promotion comes from distribu- 
tors themselves. No other company can equal Starrett’s record 
of sir NIDA-SIDA advertising awards. 


Among the six awards are two for over-all excellence, two for 
best direct mail, plus one each for outstanding publication 
advertising and best catalog . . . indicating the broad scope 
and excellent quality of Starrett advertising and sales 
promotion help. 





* 


inaiustry 


Mechanics, Machi Machinist, Tool 

achinery, 

Engineer, Mill & Factory, Steel, Modern Machine 
estern Machinery Purchasing 


Engineering, Thomas 
- & and 
Netional Todt and Die Makers’ Association Jourual, 


1954 — FIRST AWARD 

in New York 

the best series of 
direct mail pieces. 





FIRST in key product lines 


Starrett offers four major product lines integrated and 
balanced to yield maximum volume for industrial distributors 
with multiple sales for every call. Starrett mechanics’ hand 


yp _ 4 measuring tools and precision instruments; dial indicators 
, Cit : re L. and gages; hacksaws, hole saws, band saws and band knives; 
Srrrevrre SY 

and precision ground tool steel and low carbon flat and die 


stock all have important user benefits, economies and exclu- 
sive features easily recognized by today’s buyers. 


T in product development 
and improvement 


Starrett pioneering leadership has contributed such major 

developments and improvements as no-glare, corrosion re- 

sisting SATIN-CHROME finish, balanced design micro- 

_ meters, quick-reading, SATIN-CHROME steel rules and 
ta ZZ fe tf ” gteel tapes, high precision-low friction dial indicators, produc- 
aorrer tion-proved hacksaws, high speed steel band saws, shatter- 
proof hole saws and free machining-low carbon flat stock . . . 

plus hundreds of new tools with time-saving, accuracy- 


improving features that expand markets and promote sales 
for industrial distributors. 








STARRETT HACKSAWS AND BAND SAWS 





Starrett - 











FIRST in distributor support 


+ 


Starrett 


Selling the value of Industrial Distributor Service has always 
been a hard and fast Starrett policy ... not just on special 
occasions but month in and month out, year after year since 
the founding of the company. You can always count on 
Starrett for all-out support in selling the value of Industrial 
Distributor Service to industry and for products that are 
an outstanding example of the quality in quality distribution 


4 in market development 


Starrett is unrivaled in the work it does with instructors, 
students and apprentices in vocational education schools, 
industrial training programs, colleges and universities. The 
Starrett educational program insures a growing and continu- 
ing market among the tool buyers and users of tomorrow. 


Starrett research and development are constantly finding new 


uses and new users for Starrett tools in new and expanding 
markets. 





INDUSTRIAL 
DISTRIBUTOR 


INDUSTRY 
ECONOMICALLY 





MECHANICS’ HAND MEASURING TOOLS ano 
PRECISION INSTRUMENTS © DIAL INDICATORS 
STEEL TAPES © PRECISION GROUND FLAT STOCK 

MACKSAWS, BAND SAWS end BAND KNIVES A 








FIRST in quality of distribution 


ne, a prestige line that helps to 
dentil ndustrial distributors as headquarters for the best in 
ndustrial suppiies and equipment. Starrett tools are sold 


; *| 7 ’ 
’ , 
chy | C | & only through leading industrial supply distributors under a 
’ t ” 


hard and fast policy of close co-operation and complete pro 





distributors stocking the Starrett line. 
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FIRST in sales promotion help 


Starrett has no equal in the quality or quantity of sales 


promotion aids furnished to distributors. From the 
colorful, powerful 4-color post card series (shown at 
right) to product literature, catalogs, point-of-sale 
displays, tool display cases, tool charts, display units, 
signs and souvenir and remembrance items (shown 
above), the wide variety available means that no dis- 
tributor is better equipped to sell than a Slarrett 


distributor. 





STOCK DeWALT. 


.. SHOW DeWALT... 


SELL DEWALT! 


... the power tool most customers ask for 


Only the new DeWALT 925-E gives 
you all these sales-closing features: 


Totally-enclosed, custom-built direct drive 
motor « Motor delivers over 1.8 H.P. at the 
cutting spindles « Dual arbor motor shaft 
permits use of low-cost, right-hand tools « 
Safety cam-type key switch starts and stops 
motor « Big-capacity 9” saw cuts 2%” deep, 
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rips 24” wide « Cut-tested at factory to assure 
accuracy « Fullone-year warranty on machine 
and motor « True DeWalt quality built in. 


Be the first to offer this exciting, low-priced 
model! It has features still not available on 
other makes selling for 25% more...is the 
biggest bargain you can show and sell! Stock 
now! Direct factory franchises still available. 
Write: DeWalt, Inc.,Dept. 1D-610, Lancaster, Pa, 


4) 





how 
would you 
count 
readers? 


By “guess ‘n by gosh”? By an audit as 
careful as your own P & L statement? 

We think you'd choose the latter, busi- 
ness-like method. It's the method !NDUS- 
TRIAL DISTRIBUTION uses. Why? 

The ABC emblem shown near the center 
of our masthead page identifies ID as a 
member of the Audit Bureau of Circula- 
tions, an independent association that reg- 
ularly verifies our circulation statement and 
distributes the facts to all who wish to know. 

This is vital to you, because determining 
exactly how many readers ID has, and who 
they are, is what enables us to perform 
the most useful service to you and the 
industry. ID builds its circulation only from 
among bona fide industrial distributors and 
their personnel. The resulting, highly spe- 
cialized reader-audience means that !D’s 
editors can concentrate with rifle-shot ac- 
curacy on distributor problems—and all 
the news of our industry—in depth. 

You benefit from this policy. And so do 


advertisers looking for the most worthwhile 
forum in which to tell you about their prod- 
ucts and services. Advertisers, of course, 
want more than words to back up a maga- 
zine’s claims. ABC gives them the facts. . . 
just like an independent bank examiner 
going over the books. 

And the facts are, that while ID care- 
fully solicits only the industrial supply field 
for new subscribers, in the final analysis 
you actually select us! You—the reader— 
back up your desire to read ID by paying 
hard cash for your subscription. And every- 
time you renew your subscription, you in- 
dicate your satisfaction with the job ID 
is doing. 

That's the ABC story. You—our readers 
—have the final say in determining our 
success as a going business. And you have 
put your trust in ID for nearly a half- 
century. The ABC emblem is evidence of 
our respect for your trust—and of our 
wholehearted efforts to live up to it. 


GD INDUSTRIAL DISTRIBUTION pounce 


A MceGRAW-HILL PUBLICATION 
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CAPITOL rorcep STEEL UNIONS 


... With any other union you may be using! 
EACH INDIVIDUALLY PRESSURE TESTED 
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another reason it pays to sell : 








Stanscrew gives you socket products... kits and assortments... 


A complete line! 





Alone among fastener manufacturers, Stanscrew 
offers a realiy comprehensive line . . . one to meet 
the overwhelming majority of all industrial fas- 
tener needs. Socket products . . . hex screws... 
bolts and nuts . . . dowel pins, studs and others 
. . over 5500 different types and sizes. All are 
fast moving standard fasteners . . . no “gim- 
micks”’ or “gadgets” to clutter your stock. 


Stanscrew’s complete line means you can cut 
administrative and shipping costs . . . save by 


combining your orders and dealing with one 
dependable supplier. Complete stocks of all 5500 
fasteners . . . available at each of Stanscrew’s 
three plants . . . provide assurance of uninter- 
rupted delivery. And Stanscrew’s fast delivery 
policy . . . orders normally shipped in less than 
24 hours . . . allows you to hold stocks at a 
minimum, yet provide the fastest possible serv- 
ice to your customers. 


For full details, write today. 
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bolts and screws... hex nuts and other fasteners 


STANSCREW 
MEANS 





A complete fastener line 
-..over 5500 catalogued 
items. 


Industry’s broadest pro- 
tection on all sales in 
your territory. 


Continuing sales help... 
fastener specialists sell- 
ing with you and for 
you. 


Fast service ... orders 


shipped within 24 hours. 


Superior fastener qual- 
ity...the exclusive Car- 
bon Restoration process, 
for example. 


A consistent promotion 
program that helps pre- 
sell your customers. 


Preferred and specified 
by leading manufactur- 
ers in all industry clas- 
sifications. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, lilinois 
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NEW PRODUCTS “‘on the boards” in the drafting room as improvement of existing products, through extensive work 
are the result of the combined efforts of many highly skilled in the field with Industrial Distributors, their salesmen and 
people. Delta stays alert to the need for new products, as well with customers in plants across the nation. 


PROCESSING COMMITTEE is ree TOOL ROOM EXPERIENCE is one of PROTOTYPE TESTING assures Delta 
sponsible for translating product design the reasons Delta Quality remains con- engineers that new products will with- 
into finished product. This committee  sistently highthroughout production. Here, stand the most adverse work loads and 
establishes the routing, processing and the tool room inspector checks a new drill deliver satisfactory performance. This 
tooling requirements needed to begin jig prior to final release by tool room fore- new 20’ Power Feed Drill Press was 
production of any new Delta tool. man for use in production line. proved through 750,000 drilling cycles. 





NEW PRODUCTS 


Gt aw ty 


create sales for Delta Distributors 





All six tools shown above were introduced by 
Delta during the past year—giving Delta Dis- 
tributors an important competitive selling edge. 
New products mean new sales opportunities 
with new customers as well as old ones. New 
products stimulate extra sales activity, help sell 
other tools in the line. New products are vital 
to the changing needs of growing industry. 
Leadership in product development is part of 
Rockwell’s planned program of continuing dis- 
tributor support. 

There is a considerable investment in people, 
time, facilities, and money behind every new 
product Delta makes. Research and design are 
coupled with engineering skills and ““know-how” 
developed through 31. years of power tool ex- 
perience. After thorough testing and approval, 
new additions to the Delta line are produced 
with precision manufacturing at the largest, 
best equipped plants in the power tool industry, 
Modern tooling and production methods assure 
better value in each tool and complete stocks of 
all machines in the line, readily available for 
distributors’ customers. 

Staying ahead with new products, year after 
year, is just one of the many reasons why you 
can do more with Delta. Not only does Delta 
provide a complete line of industrial tools with 
the foremost name in the industry, Delta backs 
distributors with aggressive pre-selling in vital 
markets through sustained national advertising 
and promotion. That’s why leading Delta 
Industrial Distributors have proven: When 
Delta Quality is backed by Industrial Distributor 
Service of equally high quality, the result is bound to 
be growing sales and profits. Rockwell Manufac- 


BE SURE TO REGISTER AND VOTE! 


Brig. Gen. Joseph M. Colby, USA (ret.) (right), Vice Presi- 
dent, Engineering, confers with Mr. Christy A. Wiken, (left) 
Vice President, Research, on new product development. 
Close cooperation and teamwork is maintained between 
headquarters engineering and research groups and those in 
all Rockwell plants. 


turing Company, Delta Power Tool Division, 
634K N. Lexington Ave., Pittsburgh 8, Pa. In 
Canada: Rockwell Manufacturing Company of 
Canada, Ltd., Box 420, Guelph, Ontario. 
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A PROVEN sues ¥)JR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Fig. 0832 
DARTS 
Greatest Name in Unions — 


Build Sales And Profits For You 


Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 

Two bronze to bronze seats ground 

to a true ball and socket joint — 

Practically indestructible malle- 

able iron ies — 

Drip tight joints made time and 

again without jamming — 

Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
a usiness on a solid foundation 

y making Dart Unions your Sales 

Leader this month. 


coe 


BUILDING 


Us 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 
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LAMILON Wheels, on which patent 
is pending, permit you to sell stand- 
ardization te your customers. With 
the theme “One Wheel For Any Sec- 
tion Of Your Plant”, you build your 
sales presentation on— 

® less maintenance, 

®@ greater floor protection, 

® lower inventories. 
These building blocks of more sales 
are yours alone to sell with the 
LAMILON Wheels which will not 
mark wood floors nor mar concrete 
floors; which will retain their 
smooth tread and concentricity un- 
der the worst floor conditions; which 
are not affected by water, oils or 
greases. 
The sales story on LAMILON 
Wheels dovetails perfectly with the 
presentation on savings which you 
can offer on Fairbanks line of indus- 
trial casters and wheels. Use the 
LAMILON Wheels as your SALES 
LEADERS this month and start a 
chain reaction of steady repeat 
caster and wheel orders from your 
satisfied customers. 





Build 
better 
products 
with 


.- better still with new 


ME Whiz-Locks 


One-piece free spinners 


that won't let go. So simple they'll amaze you. 


So original there’s a patent pending. 


Maclean-Fogg’s new Whiz-Lock is a one-piece, 
free-spinning lock nut that is simplicity itself. Spin 
it into place, wrench it tight and forget it. The 
scientifically designed spiral teeth take just the 
right grip on the work to prevent accidental 
loosening. Yet it removes readily on application 
of at least 25% more torque than was used to 
apply it. 
MF Whiz-Locks have been os thoroughly tested 
as any new fastening device ever offered. Test 
them yourself soon. Samples are available free. 
Ask for hex nuts or bolts—with or without flange 
—in sizes from No. 6 to ¥%”. State size desired. 
SEND FOR SAMPLES 


LLG ts. Sielee 
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Lock Nut Demand 
UP! Going Higher! 
Buyers seek local 
source of supply 


A revolution in fastening is taking 
place. Engineers everywhere are 
switching from conventional fas- 
teners to lock nuts —to make their 
products better . . . to simplify 
assembly. 

Distributors prepared to meet this 
demand for lock nuts are already 
reaping handsome profits. Business 
is good. Prospect for future growth 
is tremendous. 


Whether you are a full line 
house or a short line “fastener 
distributor” it will pay you to 
take on Maclean-Fogg. It's a 
complete line of first quality 
lock nuts, screws, and bolts. It is 
being aggressively promoted. 
it Sells. 

MF Lock Nuts are simple to handle. 
A few sizes and styles cover inven- 
tory needs. MacLean-Fogg furnishes 
the sales help and imprinted liter- 
ature that gets the orders. 


Write at once for complete infor- 


mation. 


MAC LEAN-FOGG 
LOCK NUT COMPANY 


Telephone: EDgewater 4-8420 
5535 North Wolcott Ave. 
Chicago 40, Illinois 


¢q----------- 


This advertisement is appearing in 
leading magazines read by design 
engineers and purchasing agents. 








Distributors ! Here’s what we te//l your customers about you 


“We've been buying from National Tube Distributors 
for almost 25 years—and they've never let us down.” 


So says Mr. Stanley Carter, President, 
Stanley-Carter Company, Mechanical Contractors, Detroit, Michigan. 


————E — — 
Peers ; 
‘ 


oe 


eyes 4 


“Good distributor service is tremendous'y “We've never had a single project 
important to our profit margin. That's why held up because of a late delivery from a 
we've been working with National Tube National Tube Distributor—men and 
Distributors as long as we have.” equipment tie-ups because of late ship- 

ments can waste a lot of money.” 





“National Tube salesmen and distri- “On this job, the distributor “A National Tube sales- 
butors back us with technical assistance. worked with the architect when a man helped recommend a 
They not only keep us abreast of changes spec change was needed—the new specification equal to the orig- 
in specifications but offer recommenda- specification was just as good for inal spec but for a less expen- 
tions if specifications need to be changed.” this particular job, and it saved us sive material on a plant ex- 

serious delays.”’ pansion job we were doing. 
Cut the cost about 10%.” 
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This mark tells you a product is made of modern, dependable Stee! 65) 


“We kept a big job right on schedule in Nash- “It looked like we were headed for trouble on a big 
ville, Tennessee when the USS National Pipe Detroit job this year. We needed a lot of pipe in a hurry. 
arrived exactly at the time they promised it.” All it took was a few phone calls. We received the pipe 

within 24 hours.” 


“Another thing we like. These Na- “‘And the quality is excel- 
tional Tube Distributors carry a com- lent. In the past 20 years, 
plete stock of pipe sizes.” we've had no trouble with USS 
National Pipe. If trouble were National Tube 
encountered, we know help is 
as close as our telephone. We Division of 
can call our Distributor or United States Steel 


National Tube, and the team Columbia-Geneva Stee! Division, San Francisco, 


, . . . ” Pacific Coast Distributors 
USS and NATIONAL are regiatered trademarks goes into action immediately. United States Stee! Export Company, New York 
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50-A Series Single Boll 
Race Pressed Steel 
Swivel Caster. 


52-A Series Double Boll 
Roce Pressed Steel 
Swivel Cester also 
evailable. 


® 
INDUSTRIAL 


CASTERS 


Bond casters for every industrial application—in- 
Bae @estna cluding trucks, dollies, racks, and machinery. 
Devble Bell Wheel Diameters: 2 to 14 inches. Capacities: 125 
Roce Semi-Stec! to 4500 Ibs. each. Available with Semi-Steel, 
Swivel Coster. Solid Rubber, Vulcanized-on or Demountable 
(choice of soft, hard or neoprene rubber tread), 
Sta-clean, and Bondcelon Wheels. 


SSESTs 
tail 
Eraser 


SPECIAL SERVICE CASTERS 


For assembly line, level-ride, cushion-action and other 
special applications for use in automotive, aircraft, 
ceramic, glass and similar industrial plants. 


Bond Industrial Casters are available with Wheel 


Brakes . . . Singie Ball Race Swivel Casters are made 


: , Duc! Wheel Swivel Costers with either 
with Pipe Socket, Stem, Angle and Threaded Stem. Oscillating or Rigid Axles for level riding 


over rough surfaces. 


urna best-for-the-job INDUSTRIAL 
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60-J Series Light Duty 
Stem-Type Swivel 


NEW so: 
INSTITUTIONAL 


light-strong CASTERS 
- the high quality line 
that will keep your costs down! 


Bond casters for industrial light shop equipment as 
well as store, medical, food, hospital, and institutional 
fixtures and equipment. This new, light duty Series 
has wheel diameters ranging from 2 to 6 inches and 
load capacities up to 200 Ibs. Most swivel types 
feature an “escalator” ball race for maximum stabil- 
ity and easy action. Available with Cushion Rubber, 
Hard Rubber, Bondphenol, Semi-Pneumatic, and 
Semi-Steel Wheels. Plain, Friction Ring, and 
Threaded Stems—companion sockets also available. 


Additional types of Light Duty and Medium 
Light Duty Stem and Plate Type Swivel and 
Rigid Casters available. 

This new and expanded Bond line is bound to 
boost your profits. Now you'll be able to satisfy 
more customers by supplying the right casters for 
all their jobs. Write for details today. 

VG Series Swivel and Rigid 


Casters with Vegrooved Whee Spring Action Swivel Costes for BOND FOUNDRY & MACHINE CO. 
for assembly line operations. cushion-soft travel. Ako cvelt 314 Penn Street, MANHEIM, PENNSYLVANIA 


Swivel illustrated. 


AND 


able in Rigid Type 


INSTITUTIONAL CASTERS 
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Hard Edge Flexible Back Band Saws. Hardened on the tooth edge 
only. The teeth are milled, then accurately set by machine. This 
type of band saw is furnished with regular and LANCER Hook 
Tooth pattern. Regular pattern teeth with two sets: Raker Set for 
general metal cutting, Group Set for sawing thin wall tubing, 
sheet metal, mouldings, and similar shapes. 44 to }4 inch in 100 
foot safety reels. 54, 34, and 1 inch in 100 foot easy-pull boxes. All 
widths in 250 and 500 foot easy-pull boxes. 


Diss-Croloy Circular Saw. Excel- 
lent for long-run production cut- 
ting of non-ferrous metals, and 
for cleaner cutting of plastics on 
bench or radial machines. High 
finish on sides. Leas friction drag. 
Polished curved gullets uce 
free flow of chips. Closely con- 
trolled side clearance gives cooler 
running saw. Stock from 6 to 16 
inches in diameter. Other sizes 
on request. 


“P" Smooth Trimmer Saw. 
pee we a Butt sete F 
t a om © 

a or any 
sae i oe re 

mt for dou ner 
Seik. cise siiun 1/00" vannar to industrial 
laminated to core, and for trim- 
ee eee ee ee a aa - b 

. r gauges 

Serine. Be Ae enge _ Cutting jo 
clearance that eliminates heat. 
From 8 to 30 inches in diameter. 


Super-Safe Hand Hack Saw Blade. w TT Rs 
Unbreakable tungsten high speed eS 

steel blade. It’s tough . . . strong 

. . . hardened on the tooth edge 

only. Scientifically designed to : 

meet rigid safety requirements. 


Teeth stay sharp longer . . . in- 
crease production. Teeth range THE 
from 18 to 32 per inch. Also 
available in power blades—high 


speed steel, welded edge. E D G a 


High Speed Steel Machine Hack 
Sew Blade. Made of hard, tough, 
strong steel that resists wear and 
cuts easily through metals that 
ordinary steel cannot cut. Recom- 
mended for stainless steel, 
chrome-nickel steels and similar 
alloys. Passes rigid inspection 
before being packed. Also avail- 
able for hand use in 10” and 12” 

hs. Power blades from 12 to 
24 inches in length. 


No matter what the job is, there’s a Disston saw to 
do it better. In fact, Disston produces wood, plastic, 
and metal cutting saws—saws that last longer, and 
cut production costs. With Disston, you enjoy the 
true economy—the economy of quality. 


See your distributor, or write to Disston Division, 
H. K. Porter Company, Inc., 343 Tacony, Phila. 35, Pa. 


DISSTON DIVISION p H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, speciality alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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JOB TAILORED 
ra otor.. 


Not “adapted”, but built specifically for rugged 
Impactool duty. Reversing by moving brushes 60° 
provides 20% more power and eliminates an extra 
reverse switch. Armature leads specially selected to 
withstand the shock of Impactool service. Ball bearings 
on both ends of armature shaft are felt-shielded to 
keep out dirt and hold lubricant. Red @ Ball extras 
like these make the Ingersoll-Rand line your best seller ! 


& Dirt-Sealed Trigger. Plunger-operated 
switch is sealed tight from dust and 
dirt. Another 1-R exclusive. 


IMPACTOOL 2 Easy-Out Replaceable Bushing. You don't 


Size 34U, 1” Drive have to buy a new hammer case when 


you want to replace the bushing on an 
1-R Impactool. 


@ ite uard commutator, Exclusive 1-R 
anot h er re d b a / / extra construction prevents motor damage, 


that SELLS IMPACTOOLS/ permits easy dressing, provides long 


brush life. 


best design—biggest line ©@ Electronic Precision. Special electronic 


look for the red a ball extras equipment double-checks machined 
parts for perfect mating of all surfaces 


Ingersoll-Rand Pi aka 


11) Broadway, New York 4, N. Y. drive electric Impactool on the market. 
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Help Your Customers 


BREAK THE ‘PROFIT SQUEEZE’ WITH BRIGHTBOY' 


Use these NEW, PROFITABLE 
SALES-SLANTS to: 


% save customers’ time 
* cut their production costs 
% improve their product quality 


Alert dealers and their salesmen are keenly aware 
of their customers’ concern wi.h rising costs—and are 
capitalizing on multi-use Brightboy’s exceptional 
cost-saving advantages. Brightboy’s unique working 
action (abrasive and rubber, func.ioning simultane- 
ously) produces a finish that often cons:itutes the 
final polish. 


BURRING - CLEANING - FINISHING - POLISHING 
frequently in one operation 


The Revolutionary New Concept of Abrasive Applications. 
For all me'a s, wood, glass, laminated materia!s, some plastics 


JOB-MATCHED STOCK TEXTURES FOR IMME- 
DIATE DELIVERY. Stock these items, or if you pre- 
fer, draw on our stocks of 49 textures, matched to 
your customers’ job requiremen‘s. These stock Bright- 
boy items eliminate delivery delay, and frequently 
higher cost of special compounds. 49 readily available 
textures for conventional and automation production. 
Aluminum Oxide and Silicon Carbide—extra fine to 
extra coarse—in soft, semi-firm, firm and tough rub- 
ber binders. The only complete, comprehensive stock 
line of rubber bonded abrasives. In wheels, sticks, 
rods and blocks for machine and manual operations. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America's Pioneer Manufacturer of Rubber-Bonded Abrosives 


— — 


Brightboy 





Get the New, Complete Profit Picture! 


Every dealer, every sales- 
mon, every production 
shop needs this illuminat- 
ing outline of 


New & Additional 
Applications 
for Abrasives 


THE NEW 
BRIGHTBOY 
CATALOG 


Methods and applications 

Machine speeds 

Job-matched textures 

New, revised wheel sizes 

Center hole specifications conforming to American 
Standards regulations 


WRITE NOW FOR THIS POWERFUL SALES TOOL AND 
DETAILS OF BRIGHTBOY’S UNUSUAL SALES PLAN. 


NATIONALLY KNOWN © NATIONALLY DEMANDED ® NATIONALLY ADVERTISED 
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“SOLDER END? Here's the best! Has high grade 
bronze body. O-B design lets it heat uniformly with minimum 
torch time. Solder flow is smooth. You get a safe, even, leak- 
tight joint that cuts maintenance and lengthens service!” 
Distributors who know valves profit by pushing the O-B 
bronze line. Globe, angle, gate, check—standard and low pres- 
sure valves—complete! And sold only through distributors. 


OHIO BRASS COMPANY ¢® Mansfield, Ohio 


O-B VALVES 
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You'll sell more valves 
in the orange-and-black box 











Here are good reasons why Thor electric drilis give more quality and power 
at less cost. lilustrated is the Thor EJ9 drill, largest selling drill to industry, at work 
in a typical industrial application. Thor Silver Line drills deliver as much as 25% 
more power than standard drilis. Highest quality is assured with the heavy-duty 
Thor-built armature, heavy-duty ball bearings throughout, perfect balance and inter- 
changeable parts. Let the experience of satisfied users around the world prompt 
you to get attached to this best seller. Thor Power Tool Company, Aurora, Illinois. 
Branches in all principal cities. 
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Quaker ~ 
Thermoid 


introduces revolutionary “Piasticoal”’ 


The first and only PVC 
yarn-dipped, fully impregnated, 
double-woven coal mine belt 


with durability 


more than skin deep 


All the disadvantages of short life, slippage, stretching and 
rotting of conventional light-weight coal mine belts have 
been overcome by the revolutionary Thermoid-Quaker 
“Plasticoal” belt. 

In contrast to conventional double-woven cotton fabric 
covered with neoprene, new ‘‘Plasticoal’’ is impregnated 
through and through with Polyvinyl Chloride . . . even the 
yarn is PVC dipped before it is woven. Nylon cords are 
added, in both directions, to provide extra strength and the 
entire impregnated carcass is heat-set under tension before 
the final dip and heat-set 

For underground mine safety, USBM 28-11 “‘Plasticoal” 


is flame retardant and flame resistant. It's lighter in weight 
and more flexible for ease of handling underground. The 
rough surfaces give better material traction, less slippage, 
yet require less tension. And being completely impreg- 
nated with PVC, the “Plasticoal” carcass carries the load 
long after the cover is worn away. Even extreme edge weat 
will not put “Plasticoal” out of commission. 

Mine-orange “‘Plasticoal” is available from stock in 26”, 
30’’ and 36”’ widths, up to 600’ lengths or longer on request. 
See your Thermoid Division Distributor for all the advan- 
tages of new “Plasticoal."” Or write Thermoid Division, H. K. 
Porter Company, Inc.,200 Whitebead Road, Trenton6, New Jersey. 


THERMOID DIVISION |!)|\'\|}'| H.«.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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TOTALLY NEW AIR TOOL 


Hogs, Blends, Finishes Metal Faster! 


You’re looking at a new ARO Belt Grinder 
in action. In this all-new production tool, Aro has combined 
the backstand idler principle of abrasive grinding with 
portability and power to remove metal faster. Live action 
of the coated abrasive belt running at high speed over slotted, 
resilient rubber contact wheel sets the abrasive grains “‘on 
edge”’ to give more bite. The metal is actually sheared off! 
Action is smooth and true—no chattering, ‘bumping or he @ Here's the result just 1% 
bouncing. And you can rough grind and finish in one opera- * thi (No Belt minutes later, using a 24- 
tion, because the abrasive belt method doesn’t leave gouges . pa Bee Bip BE AS. 
or swirls in the work. Free belt stropping of corners and Pai expect from the new portable 
radii is easy, too. Beat high grinding costs with new Aro Pe. Aro Belt Grinder—only tool of 


FP. ts kind—unbeatable for grind- 
Belt Grinders. Job test one. Ask your Aro Distributor. ish i ies performance tees 


® AIR TOOLS 


THE ARO EQUIPMENT CORPORATION 
Bryaa, Otwe 


SR Fy BP - 
i hedaman 
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Investigate this proved program for capturing 





the BIG METAL HOSE MARKET in your territory 
Fiexonics 







AUTHORIZED DISTRIBUTOR 
> x Big Volume, big dollar return . . . on small investment! 


Here is the program that pin-points the big market for 
“= a metal hose in your area. The program rests on a simple 

recognition of the basic metal hose needs that exist in 
" Pa every plant your men enter. It is a proved, creative sales 
approach developed by Flexonics. Your personnel will be See this Flexonics 
trained as Pipe Motion Specialists by Flexonics—given EXTRA PROFIT Brochure 
the tools and back up to do the job profitably. As an Spit 
Authorized FLEXONICS PMS Distributor you will | "*Plins “he ENS program 
know where the market is, how to sell it, and how to assistance . . . distributor 
expand it! Write for details today. agreement and exchange 
policy .. . Big magazine and 


4 direct mail advertising 
exonics | 


corporation 
} SUBSIDIARY OF CALUMET 4&4 HECLA, INC. 
VS) 1314 South Third Avenue, Maywood, lilinois 


in Canada: Fiexonice Corporation of Canada, Ltd., Brampton, Ont. 






as 
sell every uger.. 


from the line that has 
the right tool for every 
wire stripping need... 


WIRE 
STRIPPERS 


A COMPLETE LINE 
quality designed to make 

: tae ; . wire. For 16 to 26 size wives. 
wire stripping swift, simple and easy for 1-5 Model, for electricien’s 


electrical workers of all kinds — from weg p yd tony ia 


electricians to assembly-line production 
operators. And they’re easy to sell, because 
they are presold to users everywhere 
through Ideal’s strong, continuing 


promotion program including advertising , CS, 
in national trade magazines, literature, 
direct mail and new, easy-to-use catalogs. 

AUTOMATIC 


PRODUCTION-TYPE STRIPPERS 
SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS Include models for fast, clean stripping 
IN CANADA: IRVING SMITH, LTD., MONTREAL of all types of enamel, film, cotton, silk, 
String asbestos, rubber or plastic 
insulations, and for removing costing, 
on solid, stranded and cable wires. 
IDEAL INDUSTRIES, Inc. 8 types with complete accessories. 


1000-5 Park Avenue, Sycamore, Illinois Write for details. 
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J MECHANICAL RUBBER SPECIALTIES 


# i, 


Aas 
“ay 


4 WASHERS © DIAPHRAGMS e@ PACKINGS 


= 
<= 


’ buy lor 100,000 


Home Rubber fills orders for any specialty in the widest 


shipped from stock on the day of 


of quantity ranges 
order; custom items in a few working days 


Loyal suppliers across America know thi That's why - they 


do business with Home 


Write for literaturs samples 


Whe 


RUBBER COMPANY 


TRENTON 5, NEW JERSEY 


TRENTON EX port 41176 


New York WoOrth 22-4460 
Chicago CEntral 6-060) 
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Cut true, smooth arcs 
... with straight strokes 


er CltA 


HALF ROUND 


THE TWIST THAT’S TRUE! 


ROLLING ACTION IS BUILT IN! Perfect smooth arcs 
come naturally with Heller Spiral Half Round 
Files. No need for rolling action. It’s built in 

by Heller’s Spiral Cut. Grooving is prevented. 
20% MORE TEETH AT WORK! The exclusive spiral 
cut of Heller Half Round Files brings more 
teeth to bear on the surface than any other file of 
comparable size. 

LASTS LONGER! Spiral Cut Half Round Heller 
Files — with exclusive indented over-cut 

— multiplies width of upcut teeth three times 
being pre-sold ... makes files last longer. 


me fy ONLY HELLER HAS “WAVY" TEETH ON FLAT SIDE! 


lomal | A patented Heller design — combining coarse, 
advertising medium and fine teeth — provides maximum 
of America's : cutting power . .. speeds work . .. smooths 


manufactu rer. 77 cutting. 


. : | America's Oidest File Manufacturer 


ue LDER TOOL co. NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! Co. 





1 
Branch Offices and Warehouses Bostongf Nework, N. J. @ Detroit © Chicago @ Shreve-ort @ los Angeles © San Francisco @ Portland, Oregon 
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Metallographic microscope checks grain structure of stock to be used in 
Bristol socket screws ... typical of the care devoted to every step of their manufacture. 


It makes for sales and resales of Bristol socket screws 


STANDS FOR “QUALITY CONTROL”... CONTINUOUS, RIGOROUS, UNRELENTING. (17 SEPARATE PAINSTARING STEPS.) 


More ways 
Bristol helps distributors 


* One day shipment on urgent 
Fethone tlgrph ly 

. \ 2 ‘ pe 
facilities 

* E-Z order form with net prices 

* Streamlined order filling, 
pricing. stock control 

+ Functional bulk-order 
peckaging 

° = mned distributor promotion 

* National ads refer inquiries 
to 

. Publicity, direct mail, frade 


shows, displays and complete 
catalog and sales literature 


You can’t see it, but customers 

know it’s there, and it does a selling 

job for you. 
it’s built a quality name for Bristol. 
Bristol socket screws are built in the same 
plant as Bristol instruments, by people with 
a heritage of precision workmanship. They 
know that even the best specification must 
be enforced. That’s why Bristol quality con- 
trol was set up—wit!; half a million dollar’s 
worth of gauging and testing equipment. 
“QC” keeps “Bristol” a byword for precision. 
it’s built repeat business for Gristol 
Distributors. Big socket screw users, like 


builders of machine tools, appliances, guided 
missiles and support equipment, computers 
and other electronic gear, can’t afford to 
take a chance on a substandard socket screw. 
They buy Bristol because it’s uniformly best, 
thanks to quality control. 

Make sure your prospects get the Bristol 
quality control message. And, put in a word, 
too, about these big Bristol advantages: 
Complete standard hex line plus Bristol- 
originated Multiple-Spline socket; new 
“extra-miniature” button and flat-head 
socket screws ; new “Series’60” standard cap 
screws, etc., etc. AO4 


Distributorships still open in a few localities. Write: Socket Screw Divisioa, The Bristol Company, Waterbury, 20, Conn. 


- 
ws 


wenn am { 


THE 


BRISTOL 


COMPANY 
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A leading distributor tells us: 


“To do a first-class selling job on a line, we must look to 
our suppliers for help in training and equipping our 
sales personnel, for engineering assistance and for aid in 
developing new business.” 


says L. R. Zwiebel (left) shown here with his brother, T. W. Zwiebel, 
owners of Holmes Metallic Co., Wilkes-Barre, Pa.: 


“Our local Gates Engineer 
gives us practical, on-the-spot 
sales help!” 


“Whether it’s conducting sales training for our men or lending a hand 
with a difficult installation problem, we know we can count on prompt 
and practical support from our local Gates Field Engineer. The value 
of his assistance is strongly reflected in our steady growth from a small 


machine shop to a large, full-line jobber with three branch stores.” 


The Gates Rubber Company 


Denver, Colorado World's largest maker of V-Belts awes 
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tOtal 2 gives you 


erior Solution! 


was the Superior 

Solution to this application 
This unique Ramco design, full-circle 360 degree retaining 
ring opens up unlimited possibilities for improved design 
and economies in thousands of new or present products. 
Check these outstanding features: 
v¥ Uniform wall allows installation with 

minimum clearance. 

Two turn, full-circle design eliminates gaps. 

No special tools needed for installation or removal. 

No tooling needed for prototypes. 

Develops “friction lock’’ under load. 

Single or multi-turn designs available. 

Always uniform in quality. 

Special designs for high-speed or tolerance 

stack-up problems. 


CPveOtox 


Solution to this application 


This Ring provides the answer to easy, lightweight, low 
cost assemblies and reduced manufacturing costs. Made in 
a variety of types and sizes for the smaller shaft or housing 
diameters. Check these Circolox features: 


v “‘Deep-groove”’ design permits maximum thrust 
with minimum weight. 


v¥ Easily installed or removed. 

v Available in a variety of materials, 

v Wide choice of finishes available. 

v Always uniform in quality. 

Vv Meet Government and Industry Standards. 
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Best proof that there are two sides to every story 
is contained in Ramsey’s new tOtal 2 Retaining Ring 
Brochure. This novel two-sided Brochure shows you 
why it pays to have both modern types of retaining 
rings available to solve your particular problems... 
to give you the Superior Solution. 


Ramsey’s tOtal 2 gives you a choice of both modern 
types of retaining rings to help you increase prod- 
uct performance, improve appearance and reduce 
assembly costs. Ramsey is the only retaining ring 


manufacturer who can offer the advantages of the 
tOtal 2 retaining ring lines. 


Your Ramsey Distributor will be glad to bring you 
both sides of the retaining ring story and show you 
how the tOtal 2 can give you the Superior Solution 
to your fastening problems. Use the coupon below 
to bring the new Ring Brochure and free copies of 
the new Retaining Ring Engineering Manual and 
complimentary subscription to our Technical Bulle- 
tin Service. Ask for free sample rings. 


| t@tall makes the 


DISTRIBUTOR’S Selling Job EASIER! 


Dominant magazine advertising and hard- 
selling sales tools, like this tOtal 2 Ring Bro- 
chure, result in profitable extra business. 


Write for details on Distributorship 














IT TAKES 2 MODERN TYPES OF 
retaining rings 
TO SOLVE ALL YOUR PROBLEMS 


a RE IE EE 
RAMSEY CORPORATION & 


manufactured by 


RAMSEY CORPORATION 


a subsidiary of 


Thompson Ramo Wooldridge Inc. automotive grovp 








EAS ND RT 
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... well dear, your mother was 
right... she should have used 
NIXDORFF chain.” 

















there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 


Packaged for profits 
chain packs, drums, and Merchaindiser 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO. 


WELDED AND WELDLESS CHAINS / CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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BAY 
STAT E 


HY FIBA 


RUGGED STRENGTH .. . SHEARING CUT... MORE THOROUGH CHIP REMOVAL 


The advantage of the spiral fluted tap is its ability . . . through the thrust back 
action of its helical flutes . . . to discharge the chips produced by its shearing cut. 


The HY-SPIRAL tap, with its increased helix angle provides additional 
shear and greater thrust back action. The result is more thorough chip removal 
than is obtained with conventional spiral fluted taps (25° to 30° flute angle). 


The HY-SPIRAL tap is particularly adaptable for deep holes and blind 
holes in steel and aluminum. 


For more information about HY-SPIRAL taps and for the best taps and dies, 
call your Bay State distributor. 


BAY STATE TAPS 


BAY STATE TAP & DIE COMPANY - MANSFIELD, MASS. 
A SUBSIDIARY OF THE CLEVELAND TWIST DRILL COMPANY 
On the nearby shelves of Steckrooms: New York + Atlanta + Cleveland + Detroit 
your industrial Distributor Chicago + Dalias + Los Angeles + San Francisco 


. 
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VAVs oho 0 Om ele ii lead lommileiant 


ellen com ial—mer—-t—milelan aun 


and the automobile 


com alm ot ta ar- lel — ae 


BOSTON now doesto belting, with... 


BosTRON HAZARD-PROOF CARCASS 
MAKES ORDINARY BELTING OBSOLETE 


BosTRON Belts will not rot or mildew 
. . - are completely resistant to the 
deteriorating effects of moisture. 


BostRon Belts’ impact resistance has 
proven superior to ordinary belts in 
severe field service. 


BostRon Belts’ amazing carcass flexi- 
bility permits troughing up to 45° 
instead of the usual 20°. This permits 
larger loads, lower handling costs and 
narrower conveyor widths. 


BosTRONn Belts are not affected by 
belt fastener rust, acids or chemicals 
normally encountered. 


An exclusive research milestone by 


BOSTON 


SINCE 1880 














AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
BOSTON 3 MASSACHUSETTS 


@ BostRon Belts can be thinner and 
lighter because of their superior 
strength. Handling, installing and 
storing are easier. Be headroom is 
— and pulley diameters can be 
reduced up to one-third. 


BosTRONn Belts’ ability toresist fatigue 
substantially prolongs mechanical 
splice life. 


BostTROn plies are stronger than steel yet have 
all the advantages of fabric. New RBostTRONn 
Belts combine a hazard-proof carcass with 
Balanced Belt Construction and make your 
investment in a superior Dulon Cover the 
most sensible and dollar-saving way to purchase 
belts today! 





AMERICAN BILTRITE RUBBER COMPANY 

BOSTON WOVEN HOSE & RUBBER DIVISION 

Boston 3, Massachusetts 

Please send free illustrated literature about the new 
hazard-proof BostRon Belts. 

Company Name 
Street 

City 


Attention 
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LATCH ON 


to the biggest 
Selling feature in 
heavy duty storage 





NEW 
AIM BRAND 


© AG K ...With exclusive safety load 


The makers of AIM Brand Slotted Angle extend their 


line to solve every problem of materials storage. Now, 





after four years of testing, improving, perfecting— 


Acme Steel Company announces a major improve- 
Quality stee/, cold formed and finished in green metallic — in heavy duty rack design. 
based paint. Other colors available upon request The only rack with a safety load locking device. Pro- 
vides positive protection against accidental disen- 
gagement of the beam. The load locking device is an 


integral part of the beam, not a loose part that must 





locking device’ refuses to be pulled, bulled or jarred apart! 


be inserted. Locks and unlocks manually in a second 
—yet its ingenious design keeps the beam anchored 
even under toughest jolts 

There's much more to the revolutionary AIM Brand 
Rack story: unique installation ease, tremendous sta- 
bility and tested load capacities. Call or write ACME 
STEEL COMPANY, Fabricated Materials Division, 
Dept. IHD-60, 135th St. & Perry Ave., Chicago 27, Ill. 


NO LOOSE PARTS! No special tools, no loose parts—frames are 
prefabricated. Eccentric button head studs for fastest set-up and dis- 
assembly. Pre-punched foot plates face forward for ready accessibility 
and simplify lagging to floor. There's even a “built-in rule” the entire 
height of the frame to easily guide beams for level placement. Beams 
can be adjusted on 2 inch centers over the entire frame height. 

SETS A NEW HIGH IN STRENGTH! Each AIM Brand beam con- 
nection has three load bearing points—two button head studs plus the 
exclusive load lock. AIM Brand columns are a full 3 inches square, 
instead of the conventional 3” x 1%" size. These features greatly in- 
crease safe load capacity. 

SECOND TO NONE IN STABILITY! Toughest fork lift truck jolts 
can't jar beams off columns. The safety load lock and button head 
studs team up with advanced welding techniques to provide a rack that 
withstands repeated abuse. Each beam even has a ledge on which 
to place accessories or wood shelving. 


*Patent applied for 














AIM BRANT 
SLOTTED ANGLE 


.. framework for a thousand ideas 
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IT'S VERSATILE —Practi- 
cally limitless uses for build- 
ing structures and equipment 
every plant needs. And Acme 
Stee! offers your men expert 
elgeleltis Mie llallale] 


IT'S ECONOMICAL-A 


costs considers pe 


Lbeowesc ese ee SB FPH*CE sc Me wi arweeeenee 
-<-<- ; - 


igiet abor and ninte ; ‘ 
AIM Brand Slotted Angle 
comes out tops ir ver-a 


economy. Write for full facts 


... Now a complete line to solve any storage problem 


GEG FRaMine GOL 


The product...the cooperation...the availability 
3 good reasons BCA ball bearings build profits 


Leaders in dependable quality . . . in promotional 
support . . . in sales and availability 


For industrial applications, you have the top quality ball 
bearing line in BCA. Availability is unequalled. 

BCA gives you an excellent sales plan to build bigger profits. 
The BCA line is one of the pioneers in the industry. A BCA 
sales engineer is on call at short notice to work with you. 
His product and application knowledge is the kind of coopera- 
tion that opens new accounts and builds old customers. 
He means business for you. 

Why don’t you call your Federal-Mogul Service branch today? 
Get up-to-date information now. 


BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1960 





WHATEVER YOUR CHUCKING PROBLEM 
Cushman has the wtuswer 


Cushman, A World Standard for Precision, manufactures a complete line 
of Air and Manually Operated Chucks to meet the work-holding require- 


ments of modern machine tools. 


Whatever your chucking problem, Cushman has the answer . . 


. it may 


be one of the standard chucks briefly listed below, or a special chuck 
designed and engineered specifically for one or more complex machining 
operations. Cushman has a tremendous background of experience in 
solving chucking problems such as those recently encountered in machin- 
ing jet engine components. This experience is always at industry's service, 
through Cushman’s Engineering Department. Consult Cushman for the 


answer to your chucking problem. 


AIR OPERATED 
CHUCKS AND CYLINDERS 


ALUMINUM BODY CHUCKS 

Styles: 2 and 3-jaw. 

Sizes: 6” to 15°. 
ACCRALOCK* SERRATED 
ADJUSTABLE JAW CHUCKS 

Styles: 2, 3 and 2-3 jow. 

Sizes: 8” to 24”. 
MANUFACTURING CHUCKS 

Styles: 2, 3 and 2-3 jow. 

Sizes: 8” to 24”. 

SCREW ADJUSTABLE JAW CHUCKS 

Styles: 2 and 3-jow. 

Sizes: 8” to 24”. 
COMPENSATING JAW CHUCKS 

Styles: 2 and 3-jow. 

Sizes: 8” to 15”. 

TWO-JAW GIB-TYPE AND 
ROUND BODY CHUCKS 
Sizes: Gib-Type — 84%,” to 18”. 
Round Body — 6” only. 
COLLET CHUCKS 

Styles: 3 and 4-jow. 

Holding capacity: 1%” to 5%”. 
ROTATING AIR CYLINDERS 

Styles: Aluminum Body High 

Speed — sizes 3%,” to 14”. 

iron Body — sizes 8” to 20”. 


Also Accessory Equipment for operation 
and control of Air Operated Chucks and 
Cylinders. 
* Reg. T.M. 





CUSHMAN 
JET ENGINE AND 
MISSILE CHUCKS 


A Cushman answer to a particularly 
difficult problem, these chucks were de- 
signed for machining jet engine com- 
ponents of small cross section without 
strain or distortion. A typical example 
of Cushman engineering. 


11CSS7 





MANUALLY OPERATED 
CHUCKS 


INDEPENDENT CHUCKS 
Styles: 4-jow Light, Medium and Heavy 
Duty. Sizes: 444" to 36”. 


SELF-CENTERING CHUCKS 
Styles: 2, 3 and 4-jaw. Light, Medium 
and Heavy Duty. 
Sizes: 4” to 28". 
COMBINATION CHUCKS 
Styles: 3 and 4-jaw, Medium Duty. 
Sizes: 8” to 18”. 
COLLET CHUCKS (Nose Type) 
Collet styles: Round, Hexagonal or 
Square. 
Holding capacity: 1” to 34%”. 
ACCRA-SET CHUCKS 
For ultro-precision chucking. 
Sizes: 6”, 8”, 10", 3 or 6-jow. 
AiR-TIGHT CHUCKS 
For wet or dry grinding. 
Sizes: 10” min., 3-jow. 





THE CUSHMAN 
POWER WRENCH 


For opening and closing jaws on 
heavy chucks . . . constantly exerts 
predetermined uniform pressure. 
Reduces operator fatigue and 
speeds production. Bulletin Nos. 
211D and 216 sent on request. 





Catalogs No. PO-65 and No. 67 
fully describe the chucks listed 
above and will be sent on re- 
quest. 





Special chucks and larger sizes 
on application. 


Power Wrench 


THE CUSHMAN CHUCK.-CO. 


806 WINDSOR STREET 
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SAVE 
3 WAY 


on production costs 


EATON-RELIANCE 


g |SPRINGTITES 


1. Speed up assembly by reducing the number of motions 
on the production line with Eaton-Reliance Springtites 
—which are bolts or screws preassembled with spring 
washers. Scientific light-line studies prove many mo- 
tions are eliminated by using these fasteners. 


Keep inventory balanced and make stock handling 
easier by always having the number of spring washers 
equal that of the screws or bolts. This also saves on 
paper work by reducing the number of stock requisi- 
tions and orders. 


Minimize “sweep-out” waste by using one preassem- 
bled fastener instead of two fastener components. 
Being easier to pick up, springtites are less apt to be 
dropped, lost and wasted. In hopper-fed operations, 
preassembled fasteners are more efficiently and easily 
handled. 


Eaton-Reliance Springtites are made from top quality steel, 
cold drawn to rigid specifications in the Reliance mill. 


RELIANCE DIVISION 
MANUFACTURING COMPANY 
SSO CHARLES AVENUE . MASSILLON, OHIO 


SALES OFFICES. New York * Cleveland * Oetroit * Chicago * St. Lowis * San Francisco * los Angeles 
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Greater Profits Quicker 
with 7:2. MIL STEAM TRAPS 


BECAUSE... 


Farris MIL Steam Traps are 
indestructible m will not wire 
draw m will not freeze up mg 
cannot be damaged by water 
hammer m do not need a cooling 
leg m cannot corrode m operate 
instantaneously m are pressure 
balanced m have full floating, 
friction free, self aligning, stain- 
less steel valves m cost less mg 
are guaranteed 2 years 


AND... 


to help you sell—-FARRIS offers 


@ National trade advertising to your major markets. 
@ Direct mail to your customers, from us and from you. 


@ Comprehensive sales manuals, folders, stuffers, other 
sales aids. 


@ Factory technical assistance to help you and help 
your customers. 


@ A constant flow of sales leads for your instant 
foliow-up. 


@ Realistic pricing providing an excellent profit margin. 


DON'T WAIT, ACT NOW. Selected Territories 
Available ...Call, Write or Wire! 


ENGINEERING 
CORP. MIL DIVISION 


560 COMMERCIAL AVE. 
PALISADES PARK, N. J. 


(BON Ferris Volve » @ is 
. neering Lid., Londen, Englend + 
Universe! Mechine Corp. * ecls 
Combustion Controls Corp 


. * Midlend 
Londen, Engiend industries Lid., Wolverhampton, Engiond 
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OUTLASTS OTHER BLADES 3 TO 1! 
SMOOTHER ‘PULL-PUSH” ACTION 
TOUGH, ABRASIVE-PROOF! 


YELLOW FOR MAXIMUM VISIBILITY! 7 


Another Exclusive Stanley First... Fast Sales for You 


MYLAR*—the amazing new miracle plastic—covers every 
inch of Stanley's new LIFE GUARD rule blades, lifeguards 
against wear... safeguards against most solvents, oil, 
alkalies, acids—practically anything! Black-on-yellow, 
most visible of all color combinations, makes this blade 
far easier to read than any other rule! 


PASSES ABRASIVE TEST WITH FLYING COLORS 
Rugged? You bet it is! This new blade withstood more 
than 10,000 passes with an abrasive eraser—without 
affecting legibility. Mechanics and maintenance men in 
every field will go for this rule! 


Ask your Stanley Representative about merchandis- 
ing aids and advertising support now ready to help 
you outsell competition with new Stanley Rules with 
LIFE GUARD blades. 


STANLEY 


REG. v.S. PAT. OFF. 


STOCK THE COMPLETE LINE 


TAPE RULES WITH NEW LIFE GUARD BLADES 





No. Length feaks 





MY6 6 ft. 
mys 8 ft. 
MY10 10 ft. 
MY12 12 ft. 
MY310 10 ft. 
MY312 12 ft. 


6—2% Ibs. 
6—2% Ibs. 
6—2% lbs. 
6—2% lbs. 
6—3% Ibs. 
6—3%%: Ibs. 




















Ask for new salesman’s catalog page, prices, etc. Write: 
Stanley Tools, Div. of The Stanley Works, Dept. 4810, 
New Britain, Connecticut. 
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R/M POLY-V’ DRIVE 
Opens New Sales Opportunities 


Virtually every power drive application is a poten- 
tial sale for R/M’s patented Poly-V Drive. This is 
the one drive that delivers more power in less space 
... With more reliability than any other drive your 
customers can install. 


Poly-V is the ideal drive to recommend when a 
customer plans to change drives. Endless, parallel 
V-ribbed belt runs on sheaves designed to mate 
precisely with the belt ribs . . . permits narrower 
sheaves, less shaft overhang, less wear, maintains 


groove shape and constant speed ratio, runs 
smoother and cooler. Drive dependability is not 
limited to individual V-belt life. Belt “length 
matching” problems—and large belt inventories— 
are eliminated! Just two belt cross sections meet 
every customer’s power requirements. 


R/M engineers will assist you in determining the 
right installation for individual applications. Rec- 
ommend that your customers convert to R/M 
Poly-V Drive. 





“THE R/M PRODUCT LINES 


Each of the basic R/M product lines include a range 
of constructions to meet every customer require- 
ment. Many are exclusive with R/M. All have proven 
service advantages to promote distributor sales. 





ARE ENGINEERED TO BUILD YOUR SALES!”’ 


These R/M products give your customers “More Use per Dollar” . . . and your salesmen ‘‘More Sales per Day.” 


@ R/M Conveyor Belts 

@ R/M Rubber Hose 

@ R/M Poly-V® Drives and V-Belts 
@ R/M Flat Transmission Belts 








ENGINEERED 
RUBBER 
PRODUCTS 
«+ MORE USE 
PER DOLLAR 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION, 


PASSAIC, NEW JERSEY 
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THE SUPREME VersaTAPPER... 


0-12” Tapping Head 


‘. . for 3 @ COMPLETE WITH TAP CHUCK 
@ BALL BEARING SPINDLE 
; ) @ RUNS IN Olt 
= @ MINIMUM TAP BREAKAGE 








ON-AND-OFF A DRILL PRESS IN SECONDS! 
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Here's the Tapping attachment for drill presses that does 
everything! Taps in any material, at any size up to one- 
half inch, and does it easily, efficiently, economically. 
Arrange a test in your plant soon-you'll be glad you did. 
Two models to choose from: Mode! 6100, with straight 
shank. (see photo). Model 6200, with No. 2 Morse Taper 
Arbor. Each model just sixty-three dollars, complete. 


Sisoreme, VersolAPPER 


DRILL PRESS TAPPING ATTACHMENT 


GUARANTEED BY THE MAKERS OF 
SUPREME BRAND CHUCKS 


SUPREME PRODUCTS 
CORPORATION 
2222 S. Calumet Ave. 

Chicago 16, Illinois 


DIVISION OF A-SR PRODUCTS CORPORATION 








5 ee the next 60 days, 1,820,149 copies of 
leading industrial and metal working publications 
will carry this advertisement pointing out the su- 
perior features of ARMSTRONG “C” Clamps. 


Continuous and widespread ARMSTRONG ad- 


vertising builds sales and profits for ARMSTRONG 
Distributors 


New Armstrong 
Ball-joint 
Swivel Pod 
(Pot. app. for) 


ARMSTRONG BROS. TOOL Co. 
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NOW IN STOCK 


Lox 


Your orders show that Square Head 
d. But due to the increased popularity 
d them to our line. 


ALL SIZES 1/4” THRU 1” 


» are still in 


great deman 
of Hex Heads, we have adde 
Our 1/4” thru 1/2” are cold formed, Finished 
Dimensions, made im strict accordance to 
AS.A Standard B18 2: except our Finished 
Bolts have no washer face Dimensions and 
tolerances are closely controlled 


Wo Need to Pay Washer Face Prices 
We can’ hink of a § sle application where 
pos ee atte ce en sient of ex rt gh DELIVERY 
Jasher Face s. We » you are profi 
Washes Fomen you ot © NOW JO ite, shi 2 WAREHOUSES 
ours. On a Cap Screw order, why not submit Chicage and Brosklyn 
stomer and let him prove 
Bolts will do the same job POR DISTRIBUTORS ONLY! 


“ We 
for less money These are definitely Thinking are not your competiti 
Man’s Bolts” for Cap Screw users Write for dill th eennemars. Our gaa oneliia 
samples and see for yourself. you to be competitive, our 
certain of con- 


samples to your cu 
to himself that our 


In the 5/8” thru 1” range, our Regular Hexa- 
gon Bolts without washer face are priced so 
low, it will pay you to push their sale for 


bigger and bigger profits. 


heads and threads Chicago 
inc., 4300 Bryn Mawr | 
Ave. 
pay» like to have samples of : 
ing Man’s Bolts.” paphicsarieccsce 


CJ - 


Net Price Loose L 
A eaf F 
only to Distributors who por a te available 


Send Coupon fo 
rF Samples» 
@ Free cavacewunel | 


For bigger profits 
Lock Washers, “phy — Bolts, Nuts, Screws and | COMPANY NAME 
Net Price Fastener 40-page Loose Leaf STREET 


MY NAME 











city 





PHO! 
LU INE NO. 
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What!...SPS is 
pushing specials? 


Where they best solve your 
customer’s fastening problem, yes 


Don’t misunderstand . . . we're still 
strong for standards and always will be. 
But where a special is obviously indi- 
cated, it pays to be in a position to 
supply it. This is good business, profit- 
able business. And not infrequently it is 
a decisive factor in holding an account. 
Pecple who buy specials often buy 
standards, too . . . and find it more con- 
venient to get both from the same source. 

You don’t have to be a design engi- 
neer to sell specials. A great many are 
so near standard that you only need 
furnish basic information and service. 
Where the problem is more complex 
(unusual configuration, highly corrosive 
function), an 


environment, multiple 


SPS field fastener engineer is always 


consultation with cus- 
tomers. And behind him are the facilities 
and experience of the industry’s ac- 
knowledged 


available for 


pioneer in socket screw 
research and development, assuring your 
customer a sound solution to his problem. 

Your SPS representative is ready to 
tell you more about selling UNRRAKO 
Specials. Ask him about it or write 
Standard Pressed Steel Co., SPECIAL 
INDUSTRIAL FASTENER Division, SPS, 
JENKINTOWN 13, PA. 


where reliability replaces probability 
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SOCKET-TYPE SPECIALS ? 
Were are 4 goed reasons fer checking with SPS 


ees eee 


ee 


From extreme specials to near-stand- 
ards, SPS can meet almost any con- 
ceivable requirement in configuration, 
material, thread form, p'ating or 
tolerances. This current SPS ad tells 
the story to your customers. Reprints 
for mailings or counter display 
are available free on request. 











Here is the QUALITY LINE of 





letlastoisdaslatadatalatdatslotdettctbastettaitats|catarlamebeeueb bo 
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MUU q EVANS EXCLUSIVE! Brass 
nameplate on ail rules, plus full set 
A PW SPRING 5 of “A to Z" metallic finish initials. 


Customer can personalize his rule 
UT quickly . . . easily. 





EVANS EXCLUSIVE! All rules morked in inches 
plus feet-and-inches for quicker reading. STUD MARKS 
every 16 inches. “FLAGS” at every foot. 





EVANS EXCLUSIVE! , 

Built-in grodvated bross 

tips ot both ends on all EVANS EXCLUSIVE! (For X40 

roles, fer eccerecy and X40F models only) FREE 

protection “ vinyl holster with metal clip — 
: fastens to belt, keeps rule handy. 



































EVANS EXCLUSIVE! EXTRA HEAVY SLATS BRASS EXTENSION, mo- 
Newly developed pal- of quarter-sawn maple for chine graduated with black cali- 
ented spring joints for long life, greater rigidity brations for inside measurement. 
absolutely rigid locking (On X40 and X40F only) 
when open. 


EVANS EXCLUSIVE! MANUFACTURER'S REPLACE- 
MENT AND REPAIR SERVICE! In addition to the 
stondard guarontee of materials and workmanship, 
Evans will repair their folding rules broken by misuse 
or accident for a handling charge of only 30¢. 


= Ua Wb 0 ib Wh TU a si 
i 7 as 8 ‘a joints] On a 1 ran 
No. 060 siver-7iP No. X40 GoLo-71P 


FOLDING RULE EXTENSION RULE 


F 


_ 
CV? 24 RULE CO. Factories at Elizabeth, N. J. and Montreal, Que 


NEW 


COILGUARD 


another 

CAPEWELL 
advancement 

to help Distributors 

in stocking and selling 


%& Coilguard is designed and engineered to guarantee smooth easy dispensing and recoiling. 
Cut end does not protrude. 

%  Coilguard’s high impact plastic protects band saws in transit and in the warehouse. 
Two-way labeling permits identification when stacked vertically or flat, 

%& Special nesting pins allow “shoulder to shoulder” stocking. 
Hex shape prevents rolling. 


%& Through center hole facilitates handling, is ideal for mounting on pegs or pipes for dispensing. 


These advantages are just as important in your customer's tool crib as on your shelves. 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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Talk of the Trade 


HORSEHIDE QUIZ—Who won the American 
League pitching championship in 1935? It was Elden 
L.. Auker, vice president of marketing, Bay State Abra- 
sive Products Co., who had a won-lost average of .720 
that year with the Detroit Tigers. When Elden was 
graduated from Kansas State U. in 1932, he decided 
on a baseball career and signed up with Detroit. After 
little more than a year in the minors, he joined the 
Tiger pitching staff and stayed with them for six years. 
Then there was a year with the Boston Red Sox and 
three with the St. Louis Browns. He then decided to 
put up glove and spiked shoes for a job selling grinding 
wheels in Detroit. Bay State tagged Elden for the sales 
manager's job in 1953. 


MISSING LINKS—Whit W. Sale of Blue Ridge 
Hdwe. & Supply Co., Basset, Va., entered the Vir- 
ginias Senior golf championship at White Sulphur 
Springs recently and thought he did fine—146 for the 
36 holes. But, with 360 players entered in the field, 
he wasn’t going to hang around to find out how far 
down from the top he finished and he buzzed back 
home to Bassett. About two wecks later, he received a 
letter from tournament officials notifying him that he 
was in a three-way tie for the low gross title! Would 
he return for a playoff? Delighted at another chance 
to go over the lush WSS layout, Whit motored over 
for the date with Tom Block of Wheeling and P. T. 
Taylor of Huntington, each of whom had to travel the 
same distance for the playoff. When the three got 
there, they found out that the playoff would be “sud- 
den death.” They matched scores on the first two holes 
but Whit’s par 3 on the short third was good for the 
win, May we present W. W. Sale, current Virginias 
Senior Golf Champion. Is this a warm-up for the 
National Seniors, Whit? 


ONLY YESTERDAY?-—In 1920, the League of Na- 
tions began deliberations at Geneva, Switzerland, the 
10th Amendment to the Constitution granting women 
the right to vote was proclaimed in effect and in 
Norfolk, Va., the daily newspaper reported that 
machinery and supply dealers had formed the Virginia- 
Carolina Supply Dealers Association with E. L. Parker, 
Taylor-Parker Co., Norfolk, as president, and C. A. 
Dillon, Dillon Supply Co., Raleigh, N. C., vice presi- 
dent. The League of Nations was dissolved in 1926, 
the V-C S.D.A. we don’t know when, but women still 
have the vote. Any conclusions? 


THAT SMALL ORDER-—We, at ID, thought we had 
our own small order problem licked when we estab- 
lished a minimum invoice of $3 for reprints of ID 
articles. If the order amounted to less than $3, we 
sent the reprints and a return address coin card which 
the customer could use to make payment. Worked all 
right, too, until we ran into BIG BUSINESS protocol. 
Recently we received a request from a large oil com- 
pany for a reprint of “Using Facts For Profit”, our 
big May issue feature, charge 50¢. We sent the reprint 
and coin card. What we got back was an empty coin 
card with a printed form on which these remarks ap- 
peared hand-written: “This is to inform you that we 
are unable to pay on a bill of this nature. Although 
the value is small, we are still required to pay only on 
rendered invoices. If you will remit your invoice 
directly to the undersigned, I will insure prompt pay- 
ment. Thank you for your earnest consideration in 
expediting this matter.” Underlined printing read: 
“Please send copies in triplicate to the undersigned 
and attach to a copy of this memo. Show our order 
number, point to whch material was shipped and any 
additional information necessary for identification.” 
We believe in “Using Facts For Profit.” Don’t pay 
and we'll save some money! 


SAD SEQUEL—Back in the July issue, this page car- 
ried an item about some equine pets owned by Ed 
Heffran of National Detroit, Inc., particularly about 
one fractious mare named “Mabel” who didn’t like 
saddles, human riders or tractors. She had Ed non- 
plussed. But, we learned, “Mabel” recently got her 
blood pressure up a little too high and dropped dead. 
Curiously, Ed was sad. He had developed a grudging 
affection for the critter. J.A.W. 
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David B. Eden, 
SSF Replacement Sales Manager, 


A | ae 


“We tell bearing users to buy only 
from authorized SKF distributors” 


“And we sell only to franchised distribu- they can serve any customer, anywhere, 

tors,’ Mr. Eden continues. ‘We never have anytime. 

and never will supply our products for re- . 
om ‘ ¢ Local field engineering service is avail- 

sale to non-authorized distributors. | fiel 8 g ‘ 

able to help distributors get the order. 
Chis is basic replacement sales policy at 
om ne a No wonder the @8$# franchise is the most 


prized franchise in the industry! sm 
SSS supports distributors in many other 


ways—for instance: 


Sis offers the most complete line of 
anti-friction products of any manufac- 


turer in the world. 


Fully-stocked, strategically located 


warehouses back up distributors so 
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Spec. E-518, Sand Suction Hose. 32” LD. 7/8” abrasion 
resistant tube 3/16” neoprene cover —oil, salt water and 
weather resistant. Built-in 3/4” thick high carbon steel 
nipples. Length of hose — 14 ft. Overall length — 16 ft. 


aL 


By A Republic Rubber Distributor 


——— Se 


REPUBLIC’S 
-POINT SALES POLICY 


A QUALITY of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be 
expected. 

A PRICE basis inducing and! making 
possible aggresive competition with 
reasonable profit return. 

FREEDOM from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training 
and a knowledge of the product sold. 


——— lies 


Every time a salesman fails to mention rubber hose, 
belting or packing on a sales call, he loses a chance 
to make a sale. 

Why? 

Simply because most every plant in the country buys 
these products regularly. If they don’t buy from 
your man, they will buy from the competitor's man. 


The distributor who sold this 32” Suction Hose 
instructs his men to talk rubber belting, hose and 
packing on every call. 

If you are interested in a Republic Distributor 
Franchise, write to J. A. Maclntire, Jr., General 
Sales Manager, Republic Rubber Division, Youngs- 
town 1, Ohio. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial 
Distribution 


.-§-e 2a @ -f 


Marketing? ... or only Selling? 


$s A comMurter, I've had my share of buffeting and 
A frustrations at the hands of the hard-pressed rail- 
roads. It was just co-incidental, while sweating out 
a long delay on the poor old New Haven, that I hap- 
pened to be reading a fascinating article in the Harvard 
Business Review called “Marketing Myopia,” in which 
this cogent passage caught my eve 

“The railroads are in trouble today not because the 
need was filled by others, but because it was not 
filled by the railroads themselves. They let others 
take customers away from them because they as- 
sumed themselves to be in the railroad business, 
rather than in the transportation business 

they were product-oriented instead of customer- 

oriented.” (italics mine 

The author (Theodore Levitt) goes on to pro- 
pound the rather startling thesis that many other in- 
dustries—including such assumed standouts as oil and 
clectronics—are actually in a far more precarious state 
than most people realize, and may well end up just 
where the railroads seem to be in danger of ending 
up, on the vast scrap heap of economic change. Why? 
Because almost all their energics and resources, as 
Mr. Levitt sees it, are devoted to improving their 
present products, rather than finding out what their 
markets are and then providing products and services 
that customers actually want or soon will want. 

He accuses oi] men of being “gasoline-oriented” 
while potential competitors in chemicals and nuclear 
energy are working feverishly to develop substitute 
energy sources that would entirely relieve motorists 
of the cost and tedium of stopping at gas stations. 
Electronics he finds far less glamorous than present 
growth trends indicate: most companies are largely 
product-oriented, thanks to military business, and 


have little if any experience with marketing. Wool 
textiles, the movies, coal, the automotive industry, 
the corner-grocery chains—all are cited as examples 
of what can happen when an industry becomes so 
obsessed with its present product or “essential” serv- 
ice that it forgets its true mission—which is to provide 
what customers want, not what the industry thinks 
they ought to have. 

There is no point in speculating on why the distri- 
bution industry wasn’t mentioned, either favorably 
or unfavorably. 

The moral for industrial distributors, I think, is that 
they, too, had better re-assess their basic function in 
light of changing customer requirements. The same 
can, of course, be said for the manufacturers of prod- 
ucts sold by distributors. 

Is our industry really customer-oriented? 

Is it alert to change in both technology and cus- 

tomer demands? 

Are distributors and suppliers truly dedicated to the 

proposition that products must be made to meet 

customer needs, not just made to sell? 

Are we giving customers the services they want— 

in time-and-place utility, pricing and specialized as- 

sistance—or are we only providing what we think 
they should want, or wanted in the past? (See page 

94, this issue, “Stockless Purchasing at Plaquemine,” 

for one large buyer's testimonial on what he wants 

distributors to do for him.) 

I will make no judgments or invidious comparisons. 
Each distributor and supplier can answer these ques- 
tions for himself. If he can answer them in the 
affirmative, his future is assured. If not, he'd better 
learn a lesson from some once-proud industries that 
forgot about their customers. 


Patt. X Lillie 
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A bold experiment by a major user of industrial supplies puts distri- 

bution in a new perspective. Could it light the way to better 

relations between distributors and their larger customers? 

At Dow Chemical’s Plaquemine Division, conventional purchasing 
procedures have been supplanted by a new idea: to 

“leave distribution to distributors.” Plant has cut 

normal MRO stock 90%, depends on supply firms to fill needs on the spot. 


STOCKLESS PURCHASING 


TT ee oe. ee Sri By Van Ness Philip, 


i 


Associate Editer 


0" of the nation’s newest large 
chemical plants is looking to 
industrial distributors to save it 
more than $200,000 a vear on in- 
ventory carrying and handling costs 
through “stockless purchasing.” 

That's the informal name for the 
buying program at The Dow Chem- 
ical Co.’s new Louisiana Division, 
at Plaquemine, La., where conven- 
tional warehousing of MRO sup- 
plies and parts has been practically 
dispensed with and almost all sup- 
plies are purchased under long-term 
contract with picked distributors. 

Instituted by Ben W. Smith, for- 
merly division purchasing manager, 
and F. A. Taylor, who now heads 
the department, the program has 
two main objectives: 

1. Promote closer working rela- 
tionship with distributors “so our 
vendors can become our ware 
house.” 

2. Streamline plant procurement 
by drastic cuts in paperwork, ma- 
terials handling and stock invest- 
ment. 

What makes the $70,000,000 Loui- 
siana Division unique, from the point 
of view of purchasing, is the size 
of its receiving center for supplies 
and parts. There is no MRO ware- 


PLAN'S ORIGINATORS: Ben Smith and Prank A. Taylor, Dow purchasing executives 'OUS¢ #8 gar ug deanna Mite 
at Plaquemine, sold Louisiana eyes operating personnel on “stockless purchasing.” storeroom where rege mventory 
Their ultimate purpose: “to make our vendors become our warehouse.” of MRO and spare parts is less than 
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AT PLAQUEMINE 


$120,000 (and three-fourths of this 
is usually in parts). A conventional 
storeroom for a plant this size prob 
ably would carry over $600,000 
worth of MRO supplies alone 

This arrangement is not tempo 
rary. While the division's plants 
were being built in 1957 and 1958, 
Smith and 


Louisiana Division management of 


lavlor convinced Dow's 


reliance on distribu 
tors for MRO procurement 
At the 


stock department supervisor, Leslie 


the merits of 


same time the division's 
Reed, successfully undertook a sex 
ond selling job—convincing plant 
supervisors who would be depend 
ing on the new system that it would 
Reed 
astic on the program from the start, 
has 


mect their needs enthusi 


been a major contributor to 
its success 
Tentative fully 
warchouse 
$250,000 


were scrapped, and the present re 


plans for a 
equipped conventional 


budgeted to cost about 
ceiving center was erected in a pole 
tvpe warchouse at a cost of $35,000. 
“We decided to get the division 
out of the said 
Tavlor, “and leave that to people 
their living at it 
industrial distributors 


supply business,” 


who make our 


“In short, we have abandoned ow 


fortifications. From now on, it’s up 


to our vendors to take over ware 
housing, expediting and other func 
that keep 


Purchasing busy with detail 


tions would otherwise 


“We want our distributors to be- 
come a part of Dow. We want 
Purchasing to spend full time doing 
what it ought to do—plan, negotiate 
and monitor.” 

As for distributors, Taylor is con- 
vinced the program can provide 
substantial benefits. Primary sup- 
ply firms can expect large volume 
orders, regularly scheduled releases 
and reduced paperwork. This, Tay- 
lor believes, should not only help 
them earn better profits, but “mul- 
tiply their profits”—if they organize 
to take advantage of this more efh- 
cient way of operating. 

In turn, he expects exceptional 
service, but no major concessions 
in price. 

Taylor has strong ideas on bids 
and prices. “Competitive bidding,” 
he believes, “is often a whitewash 
for the incompetent purchasing 
agent. If our contracts led to price 
wars, the new buying plan would 
be finished. 

“We can always find a vendor 
who will shave a price by a few per 
cent, but no single line of goods 
is worth the sacrifice of our entire 
program. Its success depends on 
partnership with strong, reliable 
distributors who are satisfied they 
can serve us at a profit.” 

Smith Taylor crystallized 
their plans for the new program 
four years ago when they first took 
over buying for the Louisiana Divi 
sion. For some time they had felt 


and 


How distributors are picked > 








STOCKLESS PURCHASING 


that modern plants, with their large 
stock rooms and elaborate buying 
routines, were getting much too 
deeply involved in storing and dis- 
tributing their own supplies. By 
closer coordination of vendor serv- 
ices, they reasoned, many so-called 
procurement functions could be 
turned over to distributors, who are 
better equipped for this service and 
should be able to perform it for 
less cost. 

Not only in-plant warehousing 
and handling, but considerable 
paperwork and buying routine could 
be streamlined or eliminated if dis- 
tributors could be induced to take 
on more responsibility. 

“It was essentially a make-or-buy 
decision, with the distributor as the 
‘manufacturer’,” Taylor explained. 
“The new division afforded us a 
once-in-a-lifetime opportunity to 
take the plunge. We decided to go 
all the way, since it would be far 
easier to add a warehouse later if 
the plan failed than to eliminate 


the stock once operating people got 
used to drawing on it.” 


Selecting Distributors 

Core of the new program is the 
policy on choosing contract dis- 
tributors. Selections are made only 
after interviews and personal visits 
by Dow representatives to appraise 
distributors’ personnel, stock and 
facilities. The final choice is based 
on three criteria: “desire to serve” 
(weighted 40% in scoring), “ability 
to serve” (weighted 30%) and “po- 
tential for future service” (30%). 

Some 10,000 supply and parts 
items have been coded and classified 
by 12 major groupings: bearings and 
transmission parts; builders hard- 
ware, lumber, and paints; gaskets; 
general hardware; instrumentation 
supplies; janitorial supplies; lubri- 
cants; metals; pipe, valves and fit- 
tings; rubber goods; safety equip 
ment; stationery. For each category, 
one “primary” distributor contracts 
to fill all needs. As many as two 
other supply firms are designated as 
back-up sources with responsibility 
for filling gaps in the line if called 
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on, but no obligation to carry mini- 
mum stock. The back-up sources 
are usually primary sources in an- 
other category. 

The division’s Purchasing staff 
aims at assigning each primary vend- 
or to the product grouping he is 
most fitted to handle. Some con- 
tract distributors service only one 
grouping; others, two or three. 
Taylor wants to encourage speciali- 
zation so distributors will concen- 
trate on lines in which they can 
render unique service. He frankly 
hopes that most primary distribu- 
tors will eventually abandon their 
“fringe” lines, at least in dealing 
with Dow. 

Contracts are of six months’ to 
a year's duration, with 30- or 60-day 
escape clauses and firm prices for 
a month at a time. Distributors are 
obligated to stock to “minimum 
protective levels” and Dow obli- 
gates itself to reimburse actual 
losses on discontinued usage of cer- 
tain slow moving lines and customer 
specials. 

Contracts also contain estimated 
usage schedules, and in the case of 
slow-movers and specials, suggested 
“maximums” beyond which distrib- 
utors are advised not to stock for the 
Dow division. 

All distributor items are classified 
for contract purposes as “Whites,” 
“Grays” and “Blacks.” The Whites 
are common staples for which Dow 
assumes no. discontinued use re- 
sponsibility. Grays are common 
but slow-moving products for which 
reimbursement can be negotiated. 
Blacks are items peculiar to Louisi- 
ana Division operation and for 
which actual loss reimbursement is 
available in every case. 

Distributors deliver orders against 
releases and invoice monthly by re- 
lease numbers. The division's Stock 
department dispatches a truck twice 
daily to pick up small orders at dis- 
tributors’ warehouses. Emergencies, 
however, are the distributor's re- 
sponsibility, day or night. 

Stock originates the plant re- 
leases, and distributor salesmen’s 
routine progress check is with the 
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Stock supervisor rather than with 
Purchasing. The Purchasing staff 
reserves its interviewing time for 
salesmen who are negotiating con- 
tracts or prices or demonstrating 
new products. 

The stock operation is fast and 
efficient. Most distributor items are 
never shelved, but dispatched di- 
rectly to job sites on delivery. Paper- 
work consists only of checking re- 
leases against delivery tickets. 


How Dow Saves Dollars 

Louisiana Division management 
expects the new plan to reduce 
conventional buying, stocking and 
handling costs for MRO supplies 
and parts by fully 25% for an esti- 
mated saving of more than $200,000 
under normal operating rates. They 
are well on their way to achieving 
this goal. Cost of possession for 
supplies and parts is now 5% of 
annual usage (compared to a re 
ported average of 27% in similar 
plants), and stores turnover in stock 
has been speeded up to eight times 
annually (compared to a usual turn 
of one to two). 

Nine employees handle all the 
stock department functions—order- 
ing, receiving, stocking, in-plant de- 
livery, tool crib maintenance and 
salvage—though more than twice 
that number had been budgeted 
for this operation in initial operat- 
ing plans. The practice of direct 
delivery to job sites in vendors’ 
trucks has virtually eliminated the 
need for conventional handling 
equipment. Stock maintains no 
fork lifts or other heavy machinery, 
depends on a single panel truck for 
outside order pick-ups and delivery 
of small orders to the division's op- 
erating and service departments. 

All these savings are in addition 
to reduced investment in buildings 
and inventory. 

Furthermore, substantial benefits 
that can’t be measured in dollars 
have been realized from the closer 
working relationship with vendors, 
Frank Taylor testifies. He's con- 
vinced that deliveries are faster, de- 
lays and mistakes fewer, than in 























Thousands of Dollars 


4 
| 
T 








ee 




































































zh +--+ - 


t 
i 
M J 


value of inventory in stock room 


ee eee eva lic of deliveries (from stock and distributors) 


SHRINKING STOCKS: Plant's MRO shelves have less than 10% of normal 
protective inventory that was budgeted when plant was planned. Distributors 


instead do warchousing 


conventional “closed-door” buying. 
Also, the open-door policy expedites 
the process of getting the right tool 
for the job, and helps insure that op- 
erating personnel will be informed 
about ‘new products. On the other 
hand, careful selection of vendors 
for their knowledge of lines reduces 
the risk of wasting time with unin- 
formed salesmen. 

Dow’s Louisiana Division expects 
the program to result in vastly im- 
proved coordination and planning 
of the entire procurement function. 
To contract with distributors over 
long periods, it’s necessary to fore- 
cast usage and lead times, and thus 
run a tighter operation. By turning 
routine ordering over to Stock, Pur 
chasing not only divests itself of 
paperwork but also avoids devoting 


Stock now turns 5 times a year. 


time to interviewing salesmen whose 
main business is elsewhere. 

“There's no rivalry here between 
Purchasing and the operating de- 
partments,” Taylor reports. “Our 
operating people are 100% sold on 
the program now that they see how 
much overhead it saves them.” 

“Our aim is to speed communica- 
tion, not set up obstacles in the 
way,” said Taylor. “In the conven- 
tional buying setup, Purchasing too 
often becomes a sort of unproduc- 
tive middleman in the distribution 
process. Salesmen follow rigid pro- 
tocol. Operating men must check 
with various individuals of various 
ranks before they finally get to some 
one who can help them get the ma- 
terials they need. 

“Any red-tape routine adds to cost 
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and interrupts the natural flow of 
communication between the seller 
and buyer. Our system sweeps 
these roadblocks away. Procure 
ment becomes almost automatic, 
with Purchasing still at the controls, 
but no longer involved in the ma- 
chinery.” 


How Distributors Profit 


Since Louisiana Division man- 
agement is convinced that good dis- 
tributor service is dependent on dis- 
tributors’ ability to operate at a 
profit, they have attempted to set 
up conditions that make selling to 
this Dow division as attractive as 
possible for their contract supply 
firms. 

Length of the contracts insures 
distributors of a stable source of 
sales some months ahead and af- 
fords them an opportunity to plan 
and budget their operations. The 
way Dow “divides the pie” by prod- 
uct groupings provides each primary 
supply firm with a large potential 
order volume, and accordingly a 
better-than-average chance to buy in 
optimum quantities. This, coupled 
with the practice of suggesting max- 
imum stock levels and estimating 
monthly usage, should materially 
help distributors to control their in- 
ventories, Frank Taylor reasons. 
Also, distributors should be able 
to economize on selling expense be- 
cause of salesmen’s direct liaison 
with Stock and the reduced need 
for pr specting calls. 

Supply contracts, Taylor main- 
tains, do not attempt to tell distrib- 
utors how to run their business. 
“The major reason we have this pro- 
gram is precisely that we feel good 
distributors can run their type busi- 
ness more efficiently than we can. 
It’s just. as foolish for us to try to 
tell them how to do it as it is to 
compete with them by taking over 
their functions.” 

Minimum stock levels in the con- 
tracts are actually lower than what 
Purchasing considers optimum lev- 
els to protect the division. They 
are considered safety limits only, 
Taylor explains, and distributors re- 


Prices not the issue™ 





STOCKLESS PURCHASING 


tain full leeway to make stock con- 
trol decisions that affect their eff- 
ciency of operation. 

Furthermore, contracts are short 
and simply worded, with adequate 
room for give and take between the 
lines. “We want no long docu- 
ments nailing our vendors on every 
detail,” says Taylor. “Contracts 
must be fairly flexible, since the pro- 
gram wouldn't work at all without 
mutual trust. The important thing 
is not the document, but the spirit 
behind it. Both we and the distrib- 
utor must understand what has not 
been written down.” 

Taylor admits there was some dif 
ficulty at first in reaching agreement 
with distributors on which items 
should be classified as common 
staples (“Whites,” with no reim 
bursement provision, as opposed to 
“Grays” and “Blacks,” with partial 
loss protection). “This is always 
debatable, and classifications change. 
But after we had stretched a point 
to be fair on the first go-round, many 
distributors voluntarily moved some 
of their Grays into the Whites 
column.” 

Rates of usage were also hard to 
estimate at first. However, as the 
new Dow division acquires more 
experience with full production, 
Taylor expects the forecasting will 
become more accurate. 


Not “Two-Dollared to Death” 


Taylor is aware that one of dis- 
tributors’ major complaints in deal- 
ing with large plants is the small 
order problem. At first glance, he 
admits, this new buying program 
might well make distributors wary 
of being “two-dollared to death” by 
small releases. But in practice the 
division’s twice-daily truck pickup 
handles most of the very small re 
leases. Taylor is confident the aver- 
age release size on delivered ship 
ments compares very favorably with 
distributors’ average order size for 
other major customers. In emer- 
gencies, however, distributors are ex- 
pected to react just as a Louisiana 
Division warehouse would react. 
“If we need a bolt at 3 a.m. we 
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MOVERS OF MATERIALS: Les Reed, 
stock supervisor (right), and buyer, push 
supplies direct to job site 


won't hesitate to call for it. On the 
other hand, distributors can rest 
assured we won't abuse this priv- 
ilege.” 

What About Prices? 


Taylor has no illusions about the 
damage that unrealistic price com- 
petition could do to this new pro 
gram. “My job is to reduce costs,” 
he explained. “Not just a few prices 
on a few items, but over-all pro 
curement costs where thousands in 
stead of hundreds can be saved. We 
are more than willing to pay for 
stock and service by distributors. 
One of our biggest worries is that 
one of our primary distributors will 
cut his price below the level that 
will support the service we need. 
We know that sooner or later, if 
he does this, he will begin to cut 
corners. Not only that, but he may 
well start a round-robin with prices 
that could lose us all our best dis- 
tributors. 

“We want a lasting relationship 
with distributors, not one depend- 
ent on price.” 

So far, Taylor reports, the screen- 
ing process for primary vendors has 
tended to climinate cut-price op 
erators. Distributors who meet the 
Louisiana . Division's requirements 
on calibre of management and other 
criteria of good business seldom 
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have turned in below-cost bids. 
However, a few bidders on initial 
contracts did quote extreme low 
prices. “They were bitter when we 
turned them down,” said Taylor. 
“We simply explained that we 
couldn't accept their service for 
nothing or we knew we'd never be 
able to count on it. Also, most of 
them were not equipped or staffed 
to handle the job.” 

But Dow’s Louisiana Division is 
not in a heavily industrialized area. 
What will happen in future years 
when the Lower Mississippi Valley 
attracts many more big plants, and 
consequently more industrial dis- 
tributors? 

Taylor is confident Dow's pro- 
gram will survive. “Actually the 
large plants here are still so few 
that each is a magnet attracting 
more vendors to bid for the business 
than are qualified to handle it. 
Later, when more plants move in, 
there will be much more potential 
for the really qualified distributors 
to divide. Our division should also 
grow and provide more potential. 
I see no reason to believe that cut 
throat price competition is inevi- 
table. 

“Make no mistake about it, Dow 
is not against competition. We be- 
lieve our program will save our dis- 
tributors money, and we expect 
them to pass on some of their sav 
ings to us—and we'll certainly give 
the most efficient distributor pref- 
erence. 

“We also feel strongly that we 
should not be asked to subsidize 
distributors’ service to much smaller 
plants that only provide a fraction 
of our order volume and may cost 
distributors twice as much to do 
business with. 


“A Sheep in a Stone Pen?” 


“This whole price problem could 
be tackled more objectively if dis- 
tributors would adopt cost account- 


ing by customers. Until they do, 
we will give them the benefit of the 
doubt—though at times, as a buyer, 
I can’t help feeling like a sheep in 
a stone pen, with arbitrary, estab- 





lished prices every way I turn.” 

“If we pay the asking price, we 
simply insist on the service it en- 
titles us to—in short, that our dis- 
tributors take over the whole dis- 
tribution job, at their expense, not 
ours. 

Competition to do business with 
Dow's Louisiana Division is not 
stifled, but encouraged by the man- 
ner of handling contracts, Taylor 
points out. Normally, five or six 
distributors are inquiried for cach 
product grouping before one of 
them is picked as a primary source. 
One or two of those who lost 
out are then assigned as alternate 
sources, with adequate opportunity 
to have their service observed in 
emergencies and to prove what they 
can do. On the next round of con 
tracts, these alternate 
will be re-inquiried. 

There is the further likelihood 
that a distributor who loses out on 
one grouping as primary source will 
be picked for the number one spot 
in another category. 

As for new distributors or firms 
that have failed to get a contract 
for any grouping, there is still a 
good chance for them to stay in the 
running by filling “short 
not covered in the contracts. Some 
10-15% of MRO requisitions fall 
within this short-order classification. 


Attitude Toward Salesmen 


How do distributor salesmen fare 
under this Dow Louisiana Division 
program? 

“Since the purpose of the pro- 
gram is to draw distributors closer 
to the division,” says Taylor, “we 
obviously need salesmen who think 
of themselves as our partners. The 
salesman functions as a broker link- 
ing us with the distributor's ware- 
house, with definite obligations of 
service.” 

Salesmen are expected to work 
directly with the Louisiana Divi- 
sion’s Stock department when repre- 
senting a contract distributor and 
may also call directly on other de- 
partments when on routine busi- 
ness. They are expected to inform 


distributors 


orders” 


Purchasing or Stock when planning 
special presentations. 

“We've done away with gatekeep- 
ing by the Purchasing department,” 
says Taylor, “but we find that back- 
door selling just isn’t a problem. 
Salesmen seem to respect this un- 
written honor system.” 


“Buyer Makes the Salesman” 


New salesmen from non-contract 
distributors are always welcome for 
interviews, Taylor points out, and 
are afforded the same opportunity 
as the others to make presentations. 
Both Taylor and Stock Supervisor 
Les Reed, however, insist that sales- 
men have definite reasons for calls. 
Whether they like it or not, Taylor 
believes, buyers are partially respon- 


sible for the performance of sales- - 


men who call on them. “If we 
insist that a man have something to 
offer, either he or his management is 
forced to take action. He'll soon feel 
guilty if he calls empty handed.” 
No limit is set on salesmen’s call 
frequency—“but few salesmen can 
kid themselves, or us, into believing 
they can call once a week with some- 
thing new to offer.” Twice-monthly 
is the usual call frequency for con- 
tract vendors’ salesmen. On one 
important primary contact there 
were only seven calls the first year. 
Reed explains that a salesman 


EMERGENCY ONLY: plant’s stocks are 
kept at minimum, consist mainly of parts. 
Reed has cut carrying costs to 5%. 
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STOCKLESS PURCHASING 


working under a Louisiana Division 
contract has four primary obliga- 
tions. 

1. Awareness of what his com- 
pany is doing. 

2. Awareness of new develop 
ments by supplier-manufacturers. 

3. Ability to make new applica- 
tion suggestions periodically. 

4. Ability to carry accurate infor- 
mation back to his company about 
needs and usage in Dow’s Louisiana 
Division. 

Needed: Application Training 

This last qualification, he has 
found, is too often lacking. “Half 
the salesmen we talk to need a 
lot more training in both delivery 
scheduling and product applica- 
tions,” Reed testifies. He thinks dis- 
tributors should concentrate on 
training salesmen to be far more 
customer-oriented. 

In short, this program by no 
means relegates distributor salesmen 
to a passive role. Their contribu- 
tions are expected to be positive— 
but well organized and trimmed of 
the stuff that’s usually associated 
with hit-or-miss prospecting. 

Will the idea succeed in carrying 
out its professed objectives, and pos- 
sibly spread to other industries? 
The Louisiana Division buyers who 
originated stockless purchasing have 
every reason to believe it will work 
permanently for them, judging from 
their first two years’ experience. 
They hope that similar plans will 
be adopted by other plants in their 
area so distributors can take the 
fullest possible advantage of the effi- 
ciencies in contract selling. 


It’s Up to the Distributors 


But Purchasing Agent Taylor be- 
lieves the program’s future depends 
very largely on distributors them- 
selves. “If supply firms prove they 
can take over the full job of distri- 
bution,” he says, “and show large 
plants how to dispense with the 
warehousing and expediting busi- 
ness for MRO supplies, then their 
future with big plants as customers 
should be assured.” 





“Memory Machine’ Puts 


Tay-Holbrook’s Ramac 


a ee ee ee 


Is Solving Problems 
Of Control 


By Don Winston 


preg OFFICE MACHINERY is 

solving major problems of con 
trol at Tay-Holbrook, Inc., multi 
branch industrial and plumbing and 
heating distributor. 

The San Francisco based supply 
firm, which operates ten stocking 
branches in Northern California, in 
stalled an IBM Random Access 
Method of Accounting and Control 
(Ramac 305) last year to centralize 
its stock control, purchasing and 
billing. 

After nine months of operation 
(four months with “instant” inven- 
tory data), the management reports 
that electronic data processing is 
living up to expectations as the vital 
nerve center of its far flung activities. 

Though actual dollar savings from 
RAMAC’s effect on operating costs 
and inventories are not yet available 
to match against the system’s rental 
cost of $6,000 monthly, definite im- 
provement has been noted in four 
important aspects of managing a 
multi-warehouse company: 

¢ Overall control of inventory, 
thanks to RAMAC’s instant report- 

ing mechanism and automatic bal- 

ee ; ance-forward. 
HEART OF SYSTEM, Ramaec console with Bill Schutz, department supervisor, at (| The evening up of stock among 
controls, transfers punched card data to two disk memory files behind the glass. the branches, and better rounded 
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Branch Stocks In Perspective 


inventory, due to faster interchange 
of data. 

¢ Planned purchasing by products, 
resulting from transfer of branch 
buying functions to headquarters. 

@ More precise sales direction, 
thanks to frequency and complete- 
ness of the stock and sales reports. 

In addition, RAMAC, by accumu- 
lating and processing in minutes a 
wealth of data that used to take 
hours and even days to assemble by 
mechanical means, has opened up 
new opportunities for speeding up 
order filling and holding down over- 
head as the company expands. 

Said Arthur Brewer, Tay-Hol- 
brook’s vice president in charge of 
purchasing: “We are confident that 
RAMAC will enable us to level out 
inventories, and permit greater turn- 
over, and with a smaller inventory 
actually serve our customers better 


than we did before.” 
Problem Called for Action 


Inventory problems were the major 
stimulus behind Tay-Holbrook’s in- 
terest in RAMAC. ‘Two years ago, 
when feasibility studies on a random 
access program were initiated, the 
company had already centralized its 
billing and was using modern 
punched card equipment for its sales 
analysis. But purchasing was handled 
independently at the branches, ex- 
cept for headquarters review, and 
up-to-date reports on over-all stock 
conditions were difficult if not im- 
possible to get. 

Perpetual inventory records were 


kept only at the branches; they did 
not include all items stocked, only 
major products, and no two branches 
had identical products on their 
records. Thus for complete inven- 
tory reports, and most partial reports, 
sight checks were necessary, and it 
often took two weeks to feed the 
data back to the head office. 

Errors were frequent; branches 
often ran out of stock, or allowed 
turnover on slow moving items to 
fall below the desired rates. 

Also, the time lag in reporting and 
voluminous nature of reports made 
it difficult for purchasing executives 
to coordinate and supervise branch 
buying. Such devices as pre-set 
minimums and re-order points were 
not effectively exploited. 

“Now,” as Brewer explains it, “we 
can go to the machine and in min- 
utes, get a report for all branches as 
up to date as the latest sales trans- 
action or receipt of goods.” The 
very heaviest special report, which 
can contain as many as 10,000 entries, 
can be supplied in neat printed form 
by RAMAC in about a half an hour. 


Sight Checking Routine Ended 


To take advantage of this speed, 
Brewer has set up a year-round sched- 
ule of inventory reports to be run by 
RAMAC. Warehouse personnel will 
no longer have to take stock counts 
except for annual inventory. 

Whenever a report on any item or 
group of items is desired, a RAMAC 
operator simply keys the code num- 
ber, or RAMAC “address,” of the 


line and within seconds the data on 
current balances are printed out at 
the rate of 150 lines per minute. 

When the stock balance of an 
item falls below a predetermined 
minimum, RAMAC automatically 
signals the “re-order point” (mini- 
mum stock plus lead time at desired 
rate of purchase order frequency), by 
producing a punched card that is 
sent to Purchasing for review. This 
instant warning is flashed if a low 
stock condition exists at the time of 
any sale, 


Branch Contact in Seconds 


Branch inquiries are handled from 
a special branch inquiry station 
which has been set up in a room 
adjoining the RAMAC room. This 
contains a RAMAC keyboard and 
“remote printer” plus a_ teletype 
printer to which branches are tied in 
by private lines. 

If a branch needs an out-of-stock 
item, it inquires over teletype. The 
headquarters operator turns to the 
RAMAC keyboard and queries for 
the same data. Within seconds she 
can transmit back to the inquiring 
branch the full data on number of 
items, if any, available at each of the 
other ten warehouses. 


Pinpointing the Essentials 


Besides full-line reports, RAMAC 
can be programmed for partial re- 
ports on selected lines at any desired 
frequency. The machine may be set 
up to select only the items in a code 


Buying with Precision 





REMOTE INQUIRY station _ ties 

branches to headquarters via teletype 

(rear), handles requests for data. 
- } : 














150 INVOICE LINES a minute are pro- 
duced after order data have been inserted 
in console. This is “output” end. 


WRITTEN PROGRAM directs Ramac 
on such functions as signaling buyers 
when stock drops to minimum. 
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group that habitually require atten- 
tion because they are the fastest (or 
the slowest) movers, or it can be 
instructed to run reports on all items 
that are below minimums or above 
maximums. 

This versatility, Brewer points out, 
saves the management considerable 
time. “Now we can get what we 
want without wading through a 
huge pile of data. And we are au- 
tomatically put on notice about con- 
ditions we should watch.” 


Centralized Control 


Centralized purchasing, made pos- 
sible by RAMAC, has enabled 
Brewer to combine branch purchase 
orders to a degree not possible be- 
fore. It also enables Purchasing to 
function more efficiently by dele- 
gating specific product groups to 
each buver on the staff. With 
RAMAC reports at his elbow, a 
product group buyer can assume 
broad responsibility for the lines as- 
signed to him. 

Instead of ordering haphazardly, 
or waiting for emergencies, Purchas- 
ing can schedule its orders to take 
full advantage of discounts and 
freight allowances. When RAMAC’s 
built-in signalling system warns of 
low stock in an item, a buyer need 
not write a separate order. He has 
data at his fingertips enabling him 
to combine the order with others, 
or to judge how long he can afford 
to wait to get a better quantity 
bracket. 

Furthermore, RAMAC’s ability 
to absorb purchasing formulas and 
convert them into dollars and cents 
has turned purchasing for stock into 
a semi-automatic function. Buyers 
do not have to stop and look up 
lead times and average out past sales 
to find re-order points. The machine 
will do this for them. 

The only buying function not yet 
partially automated is the writing of 
the purchase order. This may be put 
on RAMAC, say Tay-Holbrook’s 
management, “after we get at least 
two complete inventory checks un- 
der our belt.” They also hope to 
program the system so that punched 
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cards that signal low stock can be 
used for actually writing purchase 
orders by machine. This, however, 
will require considerable study. 


Goal: Precise Buying 


Besides increasing turnover, the 
management hopes that RAMAC 
will enable them to improve substan- 
tially the product mix of branches, 
and effect precise stocking patterns 
for each branch according to its ter- 
ritory’s needs. Emphasis is not solely 
on the cutting back of inventories; 
some branches, it is now apparent, 
must increase their stocks to offer 
ideal service. 

This can be done, without in- 
creased investment, if the company 
takes full advantage of the new con- 
trol techniques that RAMAC has 
made possible. Dollars ovet-invested 
in slow-moving lines can now be put 
to work to round out the stocks of 
profitmaking products. 

As for RAMAC’s over-all effect on 
inventories, it is still too carly for 
reliable readings. ‘Tay-Holbrook’s 
management has hopes of effecting 
a 10-20% total stock reduction. 


Invoicing Now Automatic 


Tay-Holbrook also uses RAMAC 
for sales analysis and automatic in- 
voice writing. Sales analysis reports 
have been produced trom punched 
cards at headquarters for some time, 
but are now more speedily handled 
on the memory machine. 

RAMAC, in addition, punches 
the company’s accounts receivable 
cards, and within a month or two 
machine posting of receivables will 
replace hand posting. Customers’ 
credit limits will be recorded in 
RAMAC disk memory, and special 
cards will be punched indicating 
when credit limits are exceeded. 

Still other functions may be added 
to the system in the future. Mean- 
time, Tay-Holbrook’s management 
are convinced that they have made 
important progress in conversion to 
automated routines, and will realize 
substantial savings from improved 
communication with their branches. 





BIG DECISIONS 
for the 


small distributor 


Choosing direction calls for exercise of 
judgment. This firm passed the test 


apa LAST FEW YEARS have not been 
casy on many a small distributor 
who launched his business in the 
high tide of Korea or the boom that 
followed. Those who have pros 
pered and seen their companies 
grow larger in the highly competi- 
tive period since 1957 have one 
quality in common—they are per- 
sistent men who have made hard 
decisions as to what they want and 
how they hope to get it. 

Take Paul Muratet of Tulsa, 
Okla., who started his firm cight 
years ago with no assets but his car 
and the proceeds of a $1500 note. 
Now an established stocking dis- 
tribuor—managing partner of Mid- 
west Supply Co. and last year's presi- 
dent of the Oklahoma Industrial 
Distributors Association — Muratet 
believes the biggest problem that 
the infant company has to face is de- 
ciding what it wants to be. 

“It took me a year, when I'd 
started out as an agent, to make up 
my mind to try to be a full-fledged 
stocking distributor,” says Muratet. 
“Since then every big decision has 
pointed toward that goal.” 

The company is still small— 
Muratet, as president; George Mura- 
tet, his father, as vice president and 
office manager; and Mrs. Irene John- 
son, major domo of inside sales and 
office work, are its entire full-time 
staff. But it now stocks more than 
$25,000 worth of tools and supplies 


and represents some 40 manufac- 
turers. 

What are some other decisions a 
distributor like Muratet must face? 

Paul Muratet, first, has no illu- 
sions about elements beyond the 
area of choice. “You may think you 
have entirely charted your own 
course, but let’s face it—luck is 
major factor, and so are friends who 
help you get a start. Also, many so- 
called decisions aren’t truly matters 
of choice at all—like whether you 
will limit your lines or broaden 
them, when actually there are times 
when you must take what you can 
get; or what area you intend to 
specialize in, when really this is 
dictated by your limited experience 
or knowledge.” 

Muratet did have a choice to 
make on three important aspects of 
the question of a future role. 


“First, how we ought to oper- 
ate. 

“Second, what and where we 
ought to sell. 

“Third, how we ought to 
grow.” 


Charting the Direction 


“I didn’t learn at once,” he said, 
“that you cannot carry water on 
both shoulders.” Starting as an 
agent for three lines—one sold di- 
rect and two through distributors— 
he became convinced after one 
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WEARING MANY HATS keeps Pau! 
Muratet on the go at Midwest Supply 
Co., 8-year-old Tulsa, Okla., firm. 


ee, 


CORPORATE PROCEDURES are the 
same as in larger firms. George Muratet 
runs monthly balance sheet and P & L. 


year’s work covering five states that 
direct and distributor selling don’t 
mix well and he would have to make 
his first hard choice. 

He dropped his two direct lines 
and kept his one distributor line. 
At the same time he made his other 
big decision: his aim was to become 
an industrial distributor himself. 

“This was tough sledding, be- 
cause it took another year to reach 
the point where I was actually stock- 
ing more than a token inventory and 
could substitute a rented building 
for the garage-warehouse I had been 
using.” He also acquired a_part- 

(Continued on page 171) 
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ne of the more obvious by-prod- 
0 ucts of the “new technology” 
that everyone seems to be talking 
about these days is an outpouring of 
new products, and newly modified 
“old” products, that is fast snow- 
balling into a landslide. Change 
begets change. For example, new 
materials (ceramics, superalloys, syn- 
thetics) bring in new processes 
(such as explosive forming, chemical 
machining and ultra-sonic grinding ) 
which, in turn, biing in a whole 
spectrum of new tools and equip- 
ment. 

For the industrial supply salesman, 
this outpouring of new and modified 
products presents a challenge and an 
opportunity: the challenge of under- 
standing and interpreting these prod- 
ucts, and the opportunity these prod- 
ucts offer for applications and sales 
that didn’t previously exist. 


Salesman Shows How 


As a case in point, here is how one 
mechanical power transmission sales- 
man—Dor. Craighead of the Bald- 
win Supply Co. in Minneapolis— 
seized on the opportunities pre- 
sented by a new product develop- 
ment to solve 2 knotty customer 
problem and increase his chances of 
future sales, 
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New Products 
MEAN 


New Sales 


Knowledge of customer operations and how new or 
improved items could fit into the picture leads to uncovering 
opportunities for sales which didn’t exist before 


By Richard L. Sandhusen, Assistant Editor 


The “new” product, in this case, 
was an improved “V” belt system— 
introduced by belt manufacturers 
about two years ago—which features 
belts with advanced synthetic cords 
for strength and new side wall con- 
tact angles for more even load dis- 
tribution. This improved loading 
and added strength permit reduced 
belt and sheave widths, sheave di- 
ameters, and center distances, with- 
out sacrificing horsepower. 


Start Looking 


To find applications for this new 
“V” belt system, Mr. Craighead re- 
lied on a _ creative, “problem- 
oriented” approach which he de 
scribes this way: 

“The best approach for finding 
applications for new products in the 
power transmission field is based on 
a thorough knowledge of each cus- 
tomer’s operations and machinery. 
Any new product can be directed to 
the attention of the proper people 
if a particular application in their 
operation can be related to the new 
item. The tools of my trade are be- 
coming familiar with the personnel 
in the factory and having them show 
me the production equipment and 
describe its function in each proc- 


” 


ess. 
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With this approach in mind, and 
with a solid grounding in the char- 
acteristics and benefits of the new 
belt system, Mr. Craighead next be- 
gan visiting plants which, on the 
basis of his knowledge of their op- 
erations and machinery, he thought 
might offer sales opportunities for 
the new system. 

In one of these plants—a large 
paper manufacturer which used a 
lot of power transmission equipment 
—Mr. Craighead contacted the chief 
engineer and explained to him the 
characteristics and merits of the new 
“V" belt system, emphasizing such 
factors as ability to absorb shock, 
space savings, strength, and com- 
parative savings in initial installation 
costs. 

The chief engineer, to quote Mr. 
Craighead, “immediately thought of 
particular instances where this sys- 
tem would apply.” 


Gives Problem 


One of these applications, the 
chief engineer suggested, might be 
on the drive operating the firm’s 
huge pulp slusher (a centrifugal vat 
which mixes pulp, chemical additives 
and water together in the paper re- 
fining operation), which was causing 
some concern on the part of the 





SHOCK LOAD involved in operating “pulp slusher” used in 
paper refining process severely shortened service life of the above 
Salesman Don Craighead and plant engineer (above) fig 


drive 


maintenance foreman responsible for 
production time from the driven ma- 
chine. Specifically, the physical 
shock load involved in the running 
of the pulp slusher was proving too 
strong for the existing chain drive, 
with the result that this drive was 
providing an unacceptable service 
life. This condition was aggravated 
by the fact that the 24 hour daily 
operating cycle of the pulp slusher 
provided no time for preventive 
maintenance procedures. 


Can It Be Applied? 


The problem, then, resolved itself 
to the question: could a drive be 
designed, using the “new” “V” belt 
system, which would replace the 
existing drive, in the existing space, 
and yield a satisfactory service life? 

Mr. Craighead believed it could 
since, as he pointed out to the chief 
engineer, the shock load from bales 
of pulp surging into the impeller 
would be more easily dissipated 
through the elastic property of the 
belts together with the belts’ in- 
herent capacity for slippage—prop 
erties not provided by the silent 
chain. Mr. Craighead also believed 
that the compact size of the belt 
drive pared the space required by a 
standard drive down to the available 


area offered by the physical environ- 
ment of the drive location. 

Although neither Mr. Craighead 
nor the chief engineer was sure the 
new belt system, installed in the 
limited space available, could effi- 
ciently handle the terrific shock load 
involved in operating the pulp 
slusher, the firm was willing to give 
Mr. Craighead the “go-ahead” to 
design the drive, and produced a 
group of parameters outlining the 
drive requirements. Working from 
these parameters and from the pub- 
lished tables available from the belt 
manufacturer, Mr. Craighead then 
engineered a drive to fit the given 
requirements. 

Physically described, the drive is: 

300 HP at 870 RPM driver 

Driven speed: 270 RPM 

Centers: 65 inches 

14 belts (matched 8V cross sec- 

tion) 
Minimum life expectancy of belts 
(24 hour duty): 3 years 

This drive was installed at the 
plant, with a prorated life guarantee. 
To date, “reliability and predicted 
performance” are as anticipated. 


Finds Other Applications 


Just as new product developments 
tend to “snowball” as technology ad- 
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ured elasticity and slippage capacity to absorb shock load was 
needed in addition to stren 


drive shown above, with 14 matched belts, was the result. 


gth and “compactness.” The new “V” 


vances, so do applications for these 
products. For example, the experi- 
ence gained by Mr. Craighead in 
engineering, installing and observing 
this new drive will be used—with dis- 
cretion, of course—in “ferreting out” 
and engineering similar applications 
where power requirements are high 
and space is limited. In this connec- 
tion, Mr. Craighead comments that 
“Our salesmen are finding applica- 
tions every day for this belt system. 
We recently used the factors of 
shock absorption and increased space 
to sell a drive on the iron range 
where the speed reducer on a ball 
mill was continually failing.” 


New Products Mean New Sales 


To summarize: New products pro- 
duce new applications and new sales. 
Or, to quote salesman Craighead: 

“As a power transmission house, 
we consider new products part of our 
every-day sales stimulus: the ability 
to find applications for these prod- 
ucts provides a measure of the pro- 
gressiveness and intelligence of a 
company of our sort.” 

Manufacturers have operating 
problems which can often be solved 
by application of a new product. All 
the distributor must do is listen for 
these problems and he has a sale. 
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A NEW SysTeM for fast pick-up and 
delivery of container bodies has 
enabled Moore-Handley, Birming- 
ham, Ala., to reduce handling costs 
substantially and penetrate new 
markets without adding branches. 

Called “Morhaul,” the system was 
invented and developed at Moore- 
Handley to solve delivery problems 
of a far-flung operation. It consists 
of less-than-trailer-size containers 
with self-contained supports and 
trailer-mounted lifts, permitting 
trucks and trailers to interchange 
containers rapidly en route. 

Morhaul has made it possible for 
Moore-Handley to eliminate at least 
one stocking branch—for an annual 
saving of $6,000. _Moore-Handley 
officers say it also obviates the need 
for adding other branch warehouses 
in areas where conventional trans- 
port can't provide the service. 

Furthermore, Morhaul has 
speeded up Moore-Handley’s whole 
delivery and transfer operation. It 
handles more tonnage with fewer 
trucks and has sharply reduced de- 
livery times once goods have left the 
central warehouse. 

Moore-Handley has patented the 
Morhaul system and now manufac- 
tures it for sale through its Engi- 
neering Sales Division, headed by 
Alex V. Davies, vice president. 


Containers: a New Frontier? 


Davies, who directed the firm’s in- 
dustrial supply operation when 
Morhaul units were first installed, 
calls the system “a new dimension 
in material handling.” 

This is how it works: 

Van-type, 16-by-20 ft. cargo con- 
tainers, equipped with retractable 
leg supports, double as stationary or 
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TRUCKS 


Instead of Branches 


New interchangeable container system 
shaves delivery cost and broadens markets 


mobile units. When stationary, they 
stand on their own “legs” four feet 
off the ground. To move the con- 
tainer, a truck or trailer equipped 
with a Morhau! hydraulic lift backs 
under it and, with legs retracting, it 
is lowered to the chassis. The opera- 
tion takes one man about 10 min- 
utes. To detach the container, the 
procedure is reversed. 

Besides Morhaul-equipped 
straight trucks, Moore-Handley has 
17 trailers equipped to handle two- 
container loads. The trailers are 
used as over-the-road units, spotting 
route-loaded containers at transship- 
ping points where local trucks can 
pick them up. After dropping one 
container, a trailer can continue to 
another point with the second one, 
then return with empties. 


The Problem at Decatur 


Use of Morhaul at Decatur, Ala., 
illustrates its flexibility. Moore- 
Handley opened a Decatur branch 
warehouse in 1952 to cover an ex- 
panding market and stocked it with 
a $200,000 inventory. But the 
branch still had to draw daily on 
Birmingham, 100 miles away, for 
“shorts” and non-stock orders, and 
this required a road trailer to leave 
Birmingham at 2 a.m. so there 
would be sufficient time to unload 
the trailer and routeload the 
straight trucks for their 8 a.m. de- 
liveries. The whole delivery opera- 
tion consumed about 9 hours a day 
in drivers’ overtime, besides requit- 
ing night work at the branch. 


Necessity Mothers Invention 


To relieve this situation, and at 
the same time serve two branches 
with a single trailer rig, W. W. 
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French, Jt., company president, con- 
ceived a plan for interchangeable 
containers. After trial-and-error ex- 
periments, Morhaul was developed 
and container rigs began operating 
to Decatur in the fall of 1955. 

Each Decatur customer is as 
signed a route and loading sequence 
number, which is shown on every 
order, and every night a highway rig 
starts out with two containers, one 
or both routeloaded for Decatur. 
The Decatur-based straight trucks 
pick up the containers that the 
trailer has dropped for them at 8 
a.m. and make their usual 30 to 40 
delivery stops. The highway trailer 
may have returned to Birmingham 
with empty containers, or continued 
on to Moore-Handley's Nashville 
branch with one container. 


One Less Branch to Stock 


A year following the start of Mor- 
haul, the Decatur stocks had been 
entirely closed out and the lease on 
the branch property was dropped. 
Since Morhaul transfers do not re- 
quire a loading dock, it was possible 
to arrange with a local service sta- 
tion to provide parking for the Mor- 
haul units in exchange for a contract 
to buy gasoline and services for 
Moore-Handley’s local trucks. 

This change in operation saved 
Moore-Handley more than $6,000 a 
year in overtime and overhead. 


More Markets Opened Up 


Subsequent expansion of the con- 
tainer system, Davies reports, has 
also obviated the need for new 
branches in growing industrial areas 
like Atlanta, Pensacola, Mont- 
gomery and Huntsville. In the 
smaller markets of the 5-state area 
Moore-Handley serves, Morhaul has 
enabled the Birmingham distributor 
to expand coverage where penetra- 
tion was impossible before. 

Morhaul equipment costs differ 
with each installation, but Davies 
says the system can usually be ex- 
pected to pay for itself in one year's 
time. Additional cost for Moore- 
Handley’s Decatur change-over—the 
first full scale trial of Morhaul— 





a 
t 


ea 


ee Be 7 Oe AY 


mii 


Ss ng ge 
45 a hl 


“MORHAUL” rig belonging to Moore-Handley, Birmingham, Ala., drops rear container 
at a plant, leaves it on a retractable stand to be oar | 


then drives to second “drop.” 


MOBILE WAREHOUSE: container dropped at transshipping point by highway 
rig is loaded onto straight truck 


I'ransfer operation takes 10 minutes. 











was repaid in 18 months. 

Besides climinating double han- 
dling and branch overhead, the new 
system requires fewer truck chassis 
than conventional delivery systems 
(about half as Moore- 
Handley’s case). It also insures that 
trucks stay in motion for longer 


many, im 


periods, as they can pick up new 
containers while others are being 
unloaded. 

Furthermore, Moore-Handley has 
found that less handling of mer- 
chandise has resulted in less damage 
and fewer losses. Route-loading is 
also faster because it is only done 
once. 


Emergency service in areas with- 
out a branch warehouse is no prob- 
lem, say Moore-Handley officers, 
since Morhaul overnight service can 
handle most unusual orders and 
buses can be used to fill in. 

Big factor in evaluating use of 
Morhaul, Davies believes, is the in- 
crease in sales volume it may gen- 
erate. “Customers much prefer to 
have us make the deliveries instead 
of carriers, so we can handle any 
shortages or errors. It’s a major sell- 
ing point.” 

Several hundred Morhaul units 
are now being operated by truck 
lines, freight forwarders and dis- 
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HYDRAULIC LIFT handles two 16-ft. 
containers. Moore-Handley invented the 
equipment, now markets it. 


tributors of various products. Moore- 
Handley has a Morhaul sales en- 
gineering staff to cover all maior 
centers east of the Mississippi, plus 
resident men in New Jersey and 
Chicago. Davies says he will pro- 
vide for any industrial distributor 
who is interested, a simplified cost 
analysis chart for a “Do-It-Yourself” 
feasibility study on Morhaul. 

He noted that many distributors 
had improved the efficiency of their 
material handling operation inside 
their plants, but, “We seem to have 
quit at our shipping dock . . . Be- 


‘yond this point lies a new frontier 


for increased savings.” 











PLANNING PAYOFF: 90% of guests attending Mill Supply and Machinery’s 


“Tool and Machinery Products Show” 


were 


Make People Want To Come To 


The best planned “products” 
show in the world is a complete flop 
unless people—buying people—come 
to see it. 

A well planned and well attended 
products show should have long- 
range benefits—in terms of better di 
rection of marketing dollars and 
efforts—as well as short-range bene- 

ts in terms of increased sales vol- 
ume. 


) he are the two basic considera- 


tions which guided management 
thinking at Mill Supply & Machin- 
ery Co., St. Louis, during the plan- 
ning of their recent Tool and Ma- 


chinery Products Show. As an 
indication of the success of this 
planning, here are a few pertinent 
facts and figures: 

@ Of the total of 3081 guests in 
attendance at the three-and-a-half 
day affair, approximately 90 per cent 
were people directly responsible for 
either purchasing or specifying 
products on display. And almost 20 
per cent were customers and pros- 
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pects from out of the company’s 
greater St. Louis market area. 

@ As a result of marketing infor- 
mation developed during the show, 
mailing lists were revised and up 
dated and the content of future 
direct mail, sales promotion and ad- 
vertising campaigns was refined to 
more accurately reflect customer 
needs and problems. This informa- 
tion also provided some useful clues 
—on product reception and supplier 
performance—for planning future 
shows. 

All of which suggests a few ques- 
tions. For example, what made ap- 
proximately 3000 busy purchasing 
agents, methods engineers, process 
engineers, tool designers, production 
personnel (down to the level of de- 
partment foreman) and administra- 
tive personnel directly involved in 
production activities take the time, 
and expense, to attend this show? 
What key marketing information 
was developed at the show, and 
how? What can other distributors 
learn from Mill Supply's successful 
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~and also profitable—experience? 

The answers can be summed up 
simply: Planning, Promotion, Fol 
low-up. 


Plan to Interest Customers 


In the area of planning, the basic 
question which Mill Supply manage- 
ment sought to answer was simply: 
What type of show will most inter- 
est, and attract, customers? Here, 
management decided that, since 
customers and prospects are inter 
ested in tools and equipment which 
will help cut costs and increase 
production, and since everyone is 
interested in the “new” and the 
“unusual”, special emphasis would 
placed on new, unique and/or im- 
proved tooling operations at the 
show. Furthermore, since customers 
(especially those from Missouri) 
“like to be shown”, all exhibited 
equipment would be in motion, or 
performing a specialized type of 
production operation, and guests 
would be encouraged to bring parts 
to the show and see them processed 


responsible for cither buying or specifying 


Your Show 


under actual operating conditions 

A good start, but Mill Supply 
management planned further and 
deeper—specifically, in terms of the 
specific needs and problems of spe- 
cific customers. Thus, each sales 
man was oriented as to the exact 
location of each of the 42 supplier's 
booths (cach manned by one or 
more factory trained specialists), 
and arrangements were made for 
salesmen on specific accounts to per 
sonally conduct guests representing 
these accounts through booths of 
pertinent interest. It was also ar 
ranged for representatives of Mill 
Supply management—who person- 
ally greeted each guest—to “bone- 
up” on pressing customer problems 
concerning delivery, stock, or leasing 
arrangements, and make themselves 
available for consultation on these 
problems. 

As a next step in the planning of 
the show, Mill Supply management 
prepared the invitation list, which 
was selectively compiled from sales- 
men’s lists with emphasis on key 


administrative and shop personnel. 

Other aspects of this initial plan- 
ning included plans for buffet 
lunches and refreshments (served by 
an outside caterer) and plans for 
setting up and lighting display 
booths (handled by a professional 
decorator). 


Promote to Attract Customers 


Once basic decisions were made as 
to what products would be exhibited, 
how, and where, exhibits would be 
set up, and who would attend the 
show, wheels were set in motion to 
insure a quantitative—as well as a 
qualitative—attendance. 

As part of this promotion “push” : 

A simple, dramatic, attention-get- 
ting theme was devised for the show: 
“Action!” 

For several months prior to the 
show, the entire sales force made a 
special effort to point out to pros- 
pective guests various items to be 
displayed which would be of par- 
ticular interest to them. 

Invitations were sent out three 
weeks in advance of the show and 
followed up, two weeks later, with 
a “reminder” letter in the form of a 
telegram. 

Spot radio announcements and 
local newspaper articles and adver- 
tisements supplemented the word- 
of-mouth and direct mail promotion. 


Follow-Up for the Future 


In order to gather information 
vital to its aggressive marketing pro- 
gram (see Support Your Salesmen 
With a Complete Marketing Pro- 
gram, ID, Dec., 59), Mill Supply 
furnished each exhibitor’s booth 
with “duplicete lead forms”, each 
numbered to correspond to the num- 
ber of the booth in which it was 
used. With these forms, both ex- 
hibitors and Mill Supply were pro- 
vided with a record of customer and 
prospect interest in various items on 
display. This information, in turn, 
was used to: 

@Determine which booths were 
most productive. 

@Indicate participation on the 
part of each factory man in each 
booth. 
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@Suggest format and content of 
future shows. 

@Suggest content of future ad- 
vertising campaigns. 

@ Provide a useful “follow-up” call 
list for Mill Supply and supplier 
salesmen. 

Additional marketing data was 
provided by the guest registration 
list, which was used to supplement 
and correct Mill Supply direct mail 
lists. Correlated with customer's 
leads turned in from various booths, 
this registration list has also enabled 
Mill Supply to classify mailings and 
direct sales and sales promotion ef- 
fort toward particular products. 


How Successful Was Show 


Commenting on the show, Mill 
Supply and Machinery president 
Carl Burst, Sr. states that “the 
leads, interest, inquiries and actual 
orders were very rewarding”. 

Supplementing Mr. Burst’s re- 
mark, here is a quote from an at- 
tending customer and four from ex- 
hibiting suppliers, all abstracted 
from letters sent to Mr. Burst fol- 
lowing the show: 


First, the customer: 

“We were very impressed with 
the layout and broad coverage of 
the industry that was demonstrated. 
Even the executive or purchasing 
department not too well schooled 
in technical machine tool informa- 
tion certainly profited by the demon- 
strations and exhibits available.” 


Then, the four suppliers: 

“A MUST for all of the engineers, 
purchasing agents and owners of 
various plants in the St. Louis area.” 

“I was very much impressed with 
your show, particularly after having 


attended so many . . . which were 

poorly organized and attended.” 
“We felt that it was the finest 

and best planned we had ever seen.” 


This fourth, and final quote, is 
the real “clincher”: 

“I will be in St. Louis next week 
(and) will want to spend the bulk 
of my time in follow-up work on the 
many leads from the show . . . I 
personally believe it was the best I 
have ever participated in.” 





pD™ today’s “new” technology, 
with its emphasis on strength, 
speed, precision and complexity, call 
for new approaches to selling? 

For example, consider the cus- 
tomer who would benefit by a new, 
expensive piece of equipment to tie 
in with an automated production 
line. How does the distributor sales- 
man sell this customer this equip- 
ment? Can he convince him that the 
outlay is justified, and that the 
equipment will do the job, without 
ever giving the equipment a chance 
to prove itself in an actual demon- 
stration? 

Jim Lindsay, president of the 
Abrasive Machine and Supply Co. in 
Newark, N. J., doesn’t think so. Nor 
does he think it’s feasible for sales- 
men to be continually lugging equip- 
ment into customers shops to put 
on these demonstrations. 

Mr. Lindsay's solution: a continu- 
ous clinic—a sort of combination lab- 
oratory, demonstration and display 
unit—set up in his own shop, where 
customers and prospects can see, 
firsthand, just what major tools 
and equipment handled by Abrasive 
Machinery and Supply can do to 
solve their production problems. 


Builds Customer Confidence 


Here, as explained by Mr. Lindsay, 
are the major benefits of these 
clinics: 

Improved service—and _ sales: 
“With this clinic, we offer the cus- 
tomer a lot more than just the ability 
to take his order or show him what's 
in our catalog; we offer him assist- 
ance in improving his product, and 
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Combination laboratory, demonstration, 
display unit provided by . . . 


Continuous Clinic 
Makes Strong Sales Arm 


proof that our salesmen are capable 
of handling any kind of job that 
the factory salesman can handle. In 
short, we build his confidence in our 
facilities and abilities.” 

Improved sales effort: “This clinic 
ties in perfectly with the so-called 
“low pressure” selling that our sales- 
men practice, which emphasizes 
“showing” as well as “telling”. 
Usually, a customer will hand one of 
our salesmen some parts and ask 
to see what the tools and equipment 
in our clinic can do with them-and 
we show him. For example, we re- 
cently put a radius on the sharp cor- 
ners of glass cutters, this firm’s sales 
department said “That's just what we 
need!’ and the production and pur- 
chasing people arranged to purchase 
the equipment to perform this oper- 
ation. Another thing: Thanks to 
these clinics, our salesmen are get- 
ting to see many key people in plants 
they might not otherwise get to see 
and—just as important—a lot of these 
people are coming to see us.” 

Improved sales training: “In the 
face of today’s rapid technological 
changes and demands, the distribu- 
tor can no longer get by with run 
of the mill selling. Salesmen have to 
be educated right in the distribu 
tor’s shop, so they can best under- 
stand the unique problems of the 
distributor's customers and how the 
distributor's products help to solve 
these problems. We think our clinic, 
which continually brings these prob- 
lems and solutions together, gives 
our salesmen this education.” 

Improved relations with suppliers: 
“Probably the best proof that the 
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clinic helps us to do a better selling 
job for our suppliers is the fact that 
factory salesmen are constantly re- 
ferring people—and jobs—to the 
clinic. And plenty of times, the fac- 
tory salesman gets a better hearing 
with customers than the distributor 
salesman.” 


How Clinics Are Set Up 


The clinic at Abrasive Machine 
and Supply is held in two rooms, set 
aside for the purpose, which any in- 
terested person or group can visit 
at any time during the working day. 
Presently, one of these rooms con- 
tains barrel finishing and tumbling 
equipment and related products 
(compounds, media etc.), and the 
other contains grinders on which 
such accessory and related lines as 
sanding belts, grinding wheels and 
goggles can be demonstrated. Gen- 
erally, Mr. Lindsay selects demon- 
strator items that are relatively new 
to his market such as barrel finish- 
ing and tumbling equipment; items 
that involve a capital expenditure or 
offer good accessory or repeat sales 
opportunities such as the grinders 
and accessories; or items that can be 
attached to existing machines to 
make them automatic or semi-auto- 
matic. 

In any case, the clinic-demonstra- 
tor items have broad present or 
potential applications in the com- 
pany’s market, and are subject to 
change as new products arrive on 
the market and new needs arise 
among customers. To keep abreast 
of these changes, Mr. Lindsay relies 
on his own marketing studies and 








INDIVIDUALIZED CLINICAL SERVICE 


At the left, Jim Lindsay is putting 
stainless steel spoons into a deburring 
machine in the Abrasive Mach. & Sup- 
ply clinic. The customer had filled out 
a form giving description of operation: 
deburring and polishing; Material: 
stainless steel; Port: spoon; Use: 
kitchen; Requirements: burr and finish 
for eye appeal; Present Method: tum- 
bling; Improvement sought: shorter 
cycle, better finish. Supplier’s special- 
ist directed test methods and came up 
with answer in the clinic, recommend- 
ing tumbling material, time, speed, 
quantity of water and compound to 
be used. Confidential report was given 





to the customer. 








the marketing studies of his sup 
pliers, and is presently planning an 
advanced “automation” clinic based 
on the information provided by 
these studies. 


Salesmen Invite Customers 


Generally, the people who attend 
the clinic—purchasing agents, plant 
engineers, production engineers etc. 
—come at the invitation of AM and 
S salesmen, factory salesmen, or as a 
result of “word of mouth” adver- 
tising. These visitors are encouraged 
to bring in their problems or to fill 
out request forms (see panel) to 
test the range and limitations of the 
equipment they contemplate buying. 

For example, the Abrasive Ma- 
chine specialist in tumbling equip- 


ment, Steve Tacus, recently invited 
a manufacturer of stainless steel 
spoons to bring in some “rough” 
spoons for deburring and polishing. 
Barrel finishing and tumbling equip- 
ment was used—an application 
which Mr. Tacus believed would 
save many man hours and much 
money over the spoon finishing 
process which the manufacturer was 
then using. When the manufacturer 
arrived with the spoons, the Abra- 
sive Machine inside expert, Ray 
Garrigan, took over the demonstra- 
tion, selecting the correct media and 
compound for the job and preparing 
a complete report on the results of 
the demonstration. 

While Mr. Garrigan was conduct- 
ing the “barrel tumbling” demon- 
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stration, inside expert Robert Speary, 
in the grinding clinic, was conduct- 
ing a demonstration of a new type 
of serrated contact wheel for a group 
of production people. Both Mr. Gar- 
rigan and Mr. Speary are trained 
specialists, prepared to answer cus- 
tomer queries and sell the benefits 
of the products they demonstrate in 
terms of concrete problems. 


Sells Ideas 


As Mr. Lindsay conceives of it, 
the basic purpose of his continuing 
clinics is to sell ideas as well as 
products—and to provide both sup- 
pliers and customers with the addi- 
tional support and know-how they 
will need in this age of the new 
technology. 
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A Salesman's Case 


for Planning: 


i: Sal 
ROUTES AND CALLS are plotted in 
advance. Engstrom follows five-week plan 
which guides him in reaching goals. 
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A’ ENGSTROM, Of Acme Tool & Sup- 
ply Co., San Diego, Calif. is a 
firm believer in the disciplined ap- 
proach to selling—so much so that 
he plans his major calls five weeks 
ahead, and sets definite performance 
goals for almost every aspect of his 
job. 

“In this business it is hard to 
plan,” says Engstrom. “But I know 
I'd flounder without goals to shoot 
at.” 

A partner in a job shop before he 
joined Acme four years ago, Eng- 
strom is convinced that planning 
and concern for detail are as vital to 
success in selling as in managing a 
business. His sales from covering a 
fair-sized area with some large plants 
and many smal] machine shops have 
shown steady growth. 

These are the performance goals 
he sets his sights on: 

Coverage of customers. Engstrom 
reasons that about 150 active ac- 
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AL ENGSTROM, San Diego 
salesman schedules his calls. 








counts is the maximum that he can 
handle. “This, at 40 to 50 calls per 
week, allows for an average of 13 to 
15 calls per customer per year, the 
minimum for effective selling, in my 
book.” Like every alert salesman, he 
is on the lookout for new customers. 
But he finds that additions to his list 
can generally be balanced off by 
dropping small accounts with mini- 
mum potentia‘. 

Weekly schedule. Analysis of his 
150-odd accounts revealed that in 
five weeks’ time he could see all of 
them, each with proper frequency of 
calls. So he makes a master sched- 
ule five weeks ahead, listing accounts 
he will call on by the week. Major 
accounts are listed for specific days. 
He has divided the territory into 
four sections, one for each of the 
first four days of the week. Fridays 
are kept open for smaller customers 
and those called on less frequently 
than once a month. 











Thousands of Dollars 








‘coon 
ES ARTE, 


Call frequency. His goal is 8 to 12 
calls a day. Stories about salesmen 
making 20 calls a day leave him cold: 
“If those men are not just order 
takers, I would certainly like to 
know how they find time to do crea- 
tive selling.” 

Day-to-day routine. He fits as 
many smaller customers as possible 
into the carly morning and late after- 
noon, when the larger plants cannot 
be called on. Luckily, only one of his 
accounts is closed to salesmen more 
than one day out of five. He hardly 
ever has appointments except in 
emergencies, would much rather 
take the risk of waiting for a buyer 
than restrict his calling to a rigid 
hourly schedule. 

Presentations. Engstrom’s techni- 
cal background makes him especially 
sensitive to the need for having a 
specific message for each call. He 
generally has at least one tool of 
special interest to show every man 
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plotted against “goal” and “break-even” 
on a five-day week basis. This chart 
shows nce (sales volume) 
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! with Engstrom nearing “goal’’. 


he calls on, using his driving time to 
plan what he will say to buyers he 
expects to meet. He devotes much 
effort to the task of finding out what 
happens inside plants. “If I don’t 
know what they are doing in a large 
plant, I try to learn by spending 
more time in shops or another 
plant that makes a similar product.” 

Volume goal. This is set by Acme’s 
management, but salesmen have a 
part in making up the estimates. 
A monthly chart for cach salesman is 
posted in the office. It has three 
ascending graphs: “Goal,” “Break- 
Even” and “Actual.” Break-even is 
the amount of sales dollars needed 
to meet expenses and assigned over- 
head in the territory. A master chart 
is also kept on which all salesmen’s 
performances are compared. Eng- 
strom is heartily in favor of this, and 
says he would keep his own chart 
anyway if it were not provided for 
him. “There is no better incentive 
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than to have your goal and your per- 
formance put on view wheie every- 
one can see it.” 

Built-in Flexibility 

Engstrom’s schedule may be dras- 
tically disrupted by customer emer- 
gencies or visits from suppliers’ 
representatives, but he doesn’t let 
such happenings deter him from his 
goals. “Schedules must be flexible, 
but at least with an ideal pattern of 
performance, you have something 
you can strive for.” 

Al Engstrom believes planned sell- 
ing has done more for him than pro- 
vide him with incentives. “Goals 
make you plan what's possible, in- 
stead of trying for the unattainable. 
A salesman can’t make calls on every 
prospect, or know every line. But if 
he sets objectives, he will know 
where he is going and he can ap- 
praise his progress. He should then 
be able to improve performance.” 
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“CONGRATULATIONS, 


ID readers give their 
views abou? last month's 
problem 


T™ Case reproduced at left spot- 
lights a problem all too familiar to 

supply salesmen. It was published in 

ID's August issue and reader com- 

= G ments were invited. 

we These leaders led off the debate. 


A cme ber scheme Should Demonstrate 


WHAT DO YOU DO, 
William H. Molchan, of Madsen 
WHEN A BUYER & Howell, Inc., Perth Amboy, N. J., 


ASKS YOU FOR 3 oe el bear a gina 


ANOTHER LINE? ty sneod the shop euner co the 
Super line. 

Said Reader Molchan: “I would 
ask the customer's permission to let 
me bring in the Super Saw. With 
the help of the manufacturer's sales- 
man we could make test runs, show 
its fine points, etc. Seldom, once a 
heavy machine is in, are you told to 
take it out.” 





it 
tt 
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“Sales Manager Missed a Bet” 


Allan Stoddard, Van Deren Hard- 
ware Co., Lexington, Ky., also be- 
lieves positive action was in order. 
Reader Stoddard points out that the 
Super line was new to Clauson 
Supply, and Clauson personnel prob- 
ably knew very little about it. 

“The Clauson sales manager 
missed a good bet when he passed 
the decision back to Jim Abbott. 
Had he immediately placed the saw 
in the iron shop, on approval, Clau- 
son would have had a chance for 
first-hand observation of a new line; 
they would have placed the machine 
in the customer's hands (always a 
good place to have it); and then, 
if the Super didn’t sell itself in a 
couple of weeks, they would know 
the line wasn’t any good anyway. 

“Jim Abbott’s sales manager evi- 


j 











REAL-LIFE CASE (with names dis- 
guised) published in August issue. 
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ALESMAN ABBOTT” 


dently had never come to realize 
that whatever decision is best for the 
customer—is also the best one for 
the supplier—in the long run.” 


Expect Adverse Reaction 


Should Abbott have expected an 
initial adverse “brand-preference”’ re- 
action from his customers, and pre- 
pared himself more thoroughly to 
meet objections? 

Howard W. Gillette, of Roch 
ester, N. Y., implies that this might 
be the key to the problem. He 
writes: “It has been my experience 
that customers, large and small, react 
exactly as Jim Abbott's ornamental 
iron works. While I have no figures, 
customers do behave this way more 
than 50 percent of the time.” 


“Congratulations, Jim Abbott’ 

Edward J. Blake, a Lunkenheimer 
Co, district representative, sees in 
the case a graphic illustration of a 
salesman’s courage and right-think- 
ing in the face of obstacles. 

He cited Abbott's loyalty to his 
company’s franchised line both in 
preliminary negotiations (the case 
itself) and in the final showdown 
with the buyer (ID, August issue, 
page 144), when Abbott told the 
shop owner that Clauson Supply 
definitely could not order the com- 
peting brand, and the customer then 
agreed to take the Super saw. 

As Reader Blake sees the problem: 

“The Clauson management had 
apparently decided that the Super 
brand was best and the manufacturer 
they should represent. Therefore, 
the salesman’s duty is to convince 
the buyer that the Super is the ma- 
chine which will give him much bet- 
ter performance than Easy-Cut plus 
the convenience of parts and service 
available locally. 

“This can be achieved by point- 
by-point comparison of the products 
to show the buyer the advantages of 
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To salesmen who are readers of ID: 


LET’S HAVE YOUR SOLUTION TO THIS PROBLEM 
Write to ID’s “Case Editor” 


For two other case histories involving real-life sales situations, 
see poge 108, this issue, “Direct Buying P.A. Gets Caught” 
and page 92, September issue, “When Policy Stops The Buyer.” 
Your comments are welcome (and your identity will be kept in 
confidence if you do not want ID to use your name). 








the Super. The service offered by 
Clauson Supply plus the quality of 
the Super brand should be sufficient 
to enable Salesman Abbott to obtain 
the order. 

“It should be remembered that a 
distributor selects a line of products 
with great care. Upon agreeing to 
represent the manufacturer, an obli- 
gation is assumed to do the most 
business possible for that manufac- 
turer. 

“The best performance cannot be 
accomplished if, at the first oppor- 
tunity, the distributor considers an- 
other product at the request of the 
buyer. By doing this, the distributor 
loses the confidence of the manu- 
facturer he represents and the re 
spect of the buyer he is trying to 
sell. 

“In effect he is saying to the 
buyer: “What do you want? I will 
get it for you.’ He says to the man- 
ufacturer: ‘I'll represent you if the 
buyer wants your product.’ 

“That is not what the buyer wants 
or needs. The buyer relies on the 
distributor to advise him of the 
latest and best products on the mar- 
ket today, and to offer advice on 
those products that wil! enable the 
buyer to operate his business eco- 
nomically and efficiently. Anything 
less than this quickly results in loss 
of the confidence of the buyer, and 
inability to continue representing 


good reputable manufacturers. 

“The distributor's attitude toward 
the buyer should be: “We have 
looked into and considered many 
similar products, searching for one 
which will best suit our customers. 
After much deliberation, we decided 
on the Super brand and this is why.’ 
The next step is to explain why. 

“Simply put, this is a case of 
loyalty to both the buyer and to the 
manufacturer—loyalty to the buyer 
to supply the product best suited to 
his needs; loyalty to the manufac- 
turer to represent him to the best 
of the distributor’s ability and to the 
extent of his resources. 

“With a policy such as this, the 
distributor will prosper and main- 
tain reputation for dependability 
and honesty which will serve him 
well with both suppliers and cus- 
tomers. 

“Salesman Abbott made the right 
decision when he advised the buyer 
that he was sorry but he could not 
supply the Easy-Cut saw. Further, 
it is my opinion that even had the 
local competition been stronger, Jim 
Abbott would have been awarded 
the order. The buyer proved that 
when he said: ‘. . . Pll buy from a 
firm I know. You haven't disap- 
pointed me in the past.’ 

“Congratulations, Salesman Jim 
Abbott, on your integrity, honesty 
and courage.” 
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A case for salesmen 
WHAT DO YOU DO WHEN: 


DIRECT-BUYING 
P.A. GETS 
CAUGHT 


im Gray, outside salesman for Superior Industrial, 

Inc., a large supply firm in a Southern city, had done 
substantial business over the years with American- 
Marine Shipbuilding Corp. On expendable supplies it 
had been the shipyard’s practice to carry only mini- 
mum stocks, depending on Superior Industrial to 
produce a large quantity on fairly short notice when- 
ever activity in the yards warranted a large build-up of 
supply stocks. 

Because of the rather erratic nature of this business, 
and the risk of being caught with heavy stocks when 
shipyard activity slowed down, neither Superior nor 
any of its competitors had seen their way clear to 
granting American-Marine more than nominal quan- 
tity discounts, though the shipyard’s purchasing agent 
had been agitating for some time for better prices. 








=—— 
— 
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Without much notice, a new purchasing group took 
over at the shipyard. Within a month the new head 
buyer had re-appraised all his vendors and decided to 
make an aggressive try for lower prices, from industrial 
distributors as well as others. Noticing that construc- 
tion equipment specialists were becoming more active 
in the competition for shipyard orders, due to a slow- 
ing down of construction in the region, the buyer put 
out many more bids than usual for his MRO supplies, 
and drew some interesting quotations. 

This, however, only encouraged him to dig further, 
and he started putting out feelers to buy direct. He 
finally settled on ordering directly from a supplier- 
manufacturer who promised to shift the shipyard to 
national account status and grant it 20% off distrib- 
utors’ actual selling prices. Lead time on orders was 6 
months. 

Salesman Gray of Superior Industrial argued thac 
the value of a local distributor's stock and service 
functions equalled or exceeded this price differential, 
but to no avail. The buyer was adamant when Gray 
said he could not meet the lower price. He went ahead 
with his direct deal. 


(Continued on pag 179) 
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WING NUTS 


NUTS 
, REG. SEMI-FIN 
HUTS 


CASTELLATED 


: oan ane eeec.- — By 
POS IA 4989 RAR AR MORE 
Recor enmmpmmeees a PDI IA LO MR , 


STEEL 


COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be — 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. V/s 


Ask Your Distributor... He Knows 


THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Col. 
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Supply Sales Trend 


Final Figures for July 1960 





July 1960 July 1960 
Compared with Compared with 
June 1960 July 1959 





NEW ENGLAND: Conn., Me., 
Mass., N. H., R. I., —20% — 9% 
Vt. (24*) 


Bridgeport-Hartford- 
Springfield Area — 9% 














MIDDLE ATLANTIC: N. J., - 9% 
N. Y., Pa. (39) 


Metropolitan New York- 
northern New Jersey — 1% 
Area 


Western New York: Buf- 
falo-Rochester-Syracuse- —1 5% 
Binghamton Area 


Philadelphia-Trenton- 
Wilmington Area —14% 


Pittsb -Wheelin 
Yeuuion hese . —16% _ 476 














* Number reporting 
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YARWAY {PC YOUR SALES POTENTIAL 


with an 


expanded line 


\ 


a a 


of impulse 


Steam traps 


NO. 30 


for light load applications 


Where condensate is 
handied in very small 
amounts, this is 

the popular, fast-selling 
steam trap for the job 





di 


SERIES 120 
for higher pressures 


For higher pressures 
(up to 600 psi), with 
average condensate 
loads, this all-stainless- 
steel model is the 
steam trap in demand. 


SERIES 60 
for average needs 


Most steam trap requirements, 


SERIES 40 ‘up te 400 on ye pressures 
up to psi) and average 
for extra heavy loads condensate loads, call for this 


standard stainiess steel! 
Where condensate loads Y 
ann a heavy, this arway impulse steam trap. 


is the steam trap that 
is widely used. 


Yarway offers industrial distributors a golden opportunity to cash in on more 
good sales with this expanded line of impulse steam traps featuring: 


1. High profit margin—considerably greater than the average, with an extra 
“plus” —additional discounts on Standard Package items. 


. High turnover—most distributors report 4 to 6 times a year. More than 
1,300,000 Yarway traps already sold! 


Strong promotion—a vigorous, hard-hitting advertising and promotion 
program to your customers. 


4. Effective merchandising and sales help from trained Yarway sales engineers. 
Take a minute and get the full Yarway story. Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Phila. 18, Pa. 


IMPULSE’ STEAM TRAPS 
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First 1960 
SUPPLY SALES TRENDS . me * tne 
(continued ) First 7 Mos. 1959 





EAST NORTH CENTRAL: IIL, 
Ind., Mich., O., Wis. + 2% 
(66) 
Indiana Area No Change 
Wisconsin _ 2% 


Chicago Metropolitan 2% 


Area _ 
Detroit-Toledo Area + 9% 


Cleveland-Akron-Erie + 1% 
Area 





WEST NORTH CENTRAL: 
la., Kans., Minn., Mo., 3% 
Neb., N. D., S. D. (19) 


Kansas-W estern-Missouri 9% 
Area 








SOUTH ATLANTIC: Del., 
D. C., Fla., Ga., Md., 
N.C., 8.C., Va., W.Va. 
(26) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., Tenn. 
(3) 


WEST SOUTH CENTRAL: 
Ark., La., Okla., —16% 
Tex. (25) 


Houston Area —13% 
Dallas-Fort Worth Area — 9% + 6% 


MOUNTAIN: Ariz., Colo., Id. 


Mont., Nev., N. M., oo 2 
Ut., Wyo. (10) vi vie 

















PACIFIC: Cal., Ore., 
Wash. (21) — 4% 3% 


Los Angeles-San Diego 
Area — 4% — %p 


Oregon Area —15% _ 2% 
Washington Area —23% -l 1% 
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slow on 
the draw? 


Not if you’re a V-R distributor, 
Partner, ‘cause you can draw on V-R’s 
complete line of Carbide, Tantung 
and Ceramic VR-97 cutting 

tool materials! 

Cuts down on overhead, too.. . 
simplifies ordering, stocking and pric- 
ing ‘cause it’s all from one source. 

















Only as a V-R distributor can you 
supply so wide a range of throw-away 
inserts, full-length inserts, single 

point tools, blanks, toolholders and 
face-mill cutters. Yessir, you'll be able 
to supply every customer’s hankerin’. 


And V-R distributors are backed by 
plenty of national advertising, direct 
mail, quick service and many other 
sales aids. 


Let V-R grease up your holster, 
Partner . . . a choice territory may be 
open in your area. Write for complete 
information. Do it before sundown! 


CREATING THE METALS THAT SHAPE THE FUTURE 


WSR) VASCOLOY- RAMET 


894 MARKET STREET . WAUKEGAN, ILLINOIS 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


Rolling Readjustment” Ahead? 


= VAGUE SILHOUETTE of a business recession, new 
style, is in the offing. The new style business re- 
cession, as opposed to old style, is one where the 
total volume of business, represented by Gross Na- 
tional Product does not decline much, if any, but 
continues to move along at a high and even somewhat 
ascending level, while some key segments of business 
hit the skids for a time. “Rolling readjustment” we 
used to say some time ago. 

The Fall pick up of business and easy money policy 
of the Federal Reserve Board could well dispel the 
recession boogie. Seriously, business has what it takes 
to carry through the year at a rising level and validate 
the forecasts that 1960 will be the biggest year on 
record. 

Right now, the GNP is running at an annual rate 
of about $507 billion. This is $2 billion higher than 
it was the last quarter and about $26 billion than it 
was the same time a year ago. The prospect is that 
it will hit an annual rate of more than $510 billion 
before New Year, 1961. 

The bugaboo of the “rolling readjustment” arises 
from the faltering in the expansion of business in- 
vestment in new plant and equipment and the pros- 
pect of relatively heavy going in selling consumer 
durable goods—appliances, cars, etc.—after Jan. 1, 
1961. 

Industrial production, as measured by the Federal 
Reserve Board Index, is rolling at just a shade off 
its all-time high. But manufacturers are using avail- 
able capacity at only about 83% where, on the aver- 
age, they would like to be using about 95%. This, 
obviously, has a dampening effect on investment in 
new production facilities. Moreover, profits, while 
still high, have been sliding off. 

Profits in the second quarter of this year were about 

% off from the first quarter. This decline was from 
an all-time high annual rate of $25 billion after taxes. 
So profits, are still pretty good and should total about 
$24 billion after taxes for the year. 

Between the increase in the amount being set aside 


to take care of depreciation and present take in 
profits, corporations have the financial capacity to 
keep on expanding capital investment. In fact, the 
so-called cash flow (depreciation allowances and re 
tained profits) will be at an all-time high this year. 
Only a small part of the $95 billion will be necessary 
to put the industrial plant in tip-top shape. 

The annual McGraw-Hill check-up of capital in- 
vestment will tell much more about the future. What 
will turn up in this survey will be of crucial impor- 
tance to the "61 forecast. 

Hard and effective selling may cffset the expecta- 
tion of a rather soggy sales forecast in the consumer 
durable goods field. The good sales of $6.6 million 
for autos isn’t expected next year and consumer buy- 
ing plans surveys indicate not avidity toward increased 
spending for such things as iceboxes, washing and 
drying machines, etc. 

In fact, in the economy as a whole, the salesman 
is clearly emerging as a key, if not THE key, figure. 
The war and post-war shortages are all behind us. 
Abundance is emerging as the dominant characteristic 
of the 60's. And with it, the art of selling, including 
everything from product design to advertising to door 
bell pushing, emerges as a basic economic process— 
far more basic than some business leaders have yet 
come to realize. 

There will be a powerful offset for possible sags of 
the sort that have been mentioned. One of them is 
the prospect of increased government spending. If 
history repeats itself, another will be a pick-up in 
housing, stimulated by the availability of more money 
for it at lower interest rates. 

Thus, powerfully on the positive side: 

1. Personal income continues upward and con- 
sumers disinterest in durables notwithstanding, spend- 
ing on other items continues. 

2. The American economy is moving upward as the 
shift from a $12 billion deficit to a $1.5 billion surplus 
demonstrates. 

No hydregen bombs, in the interim, please. 
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ROYALASTIC TAPE 


ROYALASTIC TAPE 
DOES TWO JOBS 


When one equals two, you are sure of volume sales, 
volume profits. Here are your sales points for 
Royalastic Tape: 


* It does the work of both rubber and friction tape. 
* Complete mechanical and electrical protection. 


* Good tensile strength and high resistance to abra- 
sion and to water, oils, acids, alkalies and cor- 
rosive chemicals. 


* Good stretch and easy to handle. Makes a neat, 


Mechanical Goods Division 


thin splice. Approved by Underwriters’ Labora- 
tories, Inc. 
Order this tape from any of our strategically located 
branch offices. 


Rockefeller Center, New York 20, N.Y. 


TURER O Ss IAL RUBBER PRODUCTS 


in Canada: Dominion Rubber Company, Ltd. 
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what's new 


MARKETING 





in supplier 


Delta Steps Up Effort 
To Help Distributors 


Get School Business 


D” TA POWER TOOL piv., Rockwell 
Mfg. Co., Chicago, has stepped 
up its school sales program as far 
as it affects industrial distributors, 
according to Delta’s school sales 
manager, W. E. MacLachlan. 

Long a lucrative market for dis- 
tributors active in it, the school shop 
“industry” has now grown to $315 
million annually. “The market is 
now big enough and rich enough to 
pay handsome dividends to any dis- 
tributor willing to concentrate man- 
agerial skills and time to develop 
this type of business,” states Mac- 
Lachlan. 

Delta’s own efforts in this field in 
addition to its school sales office in 
company headquarters include spe- 
cial training of its field force to assist 
distributors, a broad advertising and 
promotion campaign directed to- 
ward individuals who specify equip- 
ment and exercise buying influence 
in the field, a series of publications 
designed to improve the quality of 
industrial arts and vocational educa- 
tion, and market research activities 
to help distributors find prospects. 

Delta’s field force includes a num- 
ber of former shop instructors, and 
all Delta district men have been 
given training on how to help in- 
dustrial distributors sell the school 
market. The school office at Delta’s 
headquarters maintains contact with 
state and city education officials who 
set up or approve specifications for 
shop equipment, and also helps dis- 
tributors plan with school officials. 

An important aspect of Delta’s 
program is its advertising program. 
Advertising has been scheduled in 
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SHOP in Divernon, Il. hi 
distributor. 


school was 


high ——- by Black & Co., Champai 
Above (standing), Richard O'Beene lack & Co., superintendent ¢ a) 


Wixom, David Huttner, Delta specialist, confer with instructor Frank May (seated). 


every major publication read by 
school administrators and shop in- 
structors. 

Because it is a leading supplier 
of school shop tools (“Over 75%,” 
says the company), Delta provides 
publications for teachers. “The 
Power Tool Instructor,” put out 
thrice annually, contains infor- 
mation on shop teaching tech- 
niques, showing instructors how 
other schools organize and carry out 
their instructional programs. Delta 
also furnishes many designs which 
are used as student projects. 

A relatively new addition to 
Delta's school aids program are 
specification guide sheets enabling 
the distributor to work with school 
officials in establishing standards. 

Another major aspect of Delta’s 
program is in obtaining information 
on new school construction and 
sufficiently in advance to enable dis- 
tributors to prospect sales. “By 


1961,” says MacLachian, “19,500 
new schools will have been built, 
most of them with shops containing 
$24 to $97 million worth of equip 
ment. We are using construction 
reporting firms and other sources of 
information on new construction to 
assure that the Delta distributor will 
get at least a hearing before any 
shop is equipped. 

Not only new schools for an ex 
panding population, but greater em 
phasis on industrial arts training is 
increasing the industrial distrib 
utor’s stake in the school shop mar 
ket, says Delta. ‘Today, there are 
four million students taking shop 
courses, one million more than 10 
years ago. MacLachlan estimates 
that this number will grow to 6 mil- 
lion by 1965. 

MacLachlan estimates that cach 
school spends from $5,000 to $21,- 
000 for expansion and replacement 
of tools, equipment yearly. 
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Elgin Abrasives To Move 
Through Distributors 

Abrasives Div. Elgin National 
Watch Co., Elgin, Il!., announces 
that the sales of its solid carbide 
rotary cutting tools will be handled 
through industrial distributors. 

Previously, sales had been on a 
direct basis. 

Appointed as district managers to 
work with the distributors are Don- 
ald Bennett of Elgin, and Robert 
D. White of Long Island, N. Y. 
Bennet will cover the Midwest and 
White the East Coast. 





New Steel Product Marketed 
Through Service Centers 


Great Lakes Steel Div. National 
Steel Corp., Detroit, announces that 
a new family of high strength, heat 
treated steels will be marketed 
through steel service centers or ware 
houses. This move is another step 
in the company’s plans to broaden 
its market coverage bevond its tradi 
tional midwestcrn base 
Test-marketing projects in the 
US. and Canada determined the 
suitability of the new set-up 





Foote, English Firm 
Sell Canada Jointly 


Foote Bros. Gear and Machine 
Corp., Chicago, and David Brown 
Corp., London, have established a 
jointly-owned sales subsidiary in 
Canada. The new firm—to be 
known as David Brown-Foote Gears, 
Ltd.—will take over sales and dis 
tribution in Canada of gear prod 
ucts manufactured by both com 
panies, plus products of the Whit 
ney Chain Co., a division of Foote 
Bros. The new firm will also per 
form related manufacturing and as 
sembly operations. 

According to James R. Fagan, 
Foote’s president, the Canadian sub 
sidiary’s sales should reach $] mil 
lion in the first year, rising to $2 
million within three years. The 
Canadian market for gear and speed 
reducers, roller chains and sprockets 
is upwards of $30 million annually. 


¢ 
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Fagan announced also that Foote 
Bros. has acquired the goodwill of 
the gear and reducer business of 
David Brown, Inc., San Leadro 
Calif., sales subsidiary of David 
Brown Corp. ‘The subsidiary has 
been the West Coast sales agent 
for several product lines manufac- 
tured by Brown. 

Fagan said Brown’s warehouse 
and office facilities have been ac- 
quired and will be used by Foote 
Bros. and Whitney Chain to serve 
West Coast markets. 

At the same time, Fagan an- 
nounced that Foote Bros. has been 
designated exclusive distributors in 
the U.S. for speed reducers and gear 
products manufactured by David 
Brown Industries of England. 





New Display for 
New Permacel Product 


Permacel, New Brunswick, N. J., is 
offering distributors a free wire 
counter display rack with the pur- 
chase of one or more cases of “Rib- 
bon Dope” thread sealant, a new 
pipe dope made in ribbon form. 
The rack holds a dozen rolls of the 
product, and has a sales message and 
a pocket for literature at the top. 





Binks Produces Films 

On Spray Finishing 

Binks Mfg. Co., Chicago, has pro- 
duced two color slide films for show- 
ing to persons interested in spray 


finishing equipment and systems. 
One film, titled “Finish First,” is a 
general interest film dealing with 
spray finishing and suggesting sev- 
eral basic approaches to the finish- 
ing problem. 

The second film, “Make Mine 
Green,” is tailored to the industrial 
user of spray equipment who is sup- 
plied by Binks distributors. Sug- 
gestions are offered on how users 
can more successfully work with dis- 
tributors in solving their problems. 
The film depicts real-life situations 
to show how actual problems are 
solved. 

Neither film is a cartoon presenta- 
tion, although some cartoons are 
used for illustration. 





Pop Rivet Offers 
1,000 Piece Rivet Pak Box 


Pop Rivet Div., United Shoe Ma- 
chinery Corp., Shelton, Conn., in- 
troduced a “Pak” box designed for 
packaging of small quantities of Pop 
rivets, and shelf-stocking by distrib- 
utors. 

The boxes, which hold up to 
1,000 rivets, are packaged ten to a 
carton and must be ordered from 
the factory in multiples of ten. One 
end of the cover has space for the 
distributor to put his imprint and 
markings. 

A spokesman for the firm stated 
that increased usage of the rivets 
has made the new box a much 
needed package form for the net- 
work of Pop rivet distributors. 





Chain Belt Offers 
Bulletin No 6093 


An eight page bulletin, no 6093, 
describing its standard Rex Rotary 
Table Feeders has been prepared by 
the conveyor division, Chain Belt 
Co., Milwaukee. 

Bulletin 6093 contains outline 
drawing, dimensions and specifica- 
tions covering the three standard 
Rex feeders available. The new bul- 
letin also features easy-to-read selec- 
tion procedures as an aid in select- 
ing models to meet specific needs. 


FOR MORE MARKETING TRENDS TURN PAGE 





what's new MARKETING 





in supplier 


Republic Steel 


Announces 


$1 Million Program 


For Distributors 


A $1 million sales training program 
designed to help its stainless steel 
distributors and their salesmen to 
become order makers rather than 
order takers, has been announced 
by Republic Steel Corporation. 

The program, unwrapped recently 
in Cleveland before an audience of 
150 key representatives of Republic 
stainless steel distributors, is known 
as the Order Makers Institute. Ac- 
cording to T. F. Patton, president 
of Republic Steel, “The OMI pro- 
gram for stainless steel represents 
Republic’s vote of confidence in the 
growth of the stainless market pic- 
ture in 1960-61: a growth both in 
the major markets of today and in 
the opening of entirely new market 
possibilities.” 


Extensive Effort 


“So far as is known,” says Patton, 
“the program represents the most 
extensive sales effort ever put be- 
hind a single steel product line. On 
the one hand, OMI will help the 
salesmen to sell better; on the other, 
it will create an ever-growing de- 
mand for what he has to sell.” 

Republic’s stainless OMI pro- 
gram will concentrate on product 
training and industrial selling. A 
series of conferences backed by vis- 
ual aid material make up “Phase 
One” of the program, which is 
aimed at providing distributors and 
their salesmen with solid, useful in- 
formation on stainless steel tech- 
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MOVIE in 


Republic's new “OMI” 


presents Prof. Carl 


Zopfte talking to distributor salesmen on properties of stainless steel. 


nology, fabrication and applications, 
plus a good deal of information re- 
lated directly to the techniques of 
selling. 

“Phase Two,” which will run 
concurrently, is a campaign aimed 
directly at potential stainless cus- 
tomers—designers, fabricators and 
consumers. Under Phase Two, Re- 
public has prepared a series of color 
films, the task of which is to help 
pre-seli the product and to create 
new demand for stainless. A glam- 
our film, in color, called “The New 
World of Stainless Steel,” will be 
directed to designers, architects, en- 
gineers, builders, decorators and 
others—the men who make the deci- 
sion for or against stainless at the 
time specifications are drawn. Still 
another color film, this one called 
“A New Look at Modern Living,” 
will be shown to the mass market, 
the buying public. Plans for show- 
ings in clubs, schools, theatres and 
television are underway. Other 
films on machining and fabricating 
will be made available to shopmen, 
technical associations and _ trade 
schools. 

While Phase One of the program 
will not make metallurgists or fabri- 
cating experts out of the salesmen, 
it will, says Republic, provide them 
with a better understanding of stain- 
less fabricating, production control 
and end-use. The company feels 
that OMI training will enable its 
distributors to better understand 
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customer's needs and problems—to 
talk his language—and to give better 
service, thereby increase sales. 


Program Content 


Phase One consists of a series of 
nine product education and sales 
meetings, presented four to six 
weeks apart. Motion pictures, flip 
charts, discussions and review litera- 
ture form the basis of instruction. 
Meetings will be devoted to creative 
selling and how a successful sales- 
man can create new orders for stain 
less by such means as creating new 
applications, educating customers, 
helping to solve fabrication prob- 
lems and devising economical stock 
ordering procedures; the three basic 
classes of stainless steel and how 
they developed, what they are and 
how they perform in service (two 
conferences will be held on this sub 
ject); tailoring stainless to the job 
by knowing what each type is in 
metallurgical terms and what its 
outstanding engineering functions 
are; selecting the right type by 
knowing what customers are con- 
sidering as to cost, end use, fabrica- 
tion and market conditions; Repub- 
lic’s stainless quality, with the stress 
on why Republic can deliver quality 
stainless with dependability. Still 
other conferences will go into fabri- 
cation problems, practical salesman- 
ship and prospecting. 

Republic will give the complete 

(Continued on page 180) 





New and Revolutionary... 


SLING CHAINS THAT TALK 


The WARNING RING on Campbell 
SENTRY SLINGS* tells you immedi- 
ately when the sling has been over- 
loaded . . . it elongates visibly . . . and 
before the chain itself is damaged. 


Your eye can see the difference! 


Ring remains round 


Sling used properly 


New, revolutionary . . . Campbell SENTRY 
SLINGS—fully tested for over a year by 
foundries, steel fabricators and heavy equip- 
ment manufacturers, offer many important 


advantages. The WARNING RING is stronger 
than the chain itself. Yet it changes shape 
as the sling is overloaded . . . before perma- 
nent damage occurs. Repair is quick and easy, 
with a new WARNING RING replaced at the 
factory. Re-tested and re-certified Sentry 
Slings are again ready for regular service. 





Here’s How You Benefit From 
New SENTRY SLINGS: 


e Safety programs are easier to maintain— 
with the WARNING RING'S built-in safety that 
protects men and material! 


Lower repair costs give larger savings than 
ever—normally only the WARNING RING will 
need repair! 


Immediate visual evidence of overload means 
easier inspection—even while sling is in use! 


SENTRY SLINGS, available in all types, are 
made from Cam-Alloy steel chain only and 
are available at no extra cost! All slings carry 
the Campbell Guarantee and Certificate 
of Test. 
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CAMPBELL CHAIN Company j | 


FACTORIES: York, Pa.; West Burlington, lowa; Union 
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; City, Calif. WAREHOUSES: East Cambridge, Mass.; 5 
é Atlante, Ga.; Dallas, Texas; Chicago, tll.; Portland, Ore.; 
Seattle, Wash.; Los Angeles, Calif. Bs 
*Patent Applied For ' 
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* NEWS « 


FTC Cites Sears, Reebuck And Universal-Rundle 


The Federal Trade Commission 
recently issued a complaint against 
Sears, Roebuck Co. (Docket No. 
8069) and Universal-Rundle Corp. 
(Docket No. 8070) for violation of 
Section 2(f) and 2(a) of the Clayton 
Act, as amended by the Robinson- 
Patman Act. 

The complaint against Universal- 
Rundle Corp. reads in part as fol- 
lows: 

“Respondent Universal-Rundle, 
either directly or indirectly, has 
been for more than three years last 
past, and is now, discriminating in 
price between different purchasers 
of its products by selling such prod- 
ucts to some purchasers at substan- 
tially higher prices than the prices 
at which respondent sells such prod- 
uct of like grade and quality to 
other purchasers, some of whom are 
engaged in competition with the 





Mine & Smelter Promotes 
Royce Cleveland 


Royce Cleveland was promoted to 
manager of the industrial supply de- 
partment of the Salt Lake City 
branch of Mine & Smelter Supply 
Co., Denver, Colorado. 

Mr. Cleveland has been a sales 
engineer with the Salt Lake City 
branch for a number of years. 





less favored purchasers in the resale 
of such products. 

“For example, respondent Uni- 
versal-Rundle has sold its products 
to some favored customers at prices 
less than the prices charged to un- 
favored competing customers in 
amounts ranging percentage-wise 
from 2% to 20% or more. 

“As a further example, said re- 
spondent has sold its products to 
Sears, Roebuck and Co. at prices 
less than those charged to other 
competing customers, such preferen- 
tial prices ranging from 5% to 45% 
less than the prices charged to 
others who compete with Sears in 
the resale of such products.” 

The complaint against Sears reads 
in part as follows: 

“In the course of its said business 
in commerce, respondent Sears has 
been in competition with other 
corporations, partnerships and indi- 
viduals in the purchase, sale and dis- 
tribution of the various products 
handled by it. 

“Among the products purchased 
for resale by said respondent are 
plumbing fixtures, including but 
not limited to bathroom fixtures. 
For more than three years last past 
said respondent, in the course of 
its said business in commerce, has 
knowingly induced or knowingly re 
ceived discriminatory prices in the 
purchase of such plumbing fixtures, 
including bathroom fixtures, which 
prices were lower than the prices 
paid for products of like grade and 
quality by other purchasers compet 
ing with said respondent in the re 
sale of such products. 

“Said respondent is the owner of 
approximately 63 percent of the 
total outstanding capital stock of 
Universal-Rundle Corp. and pur 
chases its plumbing fixtures, includ 
ing bathroom fixtures, for resale 
under its trade-name “Homart’.” 

A hearing on both cases is sched- 
uled for October 24 at Chicago. 
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MANUFACTURER 


ae Davis 
President 
Of Catawissa Valve Co. 


Craig L. Davis was elected pres- 
ident of Catawissa Valve & Fittings 
Co., at the firm’s recent annual 
meeting of stockholders. 

Mr. Davis joined the firm in 1946 
as plant engineer, and in recent years 
has been chief engineer. 

He had previously been con- 
nected with the hydraulics division 
of Glenn L. Martin Co. in Balti- 


more. 














Steel Launches Fall Drive 
To Recover Lost Markets 


American steel companies will 
back their continuing research pro- 
grams with massive marketing drives 
aimed at recovering lost markets and 
revitalizing the entire industry, Pur- 
chasing Week, McGraw-Hill pub 
lication, reports. 

A few firms already have begun 
their campaigns; others will start 
theirs soon. It is hoped that by then 
new orders will be raising produc- 
tion rates above their month-long, 
50% -of-capacity doldrums. 


Use of Distributor Stressed 

The campaigns push increased 
distributor sales with less direct 
ordering from mills and the high 
profit specialty steels developed 
through recent research. Advertis- 
ing also will fan out into consumer 
media to sell steel end products, in- 
directly building basic steel sales by 
increasing consumer demand. 

The drive for more distributor 
sales emphasizes potential savings in 
warehouse and inventory costs and 
speed of delivery to customers. 
Major steel producers already have 
announced that nearly all stainless 
steels and line pipes are being sold 
through distributors at the same 
price charged at the mill. 





Hewitt-Robins Purchases 
Sandusky, Ohio Firm, 
Union Chain & Mfg. Co. 


Hewitt-Robins Inc. and the 
Union Chain & Mfg. Co. an- 
nounced that the boards of directors 
of both firms approved the acquisi- 
tion by Hewitt-Robins of the assets 
of Union Chain, subject to the ap- 
proval of Union Chain stockholders. 

In’ announcing the acquisition, 
Austin Goodyear, president, stated 
that Hewitt-Robins plans to operate 
Union Chain as a division, with 
E. F. Emmons, Union president, 
heading the division as president 





Metal Goods Corp. Elects 
John Harwood A Director 


John H. Harwood was elected to 
the board of directors of Metal 
Goods Corp., St. Louis, Mo. He is 
secretary-treasurer of the firm. 

Prior to becoming secretary-treas 
urer of the firm last year, Mr. Har 
wood was personnel director 





Thermoid Appoints Robers 
General Sales Manager 

Gene P. Robers was appointed 
general sales manager, 
Division, H. K 
Inc. 


lhermoid 
Porter Company, 


Mr. Robers brings to Porter nearly 
20 years experience in the automo 
tive and industrial equipment field. 
Prior to joining Thermoid, he was 
with ACF Industries, and W eather- 
head Co. 


Gene P. Robers 





Nicholson File Co. 


E. A. NEAL, vice president domestic sales, extends welcome to file representatives at 
annual sales meeting of Nicholson File Co. Seated at table are John H. Burton, Jr., 
manager, Anderson plant; Stanley Livingston, Jr., vice president of operations; Paul C. 
Nicholson, Jr., president; James M. Jaques, assistant domestic sales manager; and John 
H. Burton, assistant vice president of operations of the Rhode Island firm. 


Nicholson File Co. recently held 
its annual sales meeting of file rep- 
resentatives at the Anderson, In- 
diana plant. 

Noting that sales have been excel- 
lent for the first half of 1960, Mr. 
Nicholson, president of the firm, 
anticipated good business during 
the latter half of the year. 

Using as a text, “Product Selec- 
tion & Organization,” a marketing 
study of industrial distribution, pub- 
lished by Nicholson, E. A. Neal, 
vice-president of domestic sales, told 
representatives to study the overall 
problems of their distributors. “If 
you understand those problems,” 


Said Mr. Neal, “and distributors 
know you understand them, you will 
find you can use blue chip items like 
files to help solve those problems.” 

Representatives were taken on a 
tour of the factory. 

Following the business meeting, 
a golf tournament was held at the 
Anderson Country Club. Paul C. 
Nicholson, Jr., was presented the an- 
nual trophy for low net; W. A. Mc- 
Cullough won the award for low 
gross, and E. A. Neal received the 
prize for “nearest the pin.” 

The marketing division of Nichol- 
son will hold a separate sales meet- 
ing sometime this Fall. 





R. D. Casey Joins 
Coggins-Owens Co. 

R. D. Casey joined The Coggins- 
Owens Co., Baltimore, Md., as vice 
president in charge of sales. 

Mr. Casey was formerly associated 
with The Lamson & Sessions Co. 
New Address 


Coggins-Owens has moved to 2101 
East Pratt Street, Baltimore 31. 





New Headquarters For AWDA 


The headquarters of the Automo- 
tive Wholesale Distributors Associa- 
tion was moved to 633 W. 63rd St., 
Kansas City, Mo. The new mailing 
address is AWDA, Country Club 
Post Office, Kansas City 13, Mo. 
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Flintkote Merges With 
Diamond Portland Cement 


The Diamond Portland Cement 
Co. was recently merged into The 
Flintkote Co. According to the 
company, the action also paved the 
way for Flintkote to acquire The 
M. J. Grove Lime Co, in Maryland. 

Flintkote, with annual sales vol- 
ume nearing $300,000,000, will pick 
up additional annual sales of more 
than $7,000,000 as a result of the 
Diamond merger, and more than 
$6,000,000 via the proposed Grove 
acquisition, according to a company 
spokesman. 

Diamond Portland Cement Co. 
was founded in 1892 in Middle 
Branch, Ohio. The M. J. Grove 
Lime Co. was founded at Lime 
Kiln, Md., in 1858. 





George A. Fitzgerald 


Robert S. Bradford 


Permacel Elects 


Fitzgerald And Bradford 


George A. Fitzgerald was named 
president of Permacel, division of 
Johnson & Johnson. Succeeding 
Mr. Fitzgerald as sales vice pres- 
ident will be Robert S. Bradford, 
formerly sales manager of Permacel. 

Mr. Fitzgerald succeeds George 
C. Riegger, who resigned as pres- 
ident and as a member of the John- 
son & Johnson board of directors. 

The new president joined the 
firm 22 years ago as a salesman. He 
became sales manager in 1951 and 
vice president of sales in 1955. 

Mr. Bradford has been with Per- 
macel and the parent firm for 13 
years. He managed Johnson & 
Johnson sales divisions in Buffalo, 
Boston and Detroit and later was 
named assistant to the vice presi- 
dent, sales. 
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Materials Handling Makers 
Launch Sales Drive 
Through Rental Programs 

Makers of materials handling 
equipment launched a drive to cap- 
ture new customers this Fall with 
rental programs, Purchasing Week, 
McGraw-Hill publication, reports. 

The demand for equipment leas- 
ing programs has grown to the point 
where executives see rentals ac- 
counting for 20% of the industry's 
sales, says P-W. It is also boosting 
over-all totals by selling to buyers 
who couldn't pay cash. 

Complete maintenance of equip- 
ment, free of charge, is a growing 
feature of leases. Because ware- 
housing, mechanical and other costs 
vary so much around the country, 
the programs all have great bargain- 
ing leeway. List charges are just a 
starting point, P-W reports. 


A Typical Rental Rate 

A typical five-year rental rate for 
a $7,000 fork lift truck in New York 
is about $225 per month. 

Deals are usually of five years’ 
duration with an option to buy at 
the end of the period, often for a 
token payment as low as a dollar. 
Interest charges usually range from 
44 to 54 percent, depending usually 
on local bank loan rates. 

Virtually all makers limit their 
leases to mobile machinery such as 
lift trucks and shovel loaders. It 
is simply too difficult to reposess 
tailor-made equipment installed in 
a customer's plant if he defaults. 





Barry Controls Merges 
With Wright Line, Inc. 

Stockholders of two Massachu- 
setts firms, Barry Controls, Inc., 
Watertown, and The Wright Line, 
Inc., Worcester, approved the 
merger of the two firms. 

The new firm will be known as 
Barry Wright Corp. R. Perry Col- 
lins, president of Wright Line is 
chairman of the new firm, and 
Ervin Pietz, head of Barry, is pres- 
ident and chief executive officer. 
Headquarters will be located in 
Watertown. 
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Hellmuth Strauss 


Walworth Names Hoffman 
Vice President Of Sales 

Gustav A. Hoffman was appointed 
vice president, sales for Walworth 
Co. He will be returning to the 
firm he served for 27 years. He left 
in 1959, while holding the post of 
assistant vice president in charge of 
Metropolitan Division Sales. 

Mr. Hoffman joined the firm in 
1932. He was appointed sales man- 
ager of the Philadelphia area in 
1940. Later he managed the Kansas 
City and Detroit sales areas, prior 
to being appointed manager of the 
metropolitan division in 1955. 


New General Sales Manager 

Hellmuth Strauss was appointed 
vice president and general sales man- 
ager of Walworth Co. 

Mr. Strauss had been with Wal- 
worth for over 25 years before he 
left in 1957. He replaces Harold 
Brown who resigned. 





n Newport News, Va. 


The Noland Co., Newport News, 
Va., will build a new $750,000 struc- 
ture to house its general offices in 
downtown Newport News near its 
present headquarters. 

Purchase of a 57,500 sq. ft. tract 
of land has been completed. Ac- 
cording to Lloyd U. Noland, Jr., 
company chairman, the new build- 
ing is scheduled for occupancy in 
1963. 





R. C. Neal Promotes 
Paul J. Morga 


Paul J. Morga was promoted to 
general manager of branch opera 
tions of the R. C. Neal Co., Buffalo, 
New York. 

Mr. Morga was manager of the 
Elmira Heights branch of Neal Co., 
until this promotion 

R. C. Neal has other branches in 
Rochester and Syracuse, New York. 





Columbus McKinnon 
Alters Corporate Name 


The Columbus McKinnon Chain 
Corp. is dropping the word “Chain” 
from its name. The company said 
the change is to broaden the mean- 
ing of the name and make it more 
representative of the varied prod- 
ucts of its several divisions 

The Columbus McKinnon Corp. 
divisions are: the Chain Division, 
the Chisholm-Moore Hoist Divi- 
sion, the Conveyor Division and the 
Mining Equipment Division. 





Globe Purchases 
Walters Belting 


Walters Belting Industries, Inc. 
of Cromwell, Conn., was purchased 
by Globe Woven Belting Co., of 
Buffalo. 

All of the present equipment and 
production personnel for Endless 
Belting was moved from Buffalo and 
combined with that of Walters in 
Cromwell, Conn. The Connecticut 
works will be known as Endless Belt 
Division of Globe Woven Belting 
Co., Inc. a subsidiary. 
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Marshall Succeeds Robertson 
At Briggs-Weaver Co. 


S. W. Marshall, Jr, was ap- 
pointed director of purchases of 
Briggs-W caver Machinery Co., Dal- 
las. He succeeds Maynard E. Rob- 
ertson, vice president in charge of 
purchasing, who is retiring after 19- 
years with the firm. 

Mr. Marshall joined the firm last 
year after serving as a management 
consultant to BriggsWeaver and 
other Southwestern firms. He be- 
came a consulting engineer in 1932. 

Mr. Robertson joined Briggs- 
Weaver in 1941 as its representative 
in Texarkana, after working for in- 
dustrial supply firms in San Antonio 
and Wichita Falls. 

Recently Briggs-Weaver invited 
Dallas-Fort Worth purchasing 
agents to a farewell party in Mr. 
Robertson's honor. In 1954, he was 
president of the Purchasing Agents 
Association of Dallas. 


Maynard E. Robertson 





Agents Report 
From Summer 


There is some evidence that busi- 
ness is beginning to emerge from 
the Summer lull, reports the Na- 
tional Association of Purchasing 
Agents but there is still no “umph” 
to the economy and most purchas- 
ing executives look for a continua- 
tion of the sidewise movement in 
the immediate weeks ahead. 

However the association reports 
that its production and new order 
statistics definitely improved in 
August. The pick-up in new orders 
is particularly encouraging, accord- 
ing to NAPA. A jump to 35% re- 
porting an improved order situation 
contrasts with 24% in this category 
in July. Similarly, where 36% said 
their orders were down in July, only 
23% so report in August. 

There are indications that the 
downward price slide has halted. 
General competition remains keen 
and good buys can readily be nego- 
tiated at, or only slightly above, 
the low prices of two months ago. 

However the NAPA _ reports, 
there is no change in inventory pol- 
icy and the emphasis is still on re- 
ducing purchased material stocks on 
hand, rather than making any effort 
to increase them. Forward com- 
mitments are being held to the mini- 
mum required to meet production 
schedules. 





Crerar, Adams Joins 
With Alert Steel 


Crerar, Adams & Co., Chicago, 
joined forces with Alert Steel Prod- 
ucts Co. of Chicago, and will be op- 
erated as Crerar, Adams and Co., 
Division. Crerar, Adams is a supply 
firm which has been serving rail- 
roads, municipalities and industry 
for more than 100 years. 

According to Jule Davis, Alert 
Steel president: “It is our antici- 
pated desire to apply the combined 
efforts of our two companies to- 
wards the establishment of the high- 
est service standards attainable.” 





Flack-Pennell Co., 
Opens New Branch Office 
In Flint, Michigan 


Flack-Pennell Co. Saginaw, 
Michigan, recently opened a branch 
office in Flint, Michigan at 4705 
North Dort Highway. The branch 
will be Flack-Pennell Of Flint Inc., 
managed locally by Robert P. Ca- 
pelli, assisted by David M. Wiillsie. 

According to Robert H. Tidering- 
ton, president of Fluck-Pennell Co., 
the new venture will offer immediate 
off-the-shelf service to the Flint 
trading area. The branch will carry 
complete stocks in power transmis- 
sion, rubber, cutting tools, electrical, 
material handling and miscellaneous 
industrial supplies. 





Warenoff Appoints 
Leo Kalezynski 


Leo Kalczynski was appointed 
vice president of Warenoft’s Inc., 
Buffalo, N. Y. industrial supply 
firm. 

Mr. Kalczynski has been with the 
firm since it was founded in 1945. 

The concern was recently in- 
corporated with Martin Warenoff as 
president and Mrs. Martin Ware- 
noff as secretary-treasurer. 





Forge & Fittings Appoints 
Fullerton General Manager 


W. D. Fullerton was appointed 
general manager of the Forge & Fit- 
tings Division, H. K. Porter Com- 
pany, Inc. 

Mr. Fullerton has been with Port- 
er since 1957 and prior to his new 
appointment was assistant general 
manager of the firm’s Refractories 
division. 





Bendix Changes Name 


Bendix Aviation Corp. officia‘ly 
changed its name to The Bendix 
Corp. According to Bendix, the 
firm is, in addition to an aviation 
corporation, also an_ electronics, 
automotive, machine tool and a 
missile and space corporation. 


132 





CAMASCO Honored As Local Industry Of Month 


ATTENDING THE PRESENTATION were Robert R. Anderson, Robert W. Daut 
ridge, Walter J. Cobb, Jr., George H. Booth, Troy A. Doby, all of Carolina Machinery 
& Supply; Jack Luper, chairman of Lions Clab industry of the month awards com 


mittee, Marvin Vivarette, Lions Club president, and C 


Carolina Machinery & Supply 
Co., Inc., Rocky Mount, N. C., was 
honored recently by the Rocky 
Mount Lions Club as local industry 
of the month. 

Jack Luper, Lions Club industry 
of the month awards committee 
chairman, presented the plaque to 
George H. Booth, Camasco presi- 
dent. The plaque was given during 
a supper meeting of the Rocky 
Mount Lions Club. 

Principal speaker at the meeting 
was Mr. Booth who told the group 
that the firm, founded in 1938 by 
the late C. EF. Blake, had continued 





A. Peterson, Camasco 


steady expansion until today it has 
23 full time employees on its pay- 
roll. The firm now does an annual 
volume business of $1-million, and 
has a capital investment of $200,000. 


New Building Underway 


Mr. Booth reported that details 
on the purchase of property have 
been completed, and that construc- 
tion will soon be underway for a new 
building on U.S. highway 70 be- 
tween Raleigh and Durham. He said 
that the new Raleigh-Durham home 
should be opened by the first of the 
year, 





Cottingham Bearings Opens New Dallas Branch 


A BRANCH STORE was opened by Cottingham Bearings & Service Inc., Dallas. The 
new 4,000 sq. ft. building with offstreet parking facilities is located at 2745 Irving Bivd., 
Dallas. W. H. Wood, Jr., general manager of the Dallas operations of Cottingham will 


have his office in the branch along with six outside salesmen 
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Yale Load King Electric Hoist 


Capacities: 4%, %, %, 1, 144, and 2 tons. 
Wire rope or link chain models. 
Automatic, self-acting load brake, PLUS 
independently operating motor brake, 
assures double safety. 

Motor brake permits accurate inching and 


spotting of loads with minimum hook 
movement. 


Push-button-activated controlle.s . . . mag- 
netic contactor type... assure fast, posi- 
tive starting and stopping. 


Triple reduction gear train provides sturdy, 
dependable lifting power. 


Upper and lower safety limit stops 
prevent hook overtravel in either direction. 


Safety load hook opens slowly, without frac- 
ture, when overloaded. 


Continual oil wash extends load brake life and 
prevents excessive wear. 


Precision ball bearings minimize maintenance. 


YALE 
LOAD KING 
ELECTRIC 














HOIST 


provides you with features that make sales: 
safety, dependability, low maintenance, ease and 
convenience of operation. 


But, that’s not all! As a Yale hoist distributor, 
you can recommend the right hoist for any 
specific or general use. Yale makes the most 
complete line of hand, air, and electric hoists; 
hand and motorized trolleys. 


Yale also helps you make your selling effort 
more profitable: with information-packed book- 
lets and material, and a complete sales train- 
ing program. 


That's why if it’s Yale, it sells best! Immediate shipment from stock 


FITS YALE, |Yave 
IT SELLS BEST | ccumnes 


YALE & TOWNE 











The Yale & Towne Manufacturing Co., Philadelphia 15, Pa.—Hand, air, and electric hoists... trolleys. 
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Price Index for 19 Product Classes 


(1947-49 = 100) 


Y Change 


al gale July July From 
I , J s 4 i 


(preliminary) 


Abrasive Products 143.2 147.4 - 0.3 
Cutting Tools 181.1 169.3 6.9 
Fans and Blowers | 182.5 182.2 + 0.1 
Fasteners 198.7 194.8 + 2.0 
Incandescent Lamps 190.0 190.0 0 
Industrial Rubber Products 152.7 150.3 + LS 
Lubricants 101.1 90.4 11.8 
Materials Handling Equipment 173.0 170.9 + 12 


Mechanics Hand Tools 190.3 185.9 2.3 
(Files, saw blades) 


Metalworking Accessories 174.5 174.5 0 
Motors 113.5 107.1 + 5.9 
Paint 128.4 128.3 0 
Portable Power Tools 144.1 143.7 
Power Transmission Equipment 182.1 175.5 
Precision Measuring Tools 148.2 147.6 
Pumps and Compressors 181.0 179.3 
Steel Products 186.2 186.7 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 162.6 167.0 


Welding Machines 159.6 152.1 
(Equipment, Rods) 


Total Index (weighted average) 167.2 164.3 


Source: Bureau of Labor Statiatics and Industrial Diatribution 
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OVER 1500 ITEMS 





| 


on 
fer 


one of many dividends 
when you buy 


QUALITY PROTECTED 
LYON STEEL 
EQUIPMENT 


THE “QP”? ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 
a 


See your Lyon Dealer for delivery from stock of the 
world’s most diversified line of steel equipment. 


LYON METAL PRODUCTS, INC. 
General Offices: 1053 Monroe Ave., Aurora, Illinois 
Factories in Avrora, Ill.—York, Pa.—Los Angeles 


| 


" 


| 


(1733) 
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THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE MARKET .... 


HERE ARE fHIS MONTH’S NEW AND IMPROVED PRODUCTS 





Rust Solvent 


For cleaning smell parts, spark plugs, 
battery terminals, carburetors, etc. 
Rust solvent and penetrant, called 
“Nuts Off’, is available in 12 oz. 
acrosol container, has following 
stated features: provides exception- 
ally fast solvent and penetrating 
properties; has no offensive odor; 
will loosen stud bolts in aluminum 
heads and free corroded tail pipes 
and mufflers; can be used on finest 
mechanism. 
Spray Products Corp., P.O. Box 
1988, Camden 1, N. ] 


Levels 


Redesigned to facilitate carrying in 
overall, shirt or trouser pockets 
I'wo hardwood torpedo models in 
company’s line—Nos. 209 and 309— 
have restyled to feature a 
new contour-shape, streamline de 
sign with slim end points. Of nat 
ural finish hardwood with aluminum 
top, levels are 3-in wide at widest 
point 14-in high and 9-in long. No. 
209 has onc plumb and one level. 
No. 309 has one plumb, one level 
and a 45-deg. vial. Vials are of the 
metallic-sealed type to provide shock 
resistance, assure unusual accuracy, 
and eliminate tip breakage, maker 
claims. 
Columbian Vise & Mfg. Co., 
9021 Bessemer Ave., Cleveland 4, 
Ohio 


been 
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Wide-Vision Welding Goggles 


Have angled lens to eliminate blind 
spots; fit over all spectacles 
Welding goggles, series FS-250, 
have three shades of angled lens 
available, are said to provide wide 
vision and enable welder or chipper 
to take in entire work area with 
slight tilt of head. Other stated 
features: lightweight construction, 
allow indirect ventilation, leather 
nose guard. 
National Cylinder Gas Div. 
Chemtron Corp., 840 N. Michigan 
Ave., Chicago, III. 


Magnetic Tap Guide 
Reduces broken taps, assures 
better tapping on every job 


“Little Mag”, a magnetic tap 
guide, features a powerful built-in 
permanent magnet which holds 
guide firmly in position, aligns tap 
with hole automatically and accur 
ately. Guide accommodations fol 
lowing standard tap sizes: 4, \%, 2, 
js. 4, No. 8 and No. 10. Recessed 
base permits lubrication of tap and 
removal of chips while tapping. 
Weighs 14 Ibs., is cast from durable 
Meehanite metal, cadmium plated. 

Cling-Surface Co., 1032-1048 Nia 
gara St., Buffalo 13, N. Y. 
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Ring Barb Nails 


Cut construction costs, 
speed jobs, boost work quality 
Shanks of ring barb nails have 
ring grooves, similar to buttress 
threads, said to provide many times 
the holding power of nails with 
smooth shanks, eliminate nail pops. 
Applications include drywall con- 
struction jobs, nailing down cedar 
shingles, plyscore floor sheathing, 
and under-layments etc. In variety 
of lengths and choice of finishes 1, 
5, 10, 25, 50 and 100 tb. packs 
Hillwood Mfg. Co., 21700 St. 
Clair Ave., Cleveland 17, Ohio 


V-Line Belting 


Increases HP ratings, adds longer 

life, reduces stretch and vibration 

Detachable V-link belting, called 
Hypowa, is made with synthetic 
blended filament yarns for longer 
life, better performance. 

Brammer Corp., 486 Broadway, 
New York 13, N. Y. 





TODAY 


. . PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 
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Convertible Field Pliers 


For internal and external 
type retaining rings 
“Convertible” field pliers, called 
Truarec No. 12 pliers, is designed 
to be used in two ways: to compress 
internal type rings for insertion into 
a bore or housing, or to expand ex 
ternal type rings for assembly over 
a shaft. A simple adjustment of 
the pivot pin on which the two 
halves of the pliers turn permits the 
tool to be set so that the tips come 
together or spread apart when the 
handles are compressed. The tool 
will accommodate tings for shafts 
and housings ranging in diam. from 
125 to 1.375-in, depending upon 
ring type. A larger size companion 
pliers, No. 34, will handle sizes rang 
ing from .434 to 2.0-in 
Truarc Retaining Rings Dyv., 
Waldes Kohinoor, Inc., 47-16 Austel 
Place, Long Island City 1, N. ¥ 


Non-freezing Soldering Tip 


Can't freeze, stick in tip hole, has 
high thermal conductivity, service life 
“Durotherm”, a long life soldering 
tip, has multicoated soldering tip 
for long wear, and shank immu 
nized so will 
to working surface 
é. ve, 4, 


of trons 


solder adhere only 
In diams of 
§ and 4-in. Fits all makes 
Hexacon Electric Co. 138 W. 


Clay Ave., Roselle Park, N. J. 


Rigid Coupling 


Will align and rigidly connect two 
shafts of diameter up to 5 7/16-in 


“Sure Grip” rigid coupling No. 
44 clamps shafts by “Sure-Grip” in- 
terchangeable tapered bushings, of 
the same type used with company’s 
V-beit sheaves and pulleys. No press 
or shrink fits necessary, maker 
claims. Five sizes cover a shaft 
diam. range from 4 to 5,y-in. 

T. B. Wood's Sons Co., Cham 
bersburg, Pa. 





Flow Check Snubber 


Protects against escape of noxious, 
toxic or flammable liquids or gases 
check snubber protects 
against escape of liquids and gases 
in the event of pressure instrument 
failure and prevents loss of product 
by isolating instruments from the 
pressure actuating medium, maker 
claims 


Flow 


\lso assures accurate read 
ings from 100 to 5000 psi and is 
responsive to small pressure changes 
within its range, with full equilib- 
rium reached in seconds. 
Won't clog or plug, maker claims. 

Chemiquip Co., 36 East 10th St., 
New York 3, N. Y. 


2 to 3 
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Safety Glasses 


Will fit nine out of ten 

faces without adjustment 

“Sell-Fit” glasses are built around 

a broad and continuous bearing 

surface for the bridge area that as- 

sures maximum comfort, even 

weight distribution and always-se- 

cure support, maker claims. Availa- 

ble in side shield as well as basic 
models. 

Sellstrom Mfg. Co., Palatine, III. 


Deburring Tool 


For use in deburring holes in hard 
aluminum, plastics—not ferrous alloys 
Deburrer, which incorporates a 
pilot, is used in small high speed 
portable drills and in stationary 
drills with speeds to 4500 RPM's. 
Will immediately remove the usual 
break-through burr and burrs on 
machined parts. In jy, 4, vs, vs 
and 4-in sizes. Deburrers are chat 
terless, have a }-in shank. 
Deburrer Co., 701 Old Gulph 
Rd., Bryn Mawr, Pa. 
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POWELL 


giant in-stock 


valve supply 
for quick delivery 





~* 


Powell maintains one of the largest in-stock supplies 
of bronze, iron, steel and corrosion resistant alloy 
valves in the world. So you can receive immediate 
valve delivery from Powell's factories or your nearby 


distributor's stocks and avoid costly operational 
delays or plant shutdowns. 


THE WM. POWELL COMPANY 
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DEPENDABLE VALVES SINCE 1846 
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For quick action, just pick up your phone and con- 
tact your local Powell Valve distributor or The Wm. 
Powell Company direct. With our 114 years of valve 
manufacturing experience, we can fill your valve 
needs and solve your valve problems! Let us hear 
from YOU—TODAY! 


CINCINNATI 22, on10 ©world’s largest family of valves 
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YOU GAN TELL 
THE DIFFERENCE 


... and SO can your customers! 


SIMONDS knives 


Performance is the only true test of a machine knife— 
whether it’s a Planer Knife, Shaper Steel, Veneer Knife, 
Chipper Knife, Paper Trimmer or Sheeter Knife, Hog Knife 
or Special Purpose Knife. 


And when it’s made by Simonds, one test is all that’s 
needed to keep them coming back for more. 


The reason .. . SIMONDS KNIVES start with Simonds 
Stee! ... special alloy steel that is poured, forged and rolled 
in Simonds own steel mill—specific formulas for specific cut- 
ting jobs. Heat treating in Simonds “Controlled Condi- 
tions” Plant follows detailed procedures that insure exactly 
the right hardness, toughness and edge-holding qualities to 
give top on-the-job results. 


Simonds Steel plus Simonds know-how, based on years of 
I J 
experience in knife manufacture, are your customer’s assur- 
ance of superior performance and complete satisfaction from 
every type of knife. Once sold on 
Simonds, your customers will keep yA . 
coming back for more. They can S GA. The Simonds lines of fine 
tell the difference! ~ cutting tools offer steady 


rofits, repeat sales, regu- 
vr turnover 


FITCHBURG, MASSACHUSETTS 


Factory Branches in Boston, Chicago, Shreveport, La. San Francisco and Portland, Oregon, Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Stee! Mill, Lockport, N.Y., Meller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que, Canada 
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On the Market Today (Cont’d.) 


Pump 


Eliminates much of the equipment 
associated with “line blending” 
“Vari-Flo” pump can be used to 
build simplified, low cost systems 
for proportioning liquids. These 
systems mix two or more liquids in 
accurate ratios, maker claims. Pump 
is a vane-type positive displacement 
model with a flow-changing device 
that varies the pump capacity from 
zero to full flow. Flow rate is 
changed instantly and accurately 
by means of a calibrated dial which, 
when turned, changes displacement 
of pump by changing shape of 
pumping chamber. Coupling pumps 
together, with different dial settings, 
permits proper ratios in proportion- 
ing. Pumps available in 2, 3 and 
4in sizes in four different types. 
Suggested applications in process 
industries, primarily on applications 
involving total flow rates of about 
10 gpm up to 2000 or more. 
Blackmer Pump Co. 
Rapids, Mich. 


Grand 


Jig Bushings 
New material assures longer 
wear without additional cost 
Line of drill jig bushings are 
manufactured of “Graph-Mo”, an 
oil hardening, non-deforming type 
of tool steel said to provide longer 
wear due to in-bred resistance to 
abrasion. Line is available in all 
popular sizes in a range to g-in. O.D. 
Acme Industrial Co., 200 Laflin, 
Chicago 7, Til. 
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Tapping and Threading Tools 


Have wide capacity ranges 
and relatively small diameters 
Line of compact tapping and 
threading tools is designed to elimi- 
nate necessity of employing lead 
screws or sensitive hydraulic and 
mechanical feeds on automatic screw 
machines, multiple spindle drilling 
machines and turret lathes, maker 
claims. Tools feature an axial float- 
ing drive spindle which is said to 
allow taps and dics to determine 
their own lead, without machine or 
operator lead pressure. Another 
feature is positive depth control, 
which permits tap or die to stop 
immediately when predetermined 
depth has been reached. 
Tapmatic Corp., 845 West 16th 
St., Costa Mesa, Calif. 





| oa 





Demagnetizer 
For demagnetizing twist drills, taps, 
lead screws-and many other small parts 

“Han-D-Mag” lightweight demag 
nitizer plugs into any 110 volt A.C. 
line, operates by pressing readily 
accessible spring-loaded switch. 
Weighs 5 Ibs., has 8 foot cord and 
plug. Applications im all types of 
machine shops. 

Bux Magnetic Products, Inc., 
1355 North Tenth St. San Jose, 
California 


sin 
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Drum and Barrel Truck 


Makes it possible for one operator to 
easily place heavy drums on pallets 
Drum and barrel truck, called 
“Ezy-Rol Barrel Cart”, is designed 
to allow barrel to be carried at pallet 
height so that in one forward motion 
drum can be placed on pallet with 
a minimum of operator effort. 
Drums can also be lowered safely 
from pallets with this cart, maker 
claims. Main frame of barrel truck 
is of heavy steel tubing with a l-in 
diam. replaceable axle. Also avail- 
able in aluminum. Wheels are 
equipped with ball bearings. 
Valley Craft Products, Inc., 770 
Jefferson Ave., Lake City, Minn. 


Pressure Sensitive Tape 


High elongation provides tight 
wrap over compound surfaces, bends 
“Temp-R-Tape”, a pressure-sensi- 
tive Teflon tape for extreme high- 
temperature design, is non-corrosive 
and utilizes a skived Teflon film 
backing to which a special primed 
surface is applied. Total tape thick- 
ness is 006in. Stated advantages 
of tape: will accept encapsulating 
resins and clectrical varnishes; can 
be marked with almost any com- 
mercially available ink. Recom- 
mended for electrical application 
where high diclectric strength, low 
power factor and negligible moisture 
absorption is important. Available 
in 4 to 1-in widths, in 18 yard rolls. 
Connecticut Hard Rubber Co., 
407 East St., New Haven, Conn. 








Flexible Cushion Couplings 


For high speed, high torque 
and flywheel applications 
The cushion type couplings, 
called Para-flex high speed and Para- 
flex flywheel types, feature a pan- 
shaped rubber flexing clement and 
are designed to operate at higher 
speeds and to transmit greater 
torque than company’s original 
models. Both types are recom- 
mended to accommodate, either 
singly or in any combination, an- 
gular and parallel shaft misalign- 
ment and end float, to absorb tor- 
sional vibration, and to cushion 
shock loads. Designed for speeds 
to 5230 rpm, the high speed coup! 
ing may be used with electric motors 
or internal combustion engines to 
operate such equipment as hammer 
mills, blowers, pumps, etc. Fly- 
wheel type coupling has larger side 
which bolts directly to flywheel of 
an internal combustion engine in- 
stead of being supported by a taper- 
bushed steel disc. 
Dodge Mtg. Co., Mishawaka, Ind. 





Capacity from .200 to 6.000-in; 
of rustproofed steel, chrome finish 
Holder holds any “Last Word” 
type indicator for measuring bores, 
“©” ring grooves, thread reliefs and 
undercuts. 

Montgomery & Co., Inc., 401 
Morris Ave., Springfield, N. ]. 


| aes eer 
Expanding Transfer Pu 


Allow true-center accuracy with 
toolmakers transfer punch 


Through the expanding feature, a 
set of three “Tru-Center” expanding 
transfer punches have a size diameter 
range from } to }4-in, maker claims. 
In use, a punch is inserted in the 
drilled hole which is within the 
range of the punch size. By turning 
the knurled head, the bottom of the 
punch body is expanded to a per- 
fect fit in the bottom of the hole. A 
hammer stroke on the top of the 
center pin secures the desired mark. 
Punch is removed by reversing the 
knurled nut and retracting the ex- 
panded body. 

Kelly Tool & Mfg. Co., Los An- 
geles 32, Calif. 


Quarry Chain 


Meets demands of quarries and other 
industries which use alloy chains 


High strength “Acoloy” quarry 
chain, utilizing “Endweld” chain 
links, is said to have superior abra- 
sion resistance than regular alloy 
quarry chains. With weld at end of 
link, side bend properties have been 
increased to allow for sharp bends 
over stone edges and the stone dog 
ring. Special heat treatment yields 
a 20 per cent higher proof test and 
increases chain strength by a mini- 
mum of 20 per cent, maker claims. 
Available in 3, %, 1, 14 and 1}-in 
sizes. 

American Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge- 
port 2, Conn. 


IN THE 
PROFIT 
COLUMN 
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Winute Wan 
KEYWAY BROACH KITS 








For cutting keyways from 1/16” to 1” in any 
bore from +4" to 3” in one minute for as little 


as one cent. 
Winute 
STOCK. BROACHES 
Om) 
For finishing Ye" to %4" square holes in one 
pass in cast or drilled bore. 
® 
Wiuute Wan 
HEXAGON BROACHES 
(Geanocedeeeceennneenenocnoes 


For finishing 4%" to 3%” hexagonal holes in 
one pass in cast or drilled bore. 


Winute Wan? 
ROUND BROACHES 
he nernereteteetetetat — 


For finishing 44" to 1” round holes in one 
pass in drilled bore. 











duMont TOOL BITS | 





= 


Hold a keener cutting edge longer due to 
“balanced” toughness, red hardness and 
wear resistance. High speed, ground 
square and rectangular. 


L | nacnere ances | 
MAGNETIC BASES 








Hold dial indicator gages — 
save set up time. Alnico 
magnet has 50 Ib. grip on all 
four sides. 360° horizontal 
swing, 180° vertical swing. 


STOCK DELIVERY 
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designed to solve a universal maintenance problem 





MANUAL IMPACT WRENCH— 
loosens the tough nuts 
power wrenches can’t budge! 


‘SWENCH 


Mode! 750—for bolts 4" to 14" * Model 1000—for bolts %" to 1%" 
Mode! 1600—for bolts 1%" to 24%" 


®@ Loosens “frozen” nuts in seconds 
@ Tightens nuts to maximum practical tightness 


SWENCH is an entirely new concept in wrench design. 
It is the world’s only manual impact wrench. 

NEW SPEED— Nuts that had to be burned off 
can now be “SWENCHED off”— with unbelievable case 
—by one man—in a matter of minutes. 


NEW EASE—Only SWENCH in its torque class is truly 
portable . . . lets you take the wrench to the job—any- 
where—with no auxiliary equipment, no power con- 
nections. 

NEW SAFETY— With SWENCH there's no back-break- 
ing, knuckle-knocking struggle . . . no dangerous handle 
extensions . . . no sudden release of a frozen nut... no 
shock transmitted through the handle. 

NEW POWER—SWENCH, size for size, gives greater— 
and more effective—torque than power wrenches . . . 
multiplies torque applied to handle over 1500°, (yet all 
SWENCH's power is built into the wrench itself). 

NEW ECONOMY—SWENCH saves in many ways... no 
auxiliary equipment to maintain and man, no costly up- 
keep on the wrench, no man-hours fighting frozen nuts 
—and SWENCH costs less than half as much as wrenches 
with comparable impact power. 

NEW VERSATILITY—One SWENCH can handle more 
bolt sizes than any power wrench . . . loosening or tight- 
ening requires no special adjustments. 

NEW TENSIONING ACCURACY— Precise tightening is as- 
sured with SWENCH, following simple instructions. 
Write for further information and a quick and con- 
vincing demonstration. 


“When you're up against the tough nuts... 
Don't wrench it ... SWENCH it!” 





MARQUETTE DIVISION 


CURTISS 6&4 WRIGHT 


CORPORATION « GALEWOOD DRIVE, CLEVELAND 10, OHIO 
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Long Arm Radial Saw 


Increased capacity for faster, more 
accurate cutting, lower production costs 

“Long arm” radial saw provides 
extra capacity for fabricating roof 
trusses, wall panels, closet units, 
kitchen cabinets and interior parti- 
tions on a production basis, maker 
claims. Stated features include: 
longer track and overarm for in- 
creased left-hand miter capacity, 
greater cross cut capacity; double 
overarm construction; individually 
adjustable “Micro-Set” miter stops; 
enclosed lifetime trackways; up- 
front operating controls and adjust- 
ments. Capacities are: cross-cut- 
one-in stock, 24in; maximum rip 
capacity, 36-in; maximum depth of 
cut, 42-in; and dado capacity with 
10-in dado, 14-in wide. 

Rockwell Mtg. Co., Delta Power 
Tool Div., 474 N. Lexington Ave., 


Pittsburgh 8 


a 


Slotting Cutters 


For narrow slotting, slitting where shank 
type cutter replaces arbor-type saw 

Narrow width Woodruff style 
slotting cutters, in a wide range of 
sizes, can be set up faster and are 
ideal for cutting slots, grooves, re 
cesses etc. into inside diams., cavi- 
ties, pockets, recessed areas etc., 
where slotting saws can’t be used 
because of arbor interference, 
maker claims. In diams, from 4 to 
l4-in, widths from .020-in to 7/32- 
in, slotters have 4-in shanks, 2-in 
under the head. Right hand cut is 
standard. 

Quality Tool Works, 322 S. Elm- 
wood Ave., Waukegan, II. 





TEAMWORK TELLS THE STORY... 





a 
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takes twenty-five and then some... 


---to earn this plaque. It's our way of expressing our 
appreciation to the members of our industrial distributor 
team who have handled the Rex product lines for 25 
years. 


It means much more than just a period of years. It 
represents a quarter century of outstanding service to 
customers...of sound, progressive management...of 
close-knit teamwork between distributor and manu- 
facturer. Without these, there could be no 25-year plaque 
...neither of us would still be around to award or receive 
this “symbol of service”! In 1960 11 Rex Distributors 
will become members of this exclusive group. 


This is probably the most outstanding example of 


teamwork in action...the close cooperation between dis- 
tributor and manufacturer that results in more efficient, 
profitable operation for both. CHAIN Belt Company, 
4622 W. Greenfield Ave., Milwaukee 1, Wis. In Canada: 


CHAIN Belt (Canada) Ltd., 1181 Sheppard Ave. East, 
Toronto. 


® 





CHAIN BELT COMPANY 





Industrial Distributors: 


DALTON 


GEARS: SPROCKETS 
COUPLINGS AND 
TORQUE LIMITERS 


Combines with angles to provide 

strong, load-bearing ramps, floors, 

catwalks, etc. 
Open steel plank, pressed from 

single slab of 16 gage mild steel, is 

available in 44 or 6ft. lengths, each 

9-in wide. A single-bolt fixing plate 

makes assembly fast and simple, 


maker claims. Finish is grey stove- 


+ enamel over phosphated steel. Gal- 
Pm | vanized finish optional. 


Dexion Inc., 39-25 62nd St, 
Woodside 77, N. Y. 


You can tap this profitable source of extra 
sales with production orders of DALTON 
gears, sprockets, couplings, torque limiters and 
roller chain offered through Industrial Distrib- 
utors to OEM at OEM price levels. Rigid 


adherence to all specifications. 


Send us 
« your inquiries 
r ‘today! 


f Complete DALTON 5 
« ® stock sprocket catalog wd Lockerbasket 


and discount schedules a Provides secure, sanitary, ventilated 
se ¢ available. "| overhead storage of clothing, effects 
- 





Coat hanger attached to locker- 
basket permits garments to hang 
naturally, yet the design of the 
hanger prevents garments from slip- 
ping when unit is in an elevated 

m position, maker claims. 
gearco pany Moore Co., 1036 Quarrier St., 
1750 HENNEPIN AVENUE « MINNEAPOLIS, MINN. Charleston, West Va. 
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Look for this marking when you buy steel pipe 


It spells two important 
advantages for you: 

1. Pipe made in the United States of 
America must meet the high product 
standards set by definite technical 
specifications established for all pipe 
manufacturers. When you buy Amer- 
ican-made steel pipe, you know 
you're getting a fine, standard prod- 
uct with good working characteris- 
tics and assured long life that will 
mect specified service requirements. 


2. The Spang CW Steel Pipe mark- 
ing indicates that extra measure of 
quality. When you buy Spang, you 
know you're getting a product that’s 
carefully controlled during manufac- 


turing and thoroughly tested and 
inspected before shipping to assure 
you of a top-quality product, uniform 
throughout, for fast, economical, 
trouble-free installations, 


Don’t take chances by making 
second-rate installations with ques- 
tionable foreign imports, It’s worth 
your reputation to buy Steel Pipe 
made in USA. It pays in the long run! 

Look for this Spang marking on 
your next pipe order. You can’t buy 
a better pipe! Your local Spang 


Distributor c an at 
give you top- of tronghh 
quality service. a J 


Give him a call! 





New “Made in USA” marking on Spang CW 
Galvanized Steel Pipe is applied after pipe has 
been quick-quenched following galvanizing. 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 
Subsidiary of Armco Steel Corporation bv 
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MACHINE TOOL DIVISION 
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Spindle Assemblies 


Convert most drill presses to precision 
turret drilling machines at little cost 

Precision spindle assemblies are 
announced as standard equipment 
on all of company’s models of 4 and 
5 position turret drilling heads. Each 
spindle is mounted on two pre 
loaded ball bearings with zero clear- 
ances for greater rigidity, accuracy 
and longer life, maker claims. 

Chicago Quadrill Co., 1846 Busse 
Highway, Des Plaines, III. 


Heavy Duty Drills 


For precision drilling where 
correct speed is prime factor 
Series of six heavy-duty drills 
added to company’s line feature full 
ball bearing construction, light 
weight (54 to 53 Ibs.) and in 
creased power, maker claims. In 4 
to 3-in sizes, drills cover a wide range 
of applications in industrial produc- 
tion, factory maintenance, electri- 
cians, plumbers, metal workers etc. 
Porter-Cable Machine Co., Syra- 
cuse 1, N. Y, 





Men at work! Written tests at H-R distributor schools 


questions. Distributor representatives attend for a 


make sure each candidate knows the answers to tricky | week—in beginner, advanced, or refresher groups. 


FUNNY WAY TO MAKE MONEY? 


Distributors pay to go to H-R school... 


Don't get us wrong. We don’t ac- 
tually charge tuition for our dis- 
tributor schools. 

But distributors’ representatives 
do pay their way to and from 
school— which, our western friends 
tell us, can come to a nice tab. 

Why do distributors send valu- 
able men to us for a week? Because, 
knowing the big H-R product line 
more thoroughly, they can apply 
it better in solving customers’ own 
problems. Seeing H-R products 
made and tested, they can better 


because it pays off for them! 


relate H-R product quality to cus- 
tomers’ specific needs. Discussing 
field conditions with product man- 
agers, engineers, and other repre- 
sentatives, they can add greatly to 


their own hard-won experience. 
This extra knowledge means 
money in the bank for Hewitt- 
Robins distributors. Once you get 
to school, it’s free. Come and get it! 


For complete information write Hewitt-Robins, 
Stamford, Connecticut. 


HR 
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RUGGED 


for parts protection 
and packaging 


—— 
— “=—S 


yi " Shuford’s vo 
/ SHU RTAPE. 
RP-32 


~ Flatback heavy-duty packaging 
be and holding tape 


, - 


S@neea ee 


ot 


Made for heavy duty use. Has 
extra strength, extra heavy ad- 
hesion, excellent resistance to 
abrasion. Adheres instantly, 
seals perfectly, strips clean. Re- 
sists oil, water and solvents. 


Use rugged Shuford’s SHuRTAPE RP-32 for protection of 
machined parts in storage, in transit, and during buffing, 
drilling or welding operations. Also for reinforcing and clos- 
ing shipping containers and packages. 


Write for full information to 





CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS + WEATHER STRIPPING 
COTTON & RAYON YARNS «+ EXTRUDED PLASTICS 








World's Lergest Menufecturer of Cotton Cordoge 
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Soft Blank Top Jaws 


Of low carbon steel easily carburized 
and hardened; processed to resist rust 

Complete line of soft blank top 
jaws, in sizes and shapes for all 
chucks made to American Stand- 
ards, includes medium and heavy- 
duty types in standard, extra-high 
and long pointed jaw construction 
for tongue and groove mounting. In 
medium-duty line, top jaws for 
chucks 18in and larger are inter- 
changeable with heavy-duty type. 
Company also offers soft blank top 
jaws and master keys for mounting 
on serrated master jaws. 

Skinner Chuck Co., New Britain, 
Conn. 


Mountings 
Permit installation of even heaviest 
machines without bolting, 
lagging problems 
Additions to company’s line of 
mounts include a small, leveling 
model for use on office machines 
and similar equipment, and a family 
of “do-it-yourself” mounts said to 
combine all the features of com- 
pany’s Level-Rite units with advan- 
tages of custom installations. Units 
will hold any machine in place per- 
manently, but can be removed with 
no damage to floor or equipment, 
maker claims. Units are also said 
to promote permanently precise lev- 
eling, reduce machine wear and tear 
from vibration, and cut worker 
fatigue. 
Unisorb, 210 South Street, Boston 
11, Mass. 





It’s what’s 


up here * 


that helps you! 


His size and shape hardly matter. 
His knowledge, skills, 

and experience definitely do. 
That’s why every 

Hewitt-Robins Field Engineer can 
help you sell more conveyors, 
screens, power transmission 
equipment, and hose. 

Consider: 

e Factory training. 

e Marketing experience. 

e Distributor service. 

e Customer service. 


Want real action? 

For top profits, add the 
H-R Field Engineer 

to your sales team! 


Why not call the H-R Field Engineer 
in your area and see for yourself? 
Hewitt-Robins, Stamford, Connecticut. 
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may we send you 


with our compliments 


a copy of 
Getting Leads for 


Salesmen 


th 


This booklet, soon to be ready, will give you six 
quick case histories of low-cost, lead-getting 
promotion — 


How “prospecting” brought leads from 
interested prospects as fast as salesmen 
could follow them * How increased volume 
operates to reduce sales cost * How big 
territories were covered faster * And how 
sales managers were able to control and 
direct their sales forces to better results 
than ever before. 


You are sure to get ideas useful for the profit 
and prosperity of your business. 

The booklet will be sent to catalog users 
without charge or obligation. Ask for your copy 
to be sent as soon as available. 


Advertising Department 


R. R. Donnelley & Sons Company 
THE LAKESIDE PRESS 


350 East Twenty-second Street 
Chicago 16, Illinois 
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Two electric motors have mount- 
ing flanges and shaft extensions on 
both ends to which pumps will be 
directly mounted. Each motor rated 
at 350 HP, 1160 rpm, and designed 
for operation on 3}phase, 60-cycle, 
440 volt systems. Drip-proof motor 
enclosures have ventilating openings 
located and shielded to provide 
splash proof protection. Endplates 
in two sections. 

Wagner Electric Corp, 6400 
Plymouth Ave., St. Louis 14, Mo. 


Hold large or irregular shaped work 
pieces otherwise difficult to hold 
Plate type lathe milling attach- 
ments, Nos. 250P and 400P, hold 
work pieces difficult to hold in ordi- 
nary vise type milling attachment, 
maker claims. No. 250P has a 
6 x 6in plate and the No. 400P has 
a 9 x 9in plate, both slotted and 
machined. Vertical feed in thou- 
sandths is provided on each attach- 
ment by means of a micro-screw and 
graduated dial. Attaches fast and 
easily, maker claims. 
Chicago Tool and Engineering 
Co., 8383 S. Chicago Ave., Chicago 
17, Il. 








JOHNSON AIR COMPRESSORS 


> 38 POWER-PACKED MODELS FOR EVERY INDUSTRIAL USE— 
PAINT TOUCH-UP, COLOR ZONING, BUILDING AND GROUNDS MAINTENANCE 





Johnson makes a wide line of compressors and accessories — 
provides one dependable source of air for all your needs. 


Johnson air compressors are built to the same high quality 
standards that have made the Johnson name famous for 
precision pneumatic equipment throughout the world for 
75 years, Result: compressors that deliver more air volume 
per pound pressure per horsepower per dollar! 
Territories now available. Write today, 
RED HEAD — operates on % hp motor, 
gasoline engine, or power takeoff. De- 


livers full 1.8 cim of sir end 50 psi, yet 
weighs under 30 pounds. 


POWER AIRE — Self-contained, compact 
unit has % hp direct-drive, capacitor 
type motor. Delivers 1.8 cfm and 50 psi. 


THE “200” SERIES — Laerge capacity THE “400” SERIES — Heavy-duty 
piston-type units handle any air require- piston compressors deliver up to 2.8 
ment up to 1.0 cim at 90 psi. Available cfm of air and up to 125 psi. Avail- 
with or without storage tank. bie with horizontal or vertical tank, 


ee 


JOHNSON SERVICE COMPANY 
WRITE TODAY FOR ‘ : 2 Compressor Division, Dept. BL 


NEW CATALOG o | ; ie agape , Wisconsin 


describing the complete line 
of Johnson Air Compressors 
and accessories. 
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IN EXPERIENCED HANDS... 


_—w 


that’s where 
you Il find 


@ All types of industrial brushes are 
available from this one source. Replace- 
ment business is exceptionally good. 
Whether your customers order a few 
or in quantities of any type the quality 
throughout the line is of the same high 
standard. 

When you need custom-made indus- 
trial brushes for your customer's specific 
needs, Milwaukee cooperation and 
quality, mokes permanent customers 
for you. 


@ Send for descriptive literature 


@ Production Brushes for power use 

@ Production Brushes for hand use 

@ Brushes for various maintenance 
needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 
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MILWAUKEE 45, WISCONSIN 





Wide flame range eliminates changing 
of tips for various torch capacities 
Torch, No. 25, has flame which 
ranges from a pencil point flame 
three inches long to a lapping 12 
inch flame, 14-in in diam. Flame 
is said to have excellent wrap-around 
qualities and be ideal for soldering 
copper pipe fittings up to three 
inches. Other stated claims: flame 
lights instantly, won't blow out in 
wind, is non-oxidizing and has an 
even temperature that climinates 
hot spots in soldered fitting. 
Insto-Gas Corp., 998 E. Wood- 
bridge, Detroit 7, Mich 


Two-Ton Hoist 


For use on cranes, booms, derricks, 
material elevators, other equipment 
Portable 2-ton hoist (Model 2T) 
weighs only 100 Ibs., mounts in any 
position and with a single line, and 
will handle a 4000 Ib. load with 
ease, maker claims. Double line 
capacity (two men) is rated at 5000 
Ibs. Over-all dimensions: 10 5/16 
in high x 21-in wide by 15-in. Cable 
capacity ranges from 75-ft. of #-in 
wite rope to 450-ft. of 4-in rope. 
Sasgen Derrick Co., 3101 West 
Grand Ave., Chicago 22, Ill. 





HIiX-HERAD 
CAP SCREWS? 


We've got them! 


Two basic types... low-carbon bright 
... high-carbon heat-treated 
A full size range... coarse or fine threads 
Call the nearest Bethlehem distributor 
for prompt delivery. 


= BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Forged stainless steel 150 Ib. ee wer W-S Fittings on tank piping at E. R. 
Brunswick, N. J. 


Squibb & Sons plant, New 


To Beat 
Corrosion’s Bite 
—W-S FORGED 150 LB. STAINLESS FITTINGS 


They're ideal for standard pressure 
services (300 p.s.i. cold, non-shock 
and 150 p.s.i. steam pressure) requir- 
ing corrosion resistance or toughness 
at low temperatures. 

But maybe your next installations 
call for forged aluminum fittings, or 
forged carbon steel fittings, or forged 
stainlese and alloy fittings for higher 


FORGE AND 


PORTER 


pressures. W-S specializes in design- 
ing and making them all to top stand- 
ards of safety and high strength . . . 
with outstanding resistance to shock, 
heat, vibration. 

For specifications and distributor 
locations, write Forge & Fittings 
Division, H. K. Porter Company, 
Inc., Box 95, Roselle, N. J. 


FITTINGS DIVISION 


— at higher temperatures, 
have high ultraviolet resistance 
Instrument tubing harness, called 
Poly-Cor, features special formula- 
tion all-black polyethylene core 
tubes that permit operation at 
higher temperatures, have high ul- 
traviolet resistance. Core tubes are 
wrapped with Mylar tape, covered 
with extruded vinyl sheath to pre- 
vent penetration by vinyl plastic- 
isers, insure against external pene- 
tration of chemical agents, keep 
tubing bundle flexible, provide pro- 
tection against impacts. Available 
in tube combinations of 2, 3, 4, 5, 
7, 8, 10, 12, 14, 19 and 37 core tubes. 
Normal sizes of core tubes are } 
O.D. x 040-in wall, and 3 O.D. x 
.062-in wall. In lengths to 1000 ft. 
and over. 
Dekoron Products Div., 
Moore & Co., 


Samuel 
Mantua, Ohio 


: | 


Pe ae 
Adjustable Sembee 





Grooves in spring-load knurl mesh with 
teeth in wrench body to hold openings 

Line of adjustable wrenches, fea- 
turing “Clik-Stop” positive auto- 
matic locking action, are forged from 
alloy steel and streamlined with ex- 
tra thin heads, maker claims. Deep 
jaw construction is said to assure 
efficiency in handling all types of 
nuts and bolts. In chrome plated 
or black finish, and 4, 6, 8, 10, 12 


H. K. PORTER COMPANY, INC. 


PORTER SERVZS INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 


and 16-in sizes. 
Vichek Tool Co., 3001 East 87th 
St., Cleveland 4, Ohio 
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TREMENDOUS TRIFLES: 


a simple j 
number & 


We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 

We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 
We know it can make your inventory 
easier. Buyers will always get the 
right tool, not something that happens 
to look like what they ordered. 

Even inexperienced warehousemen 
can fill orders without guesswork. 

We doubt this number would be 
greatly missed if we were to eliminate 
it. It would make our job easier — 
but yours tougher. 


That’s why it will stay there. 


WARREN-TEED’® TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 





Where weight is a factor, recommend 
the Aluminum Peerless Packet Hoist 





There are many hoist applications where portability is a major requirement. 
Among these are construction work on new buildings and existing struc- 
tures and maintenance work in industrial plants, institutions and commer- 
cial establishments. When calling on these types of customer, it will pay 
to mention the Aluminum Peerless Packet Hoist. Like the all-steel model, 
this unit is strong, safe and efficient but weighs much less. Here are the 
weight comparisons for standard lifts 








CAPACITY 
(Net Tons) 


ALUMINUM PACKET 
(Weight, Ib.) 


ALL-STEEL PACKET 
(Weight, Ib.) 





% 
1 
2 


29% 
32 
53 


50 
53 
73 











Send for more information about the Peerless Packet Hoists (both alumi- 
num and all-steel), the rest of the Harrington Peerless line of hoist products, 
and the sales policy backing these products. And it may interest you to 
know that a few territories with good profit potential are still available. 


THE HARRINGTON COMPANY 


Piymouth Meeting 11, Pa. 


Hand Chain Hoists (4 to 60 tons) « Electric Hoists (170 to 4000 Ib.) © Trolley Hoists (% to 12 tons) 
Trolleys (% to 20 tons) @ Lever Pullers (4% to 1% tons) 
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Provide power screwdriving and nut 

running at minimum investment cost 

Two positive clutch drivers—the 
model 139 and reversing model 140 
—are built for light to heavy produc- 
tion use, plant maintenance and all 
types of installation work including 
electrical, heating and air condition- 
ing. Stated features: positive clutch 
delivers powerful torque and stays 
engaged as long as pressure is ap- 
plied by operator; both models have 
trigger switch, pin for locking in 
“on” position, die case aluminum 
housing, quick change finder, ball 
thrust and sleeve bearings. Model 
140 has reversing switch mounted 
on top for fast disassembly work. 
Both models have capacity for No. 
10 wood and self-tapping screws and 
No. 12 machine screws and nuts. 

Skil Corp., 5033 Elston Ave., Chi- 
cago 30, Ill. 


Electronic Adjustment Device 


Automatically compensates for buff 
wheel wear in high production 
operations 


“Packaged” electronic adjustment 
device, called Adjusta-Matic, is in- 
cluded with all of company’s polish- 
ing, buffing and deburring machines 
and can be easily installed on units 
currently in the field, maker claims. 
By setting the optimum amperage 
range, within which the greatest effi- 
ciency of operation is achieved, this 
level may be continuously held with- 
out alleviation from the operator. 
Device is said to result in reduced 
wheel wear, provide a more uniform 
finish at lower compound cost. 

Packer Machine Co., 456 Center 
St., Meriden, Conn. 





ST | i 


| 


The brazing operation is 

most critical in the manufacture 
of carbide tipped tools. Clean, 
true recesses, proper amount 

of bonding alloy, exact placement 
of tips, correct application 

of heat and pressure, all are 


essential to a perfect bond. 


as his 


At Greenfield, 
close adherence to these 
manufacturing standards, careful 
selection of materials plus 
close supervision and inspection, 
assure a quality bond. 

Yes, this craftsman’s work 


is as good as his bond. 





THE EXTRA MAN ON YOUR SELLING TEAM 
— YOUR FLEXIBLE REPRESENTATIVE! 


Here's another exemple of Flexible’s “user contect progrom™ in action: Mr. Lowell Lynde, Service Engineer, Barber- 
Greene Company, gets first hand information about the new Flexco Finger Board Templet from a Flexible representative. 


Flexible's field organization covers every industrial area in the 
U.S.A. and Canada—wherever conveyor belts and V-belt drives 
are in operation. Each representative is a factory trained belt 
fastener specialist and can be of considerable help to you when 
a customer has a difficult belt splicing or repair problem. He 
is also available to help at sales meetings . . .give technical 
assistance .. . make certain calls with your own sales personnel. 
The rest of his time is given to making field contacts, dem- 
onstrating Flexible products to your customers and expand- 


ing your sales for... 


@ FLEXCO H-D BELT FASTENERS 
@ FLEXCO HINGED FASTENERS 
@ TURTLE FASTENERS 

@ FAR-PUL BELT CLAMPS 

@ ALLIGATOR V-BELT FASTENERS 
@ ALLIGATOR BELT LACING 


FLEXCO’ 29-PAK 


m : ee 


Flexco "25-PAK" contains 25 complete sets of fasten- 
ers (bottom and top plates, clips, nuts and bolts) .. . 
enough fasteners to join common belt widths. For 
example: one "25-PAK," size |'/2E, will join a 36” belt. 


EASY TO STORE, INVENTORY AND SHIP! 
WRITE FOR BULLETIN F-113 


STEEL LACING COMPANY 
4633 LEXINGTON STREET + CHICAGO 4, ILLINOIS 
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‘ nae Ss bebe Mink Mite 
Submergible Pump 
Designed for quick 
disassembly, field servicing 
Submergible pump can be disas- 
sembled and serviced in field with 
three ordinary hand tools, maker 
claims. Stated features: Any inner 
component can be reached with 
only an open end wrench, Phillips 
screw driver and Allen wrench; has 
no soldered joints; stainless steel 
outer jacket and screen resists cor- 
rosion and acid waters; greater 
strength is afforded by impeller 
stages driven by stainless steel shaft 
with six splines; uses Franklin water- 
filled motor for fast servicing. In 4 
to 3 HP sizes. 
Clayton Mark & Co., 1900 Demp- 
ster St.. Evanston, Il. 





Safety Gogg 


For dust and 
splash conditions 
Safety goggle features soft, flexible 
frame which cushion-fits to face. All 
plastic vents—open louvered front 
and rear for dust conditions and 
open louvered rear only for splash 
conditions—are said to eliminate cor- 
rosion and electrical contact prob- 
lems and provide greater ventilation 
and visibility. In clear or green 
frame with clear or green single lens. 
Welsh Mfg. Co., 55 Magnolia St., 
Providence, R. I. 


VV Ad Se ee ee 


METAL CUTTING BAND SAWS 


MODEL 49-A MODEL 312 Roto-Veyor 


Duel purpose economy sew. specifically for Wells 
Use it os on upright or o hori- 1200 chi For i 
tente!l bend sew. C ity feeding on Model 1000 and 
3%” = 6". Wheels ond hondle Ne. 8 pivoted type sows, 
optional. Model WIK is available. 








Each Wells Saw is designed to perform every cut-off job 
within its range . . . quickly . . . accurately . . . economically. 
Wells Band Saws cut continuously at a higher level of 
efficiency by reducing cut-off time and saving material . . . 
the thin band blade removes a minimum of stock. 


All controls are conveniently located, making the opera- 
tion of Wells Saws simple, practical, and easy to learn. 
Blades are stabilized by ball bearing guides and rigid sup- 
ports, adjustable for capacity. In on-the-job tests, hundreds 
of duplicate pieces have been cut on Wells Saws with less 
than .005” variation. 


Outstanding performance, quality and big value are 
yours when you buy WELLS. Write today for NEW 
BULLETIN 4-C, or see your Wells Distributor. 


WELLS MANUFACTURING CORPORATION 
606 Adams Street, Three Rivers, Michigan 
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WHY COMMANDER MULTI-DRILLS 
ARE 
EASIER 
10 
SELL! 


MULTI-DRILLS are self-liquidating adjustable multiple 

spindle drill press attachments for production drilling. 

They multiply the speed, efficiency and production of 

men and machines many times over. They can quickly 

pay for themselves—often in the first week of operation. 
MULTI-DRILLS are available in many models designed 

to drill from 2 to 15 holes (and more) at one strike of a 

drill press. Thousands of MULTI-DRILLS in use today 

are proving that the user can save time and money by multiple drilling 
with a Commander Adjustable MULTI-DRILL. 


MFG. CO. 


4218 WEST KINZIE STREET . CHICAGO 24, ILLINOIS 





7 
ovision of OCf moustmes | 


pmecoeroeates ' 
Sept. U-10, P.O. BOK 2117, HOUSTON. = y 
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Valve 


Economical; for high 
pressure applications 

Series 5000 Needle Valve is opera- 
tion-rated for 10,000 psi. Stated fea- 
tures: valve stem can’t blow out or 
back out under pressure, because in- 
side neck threads are integral part of 
one-piece forged carbon steel valve 
body; stem is of corrosion-resistant 
stainless steel; stem threads are 
rolled for added strength and turn- 
ing case; stem protrudes through a 
wrench tightened nut which won't 
come loose; Teflon backup ring pre- 
vents dirt or contamination from 
entering valve; “O” ring stem seal- 
ing prevents leakage; valve is de 
signed with a minimum four-to-one 
safety factor, making it adaptable to 
high pressure applications in oil 
held equipment, refineries, and on 
test and instrument pancls. 

Dragon Engineering Co., Nor- 
walk, Calif. 


aan 





Office Machine Table 


Provides space to handle average of- 
fice machine as well as books, papers, 
etc. 


Office machine table is 36 in. 
wide, 2l-in. deep and 26in. high. 
Finished in gray baked on enamel, 
has heavy duty gray linoleum top 
trimmed with beveled stainless steel. 
Panel type legs have adjustable feet 
for easy leveling. 

Lyon Metal Products Inc., 8 Plant 
Ave., Aurora, Ill. 





Manual Impact Wrench 


Enables anyone to handle toughest 

bolting jobs with ease and safety 

“Swench” wrench is a simple, 
compact, light weight, completely 
self contained hand operated. 
ratchet type impact wrench which 
uses automatically delivered, spring 
actuated, rotary hammer blows to 
produce tremendous magnification 
of torsional force manually applied 
to handle, maker claims. Further 
use is made of this impact principle 
to give user precise control of the 
magnified force to a nut or bolt. 
Maker claims wrench can be used 
for applying brute force to loosen 
a frozen nut or be switched to 
precise task of tightening a bolt 
to desired tension with greatly re- 
duced manual effort. Also is said 
to improve safety and increase range 
of bolt sizes which can be handled 
by one wrench. Needs no power 
supply or auxiliary equipment 

Curtis-W right W ood 
Ridge, New Jersey 


Corp.. 


ba. 
Right Angle Heavyweight 
Delivers 8 HP at 1100 RPM, needs lit- 
the maintenance, even under peak 
loads 
Right angle power pack weighs 18 
Ibs., has a shaft diam. of 1-in., shaft 
extensions of 2}-in. Housing dimen- 
sions are 64 x 8} x 4in. Features 
spiral bevel gears, double sealed ball 
bearings and stainless steel shafts. 
Crown Gear Div., Harrington & 
Richardson Inc., Worcester 10, 
Mass. 


to increase repeat profits on every call...remember.. 


they 
always 
need 


more 


CSBOR™ 
power 
brushes 


Extra income for the as .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat oe 


Buyers ony A ime Osborn brand . 
acceptance he sell faster, ee. 
effectively. A onl Bone lh mone 
tration paves the way fcr every cal yen 
oe 


genuine valve... because 

is Ne eeill The best buy in the long 

uality is and users both rate Osborn 
Cousies as superior buys. 


You assure re at orders . . . with 

"s line of quality brushing tools 
because eatiefied™ buyers always come 
back for more. 


Add it up—extra Bi wee is yours for 
the asking a Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, C nd 14, Ohio, 


OsbouB 


METAL FINISHING MACHINES... AND FINISHING METHODS 





POWER, PAINT AND MAINTENANCE BRUSHES « FOUNDRY PRODUCTION MACHINERY 
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For converting planers, other machines 
to fast, economical carbide milling 
Model AS adjustable speed mill- 

ing spindle has an adjustable speed 

range from 10 to 25 HP. Top oper- 

ating efficiency is obtained with a 

geared, changeable timing belt 

which produces a cushioned and 
positive spindle drive. Spindle is 
mounted on heavy duty precision 
roller bearings; has a 6-inch quill ad- 
justment; weighs less than 1200 Ib. 
in 10 and 15 HP models. 
Futurmill, Inc., Pontiac, Mich- 


Circular Saw 


For both plywood 
and solid wood 


Double-duty “A-80” circular ply- 
wood saw will cut up to 14-in ply- 
wood and up to 3-in solid wood with 
glue-joint smoothness and less noise, 
maker claims. Features side clear- 
ance grinding and heavy beveled, 
filed teeth for faster, splinter-free 
cutting. Furnished only in Sin 
diam., 16 gage with 80 special teeth 
and #-in hole bushed to 4-in. 

Atkins Saw Div., Borg-Warner 
Corp., Indianapolis 25, Ind. 














Wet-Dry Vacuum Cleaner 
Versatile and adaptable to 
virtually every cleaning need 
Heavy duty wet-dry vacuum 
cleaner features a demountable 
motor that readily converts into a 
compact blower unit, a portable 
vacuum cleaner which straps on an 
operator's back and a large capacity 
vacuum cleaner for use with a stand- 
ard 55-gallon drum. Available with 
a choice of three interchangeable 
motor units that develop 3, 1 and 
14 HP. 
Clarke Floor Machine Co., Mus- 
kegon, Mich. 


Reet = 


Helical Geared Speed Reducers 


Provide wide selection of ratings 

in 1/6 to % HP input range 

Model 221 “Optimount” reduc- 

ers and ratiomotors are available 

horizontal or vertical base mounted 

—or shaft mounted—to meet any 

mounting condition, maker claims. 

Said to meet needs for drives in 
lower power range. 

Boston Gear Works, Quincy 71, 

Mass. 


hydraulic models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX sxpsas* 


“JENNY” 
TANDARD 


JACKS HYDRAULIC HYDRAULIC 
11 Models PULLERS 


6 Model ~ 
1% te 100 ton : 
% ’ 30 to 100 tons 3 Models 


capacity 
3%” to 10” travel capasiy 


FOOT-LIFT 


caper 
5%" to 22” travel 








RE-MO-TROL PULLERS 
Solid and Center-Hole Roms 
39 Models 

10 to 300 tons capacity 





HYDRAULIC 

SERVICE and 

BUMPER JACKS 

9 Models 

1% to 20 tons 
capacity 

13%” to 19” travel 


POWERED PUMPS 
20 and 30 tons capacity 
Push-Pullers, Double and ELECTRIC, GAS 
Triple-Grip Pullers OR AIR 
6 Models 








Screw Jacks in other advertisements. 2523 Gardner Road 





Broadview, Illinois 
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FITLER 


PURE MANILA 


FITLER “STABILIZED” 
NYLON and DACRON* ROPE 
“Stobilized” makes it durable. 
FITLER POLYETHYLENE and 
POLYPROPYLENE ROPES 
for strength and Aexibility 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


ST. 1804 
Division of Columbion Rope C 





"Pp 


NEW ORLEANS 17, LA. 
* DuPont Polyester Fiber 
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YOU MAKE IT 
—WE'LL MARK IT 
Made by marking specialists, 


today’s FINEST ... There's a crayon for every marking need. 
~ +» Write for free marking data folder. Dept. ML-65 
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Decimal Radius Gage 
Checks radii of inside, outside corners 


concave, convex circles, convex sur- 
faces 
No. 75 stainless steel decimal 
radius gage in thousandths inch has 
size radius clearly marked on each 
blade. Screw in end of handle 
securely attaches stainless steel 
blades, which are hardened with 
accurate, smooth edges. Handle is 
44-in long for gaging in tight places. 
End section can be turned to any 
angle up to 90-deg. 
Lufkin Rule Co., Saginaw, Mich. 





bi ee ee ot ve 
Portable Hand Lamp 


Throws powerful, brilliant beam over 
2000 feet for maximum efficiency, safety 

“Big Beam Power House” clamp- 
on portable hand lamp, in four mod- 
els, has the following stated features: 
“balanced grip” handle; lightweight, 
74 volt dry cell battery; clamp-on 
mounting plate which completely 
overlaps battery top and protects 
terminals from dirt, moisture, hard 
knocks. In two-bulb and sealed beam 
units. 

UC-Lite Mfg. Co, 1050 W. 
Hubbard St., Chicago 22, Ill. 








Aluminum Hand Hoists 


Use aluminum in non-load carrying 
components to decrease weight 
Series of “Safeway” hand hoists 
have load bearing parts of strong, 
ductile, shock-resistant alloy steel, 
non-load bearing parts—covers, hand 
chain, chain guide and nut etc.—of 
aluminum. Hoist is self lubricating, 
requires only an occasional refilling 
of oil reservoir. Available in capaci- 
ties of 4, 1, 14, 2, 3 and 4tons. 
Weight ranges from 35 Ibs for 
smallest to 117 Ibs. to largest hoist. 
American Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge 
port 2, Conn. 


a 
3 


| 
| 
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Grinding Wheel 


New shape eliminates jitter and 
bounce, reduces operator fatigue 
“Koolie Hat” grinding wheel, de- 
signed to speed weld grinding, is 
dish-shaped to permit holding the 
wheel at a lower angle to work, 
achieve better control over grinder, 
maker claims. Available in two 
diams., 7 and 9 in. and }-in. thick. 
Wheel cannot wear thin, 
claims. 
Bay State Abrasive Products Co., 
Westboro 2, Mass. 


maker 





prospects : 


Rugged, strong construction — For 
example, the extra-heavy kingpin (©); 
the projection-welded ball-cup and horn 
@®)—fusing them into one durable in- 
tegral unit. “H99” is designed to take 
the abuse of continuous duty under the 
toughest conditions. 


Easy swiveling is provided by full 
double-ball-race construction with 
curved, fully case-hardened bearing 
surfaces (©). Note accurately machined 
stud-washer (8) locked tight around 
king pin to form a hardened, curved 
bearing surface. Grease retainer (A) is 
standard on 5”, 6” and 8” sizes. 


Wide customer choice of types: You 
can recommend an “H99” caster for 
almost every application. They come in 
plate construction, with lubricant seals, 


This symbol appears 
regularly in 
our advertising. 
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There are good reasons, Mr. Distributor Salesman, for the customer prefer- 
ence that has made the medium-duty Bassick “H99” the largest selling 
general-purpose, high-quality truck caster on the market. Here are some of 
the major reasons—high-quality features you can use to increase still further 
your sales of this outstanding caster. Tell them to your customers and 


with Bassick Floating hubs, thread 
guards for textile plant use and a wide 
variety of stems, threaded pipe sockets, 
swivel locks and wheel brakes, 


Wide customer choice of wheels, 
from 3” to 8”, including Atlasite (com- 
position), Canaphin (phenolic), and 
semi-steel in hard treads, and Baco 
(soft rubber), Alcore (aluminum core, 
rubber tread), and steel side-plate with 
demountable rubber tires. 

Recommend popular “H99” swivel or 
companion “H98” rigid casters for hand 
trucks, platforms, portable racks, as- 
sembly and maintenance stands, service 
carts, and laundry, receiving, stock and 
other trucks. You'll increase sales and 
customer satisfaction in almost every 
kind of industrial plant, warehouse, or 
institution, °.26 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 











Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Vaives, inc. 


When you decide to stock a 
certain product line, what ques- 
tions do you ask yourself about 
the product? What’s the market 
in my area; what's the reputa- 
tion of the manufacturer; can I 
make a good profit from his 
product? These may be some of 
the questions you would ask 
yourself. But there are some 
other important points you may 
not have considered. For in- 
stance, is it a quality product 
that stands out against its 
competition? 

QUALITY MANUFAC- 
TURE is a claim you invariably 
hear. What manufacturer 
doesn’t think of his product as a 
“quality” product? And yet, the 
real test of quality is how well 
the product performs as claimed 
and how well it holds up in 
service. And it doesn’t take long 
for the customer to form his own 
opinion about the validity of a 
claim to quality. 

But in the case of Edward 
valves, you have a product that 
is unquestionably manufactured 
with the best of materials and 
built to the most advanced and 


rigid specifications. Edward 
valves are made in a plant that 
attracts industrial executives 
from all over the world .. . 
visitors who come to observe 
and study a variety of unique 
Edward production techniques. 
And because Edward valves are 
made under superior manufac- 
turing conditions, they do hold 
up in the field; and they do 
perform as claimed. And this 
fact helps you sell more valves. 
QUALITY OF PRODUCT is 
just one more good reason why 
Edward valves should have a 
strong position in your inven- 
tory. Call in your Edward rep- 
resentative for help in maintain- 
ing a working stock of these fine 
valves for your customers. Ed- 
ward builds a complete line of 
forged and cast steel valves for 
pressures to 10,000 Ibs in pres- 
sure-seal, union or welded bonnet 
construction from \ to 18 in. 
for industrial power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chi- 
cago, Ind. Subsidiary of Rock- 
well Manufacturing Company. 











One of a series of informal reports to major industrial distributors 
Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiery of Rockwell Manufacturing Company 











INDUSTRIAL DISTRIBUTION * OCTOBER, 1960 


For applications requiring 
non-corrosive metal connectors 
Stainless steel quick disconnect- 
ing coupling was developed for han- 
dling food and chemicals, can also 
be used for industrial fluids and 
gases. Stated features: connects or 
disconnects lines instantly with a 
simple “push” action, no turning 
or twisting; automatic locking mech- 
anism forms high pressure and leak- 
proof connection; Buna N seals give 
positive sealing, long service; full 
360-deg. swivel action permits easy 
handling, prevents hose from twist- 
ing; integral shut-off valve prevents 
media loss. Working pressures to 
7500 psi connected. In male and 
female end connections 4 and }-in 
N.P.T. 
Perfecting Service Co., 332 Atando 
Ave., Charlotte, N. C. 


Sheaves 


Grooved after assembly so each 
groove will be concentric with the other 

Stated features of line of multiple 
groove variable pitch sheaves in- 
clude: 360-deg. adjustment; pat- 
ented locking ring assembly; bal- 
anced so flanges don’t rotate in 
adjustment; easy to adjust by simply 
unlocking two unlocking screws, 
turning locking ring with a spanner 
wrench or punch and relocking in 
desired position; ground barrels for 
precision fit; precision bored center 
flanges for a close fit; adjusting rings 
of “Unbreakable” malleable; infinite 
adjustment giving any desired speed 
setting; fixed bore and bushed type 
using “Unbreakable” malicable 
bushing. 

Browning Mfg. Co., Maysville, 
Ky. 








ee ... 
Radial-Arm Power Tool 


Designed to accommodate demand for 
economical radial-arm power tools 





Radial-arm power tool, model 
925-E, has following stated features: 
custom built totally enclosed motor 
delivers 1.8 HP at cutting spindle; 
cam-type safety key switch actuates 
in any direction and can be removed 
when power is turned off; dual arbor 
motor shaft permits use of low cost 
right hand tools; flat bottom design 
permits 24-in depth of cut with a 
9in saw blade. Ripping capacity is 
24in. cross-cut capacity 15-in. 

DeWalt, Inc. Lancaster, Pa. 


: 
7 a cel ° _— 


Diamond Segmented Circular 
Saw Blades 


Drastically reduce 
wet cutting costs 
Line of precision designed dia- 
mond segmented circular saw blades 
is said to produce more effective wet 
cuting of concrete, sandstone, mono- 
frax, chrome, KX99, findley clay, 
granite, marble etc. Blades feature 
heavy impregnated cutting edges, 
with 14 variations of diamond 
blends, and precision machined 
gullet-type segmentations—in vari- 
able widths and heights—to provide 
proper heat dissipation. In light, 
medium, medium-heavy and heavy 
diamond concentrations, diams. 
from 8 to 36-in. and in special sizes. 
Hoffman Bros. Drilling Co., Inc., 
Punxsutawney, Pa. 





Score Profit Points with the Bigger 
Fort Worth SPROCKET LINE 


Distributors are scoring more sales and extra profit points with the 
newly expanded Fort Worth roller-chain sprocket line. 


A greatly increased range of T B and C sprockets has now added 
major new strength to the Fort Worth line. Appropriate stocks of Type 
B and C sprockets are maintained in strategic Fort Worth warehouses 
across the nation, assuring immediate service on your requirements. 
Also maintained are extensive stocks of T A plate sprockets, and 
the very popular Fort Worth QD (quicls dammoaeiabio! sprockets and 
bushings. All sprockets are made of steel. 


Fort Worth sprockets are stocked in 1,013 sizes from %” to 2%” pitch 
and from 8 to 112 teeth. There are 357 stock sizes of B and C sprockets 
with mandrel bores suitable for reboring. T A plate 
stocked in 324 sizes. QD sprockets are available without 
reboring in 332 stock sizes. 

Fort Worth alloy steel roller chain is of the highest quality. It is avail- 


able in all standard sizes and is regularly furnished in ten foot lengths, 
individually packaged. 


SEND FOR THE NEW 36-PAGE CATALOG 320 
covering Fort Worth Roller-Chain Drives, 
instructions for selecting a roller-chain 

drive, sprocket and chain 

dimensions, horsepower 

ratings and other data. 

Write to Dept. 110, Fort 

Worth Steel and Machinery 

Company, Fort Worth 1, 


Fort WortTH 


STEEL AND MACHINERY COMPANY 


V-BELT DRIVES—ROLLER-CHAIN DRIVES-—SCREW CONVEYORS—INDUSTRIAL FANS 
Warehouse stocks in Fort Worth, Jersey City, Memphis, , St. Louis, Kansas City, 
} amg Bm wallyh, gh Lately pes Prom Tagg vagy Teme Sve, By Sy - Fs . 


Inquire about Select Franchises Available Now 


ets are 
need for 
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a few ads ead: ) 


publicity stories” 





aia 







Help wanted — mastaseetOas | 


SELL “SNAPO” RIVET GUN; 

SHARE IN HUGE MARKET! 
Frankly, we’re swamped —with inquiries 
and orders! We knew we had a fine 
product a few months ago, but the 
response to a few ads and new product 
publicity stories has amazed even us! 
Hundreds upon hundreds of inquiries! 
The mailman is a little grim when he 
comes in these days. 





We're looking for some good indus- 
trial distributors who can share this 
fine market with us. Briefly, “SNAPO” 
is a riveting gun, which permits inser- 
tion and crimping of rivets from the 
same side. Automatic ejection of the 
spent nail. The gun clinches with 1,500 
pounds of force, fits the pocket easily, 
saves time and money on all fastening 
jobs. Sells for only $22.95 list. WRITE 
FOR DETAILS TODAY! 


RICHLINE COMPANY, INC 





READY TO INSTALL! 





GLOBE 


HARDENED STEEL 
MITER GEARS 


Complete with 
Keyway and set screw 


Globe’s new HMK Miter 
Gear Series eliminates 
additional machining and 
costly delays. 












Available through Leading Power Transmission Distributors 


GLOBE STOCK GEAR DIVISION 


34th and Clearfield Streets 
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. Philadelphia 32, Pa. 
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Fire Extinguisher 


Eliminates need to install variety of 
extinguishers in fire hazard areas 
“ABC Allclass” fire extinguisher 
is said to be only one approved by 
Underwriters’ Laboratories for use 
against four standard classes of fires: 
Class A—mainly paper and wood; 
Class B—burning liquids; Class C-- 
live electrical fires and combustible 
metal fires, including magnesium. 
Operates in 40 degrees below zero 
temperature, doesn’t require annual 
recharge or cartridge inventory. Ex- 
tinguishing ingredient is powder. 
Alim Corp., 11 Park Place, New 
York 7, N. Y. 


Emergency Light 
Eliminates sudden darkness 
hazard in public buildings 
Battery-operated, automatic emer- 
gency light goes on the instant elec- 
trical power fails, maker claims. 
Light has a relay unit which plugs 
into any standard 110 volt, 60 cycle 
AC electrical outlet. Relay turns on 
the lantern if the AC power fails, 
providing strong lighting at a build- 
ing, exit, stairway or other location. 
Power is provided by twin 6-volt bat- 
terics, wired in parallel and sealed 
in leakproof case, said to provide 
more than 15 hours of continuous 
operation. 
Burgess Battery Co. Div. of Servel, 
Inc., Freeport, Ill. 





Hand Trucks 


Designed for increased versatility in 
handling heavy loads; of tubular steel 

Line of hand trucks, of light- 
weight tubular steel, in models 
from 18 to 28 Ibs., are said to fit 
all requirements for lightweight 
trucks. Called “Kase-King” trucks, 
four of five models have removable 
semi-pneumatic and cushion tread 
wheels of different sizes which can 
be changed quickly. Wheel sizes in 
diams. of 6, 8 and 10-in. Three axle 
positions on trucks make possible 
quick change operation. All frames 
double-dipped in red enamel. 

American Pulley Co., 4200 Wis- 
sahickon Ave., Philadelphia, 29, Pa. 





= ser emer | 
Cylinder Operated Valve 


Space-saving features permit clusters 
of valves in restricted, remote spaces 

More compact design of cylinder- 
operated valves (of up to 14-in L.D.) 
features cylinders which have been 
changed from a pivot mount to a 
nose mount to eliminate bulky pivot 
beam. Compact unit can be in- 
stalled in any position for automa- 
tic sequence or multiple valve opera- 
tion. Pneumatically or hydraulically 
operated cylinders, which can be ad- 
justed to operate at any desired 
speed, provide highly accurate con- 
trol of process flows the 
straight-through, disc type-valve, 
maker claims. Available for 4, 3, 1 
and 1}-in valve sizes and furnished 
in bronze, steel, stainless steel and 
iron-body construction. 

Everlasting Valve Co. 49 Fisk 
St., Jersey City 5, N. J. 


with 





BIGGEST NEWS 
IN SHOVELS 


Now you can sell a complete line of both light weight and 
maximum duty shovels with the famous RAZOR-BACK backbone. 


Thicker in the center all the way from 
socket to cutting edge. Guaranteed to 
give more service per dollar than any 
other shovel. 
Thousands of contractors and indus- 
trial buyers have long preferred RAZOR- 
BACK, the big super-strong shovel with 
a 13 gauge center backbone clear to 
the cutting edge, where other shovels 
wear out fastest. 
Our new RAZOR-LITE shovel now pro- 
vides this same backbone construction 
for those users who prefer a light 
weight shovel. Both types sell for at 
least $12 a dozen less than any “pre- 
mium” shovels even approaching them 
in strength. 
Send for complete new 
Industrial Catalog 30 today. 





bo r 


RAZOR-BACK ... for those who want a big, 
super-strong shovel. 











RAZOR-LITE. .. for those who want a light 
weight shovel with RAZOR-BACK backbone. 


THE UNION FORK & HOE CO., Columbus 15, Ohio 
Quality Forged Tools for Over 50 Years 





SOME OTHER INDUSTRIAL PRODUCTS BY UNION cece 
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Ne. 158—Complete listing of No. 
sizes of Bunting Cast Bronze 
and Sintered Bronze Bearings 
and Bars, and Bunting Bearing 
Aluminum Bars. Pocket size 
edition. 


P sea eee . 
é Bringing the most modern bearings 





to the small lot and occasional buyer 


Today your local Bunting Distributor can give you all the advantages 
of the most advanced bearing metaliurgy. Available instantly from 
distributor stocks are finished bearings and bars made of Bunting 
Cast Bronze and Sintered Bronze, and Bunting Bearing Aluminum 
Bars. 


The many hundreds of stock sizes of Bunting finished bearings and 
bars in these most modern metals meet practically every mechanical 
and cost requirement for machinery production and maintenance, 


MACHINE SHOP SERVICE... 


Small lots of special design bearings, not obtainable from stock, 
can be procured immediately from fully equipped machine shops 
in Bunting branches. The wide range of sizes of Bunting Stock Cast 
Bronze and Sintered Bronze Bearings makes the alteration of a stock 
item to a special bearing easy and economical. Bunting Cast and 
Sintered Bronze and Bunting Bearing Aluminum Bars provide the 
materials for special sizes which cannot be made from stock bear- 
ings. Your local Bunting Distributor can arrange for such work. 


Ask for Catalogs: 


roe RB. of ast Bearing 


Selieten br a8 
makes and sizes of 


electric motors. Distributor. 


tue BUNTING Brass and Bronze Company 
TOLEDO 1, OHIO * BRANCHES IN PRINCIPAL CITIES 


me 


DT ehowas of Buntin 
Aluminum. A techni 
treatise on the composition, ma- 
chining ond ese of this now bearing 
metal. Ask your local Buntiog 


Series of portable hand operated 
shears, called “Cor-Shears”, are said 
to eliminate need for stocking dif- 
ferent lengths of corrogated roofing 
and other corrogated stecl or alu- 
minum sections. Stated features: 
no mounting is required; can be 
operated by cne man; cuts mate- 
rial to exact size, minimizing scrap, 
lap; cuts are clean and burr-free, 
made quietly, without distortion at 
either end of cut; shear blades—of 
high-quality, high-chrome, high car- 
bon tool stecl—can be easily 
changed and resharpened. 

W. A. Whitney Mfg. Co., 636 
Race St., Rockford, Ill. 


Elapsed Time Indicator 


Tamper proof; can’t be reset, operates 
only when motor is energized 
Running-time indicators, series 
5700, have range of 99,999.9 hours 
(minutes available), with minimum 
time indication of 7, hour. Rated 
115volts, 60 cycles; 230 volts, 50 
cycles; 230 volts, 60 cycles or 24 
volts, 60 cycles. Can be surface, 
flush, top or bottom mounted. Ap- 
plicable for periodic maintenance, 
parts replacement, preventive main- 
tenance, time study etc. 
Automatic Timing & Controls, 





SEARINOS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE, SuvTERED meTALs OR Awwmowm anovs | Inc. King of Prussia, Pa. 
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Multiple Spindle Drill Head 


Handles up to and including 
5%-inch drills in steel 
Heavy duty adjustable multiple 
spindle drill head, called Model 600 
Multi-Drill, can be quickly attached 
to any drill press and its adjustable 
spindles permit drilling or tapping 
a wide variety of hole patterns on a 
64-in diam. circle. Unit is available 
in 2, 3, or 4 spindle models. Fea 
tures built-in speed reduction, motor 
reversal. 
Commander Mfg. Co., 4225 W. 
Kinzie St., Chicago, Ill 


Floor Machines 


For more efficiency in maintaining 
areas of 5000 square feet or less 
Two models, added to company’s 
line of floor machines include (1) 
Model D-12, with 12-in brush 
spread, powered with a 4 HP capac- 
itor motor and (2) Model D-14, 
with 14in brush spread and 4 HP 
motor. Both have automatic safety 
switch, twin tube adjustable handle, 
25 feet of grey rubber cable and 
self-retracting wheels. 
Doyle Vacuum Cleaner Co., 225 
Stevens St., S. W. Grand Rapids, 
Mich. 


ee) oO ol ©) 
LOW-COST HAMMERS 


WHEN THEY 








TRUE TEMPER 


INDUSTRIAL DISTRIBUTION »* OCTOBER, 1960 





en 


The Collis 


SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users ¢ 


COLLIS Heat Treated Sleeves and Sockets cre 
manufactured by skilled workmen to give long 
durable service and extra long life. This type 
of sleeve has less chance of nicks and assures 
same accuracy with longer runs. 

Call at once for our repr ive to exploi 
about the Complete Collis Line of Lothe Cen- 
ters, Arbors, Drill Drifts, and Magic Type 
Chucks os well as Sleeves, and Sockets ond 
Collets. 





“Call Collis for Service” 


mmm THE COLLIS COMPANY sum 


DEPT. A, CLINTON, jiOWA 





8 MILES OF PIPE— 80 PUMPS! 


Te NEW Sherwin-Williams paint plant at Garlond, Texas, 
uses 60 VIKING PUMPS and over & miles of pipe in processing 
vupwords of 7 million gollons of paint and oailied products an- 
nvolly. VIKING PUMPS transfer solvents, oils and other liquids 
from tanks to processing buildings. VIKINGS ore also used on 
portable units, blending mochines und in p 9 
applications throughout the plant. VIKINGS pump heavy mixtures 
up to viscosities of SOOO SSU, jacketed, insulcted VIKING PUMPS 
handle of! and rosin; finished vornish is pumped by VIKINGS 
through filter equipment; and VIKINGS move products up four 
floors to storoge tanks. Mr. Willis ®. Currens, general superin- 
tendent of the plont, states thot the service ond life of these 
VIKING PUMPS have been very good 

Just os o variety of VIKING PUMPS serve this Sherwin-Willioms 
plont well in a variety of applications, so VIKINGS may be the 
very pumps fo serve your needs, too. Whether you need o whole 
plont full, or just one pump, VIKING engineers will be glod to 
work with you. For information, write for Catalog CMM, 
SP-507. VIKING PUMP COMPANY, Cedar Falls, lowe, U.S.A. In 
Coneda, it's “ROTO-KING” Pumps. 


See Our Catalog in Sweet's Plant Engineer's File 
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TO HELP 
YOU SELL 
VIKING 
PUMPS 





Forged Steel Gate Valves 


Redesigned to extend service 
life, facilitate maintenance 
Series of forged steel gate valves 
is available in sizes from 4 to 2-in 
Class XU Universal Trim, consisting 
of Exelloy disc and Stellite-faced 
seat rings is suited for steam, water, 
air, gas, oil, oil vapor, fuel oil, gaso 
line and similar needs; up to 1000 
F on oil and oi] vapor and 850 F on 
steam and general services. For spe 
cial corrosive applications, Class L 
Trim is also available (188 SMo 
seats, disc and stem); maximum 
temperature 750 F, liquids and 
gases (except steam). Structural fea 
tures include: malleable iron wheel 
with non-slip gripping knobs ( except 
on 2-in. size) with set screws lock- 
ing wheel to yoke sleeve and stem 
of heat treated Exelloy, finished with 
tapered shoulder. 
Crane Co., 836 S. Michigan Ave., 
Chicago 5, Ill. 


Descaler 


Cleans and dissolves scale 
without corroding, damaging metal 
Descaler, called Scale Cleen, is 
made with sulfamic acid and in- 
hibitors, is recommended for acid 
cleaning of boilers, air conditioners, 
heaters, evaporators, heat exchang- 
ers, steam generators, dairy equip- 
ment etc. Stated features: a dry 
crystalling material, descaler can’t 
splash, has no irritating fumes, is 
non-irnitating to skin, does not cor- 
rode vapor spaces in equipment. 

Dearborn Chemical Co., Chicago, 
Il. 








BIG DECISIONS 
Starts on page 103 





time secretary to supplement the 
telephone answering service he had 
relied on as his “inside staff.” 

Two more years elapsed before he 
was taking title to a major portion 
of his inventory instead of stocking 
on consignment. “Being an agent 
for the lesser known lines was one 
way to plow the ground and lear 
the area. I did it only from neces- 
sity, and, only so long as it took me 
in the direction I wanted to head.” 

Meanwhile, Muratet installed as 
rapidly as possible the operating- 
service features of a bona-fide sup- 
ply house—perpetual inventory; in- 
voice costing; organized routines for 
billing, paperwork and shipping; 
monthly balance sheet and _ state- 
ments. 


Setting Sights for Sales 

Next area for decisions had to do 
with lines and coverage. “True, 
choice of lines is limited if you are 
small,” says Muratet, “But I realized 
I'd regret it if I took on every sec- 
ond-rate line that sought me out. 
The nationally known lines are only 
earned by reputation.” He resolved 
to go slow, and concentrate on good 
lines of smaller manufacturers with 
recognized distributor policies but 
limited resources. He also sought 
out specialty lines that did not in- 
volve broad coverage. 

“We have grown with these sup- 
pliers, and we don’t regret the 
choice,” he now can testify. Mid- 
west Supply has since acquired sev- 
eral of the nation’s best known lines 
in the broader coverage category. 

What to specialize in gave Mura- 
tet some pause. He tried one 
specialty, with poor results—“purely 
a case of lack of knowledge on our 
part”—then decided to confine him- 
self to products he knew the most 
about, namely cutting tools, abra- 
sives, pneumatics and related lines. 
These products he had handled as 
buyer for an aircraft plant before 
entering business for himself. 

Choice on sales coverage was lim- 
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ASSEMBLE 


TM ALLOY SLINGS 
with TM Hammerlok Links! 


A minimum inventory of TM Alloy Chain, Hammerlok 
Links, safe, sure-grip Tayco Hooks and master links 
puts you in a position to gain a greater share of the 
alloy sling business in your area. Fast, easy assembly 
permits you to give same-day service—gain extra new 
business at a handsome profit. No skilled labor—no 
special tools—no peening necessary. TM Hammerlok 
Links are stronger than the chain or attachments. Check 
with Taylor on a Hammerlok Link program for your area. 
Write today for price lists, catalog sheets and sales helps. 


Assemble with a ham- 
mer. May be reused. 


S.G. TAYLOR CHAIN CO., Inc. 
Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 
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ited at first. Murtatet’s aircraft back- 
ground led him naturally toward 
aircraft specialty selling. ‘Then 
came a slump. “We had to diversi- 
fy, but how? We first considered 
what we couldn't do. We could 
not, for example, compete for broad 
coverage with distributors with 
many times our inventory. This 
pointed to our niche. First, we'd 
cultivate small customers the big 
firms didn’t want or had neglected. 
And next, the biggest customers, 
with lots of diverse business and 
many specialized needs. In the 
middle ground, the competition is 
extreme.” 

“Also, we have built our business 
on service of a special kind: always 
having what we sell in stock, and 
delivering each order, no matter 
how small, just as rapidly as pos- 
sible.” Air freight and telephone 
charges are a major part of Midwest 
Supply's selling costs. Twice-daily 
parcel service is utilized for local 
area deliveries. Teletype has been 
installed for direct communication 
with suppliers. 

A policy of no-direct-shipments is 
rigidly adhered to. “We want the 
goods here, so we know when we'll 
deliver them.” 


Expansion: How and When? 


“When to expand is the biggest 
problem of all,” says Muratet. “We 
know our overhead will soon reach 
a point where we need more vol- 
ume, and the addition of a salesman 
would increase it. 

“But a salesman takes capital, 
and doing this might slow the build 
up of our stock. We decided 
recently the stock came first. Cus- 
tomers were ordering more frequent- 
ly and we would hardly profit from 
a policy of more selling, but less 
stock. 

“It would cost about $2,000 to 
hire a new man before he learned 
the ropes. 

“There is one dilemma. Like the 
others, we will solve it. Meanwhile 
I hope we'll keep on growing. But 
we can’t lose sight of our main ob- 
jective, which isn’t growth alone, 
but solid progress as a true indus- 
trial distributor.” 











Ne. 9SNA Heavy-Duty Vacuum 
Cleaner with 1% bushel (dry) or 
13 gallon (wet) capacity. A com- 
pact beauty for extra-heavy-duty 


Ne. 35-1 Heavy-Duty Vacuum 
Cleaner with 1% bushel capacity 
Whispers while it works, packed 
with power 


Ne. 35-2 Heavy-Duty Vacuum 
Cleaner with 1% bushel capacity 
Also goes about ite work quietly, 
does ita job faster 


No matter where it is (furnace room or board- 
room,) no matter what it is (wet or dry) .. . clean 
dirt up faster with Black & Decker’s new line of 
nine heavy-duty vacuum cleaners. Each has more 


Ne. 65-1 Heavy 
Cleaner with 1% 

gallon (wet) capac 
ty to clean up all 
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Accessories for every cle 








in the office or boardroom (floors, furniture, curtains) 
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in the plant or warehouse (around machines, furnace rooms, cafeterias) 
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ty. Easy mobili gallon (wet) capacity. Bigger tank bu 
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than you’ve ever used, mobility Many 
yhich you’ve never seen. And just tank in 
range of capacities—from 4 bushel for wet 
ons, with more choices in between. to hand 


n-up operation, too! 
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65-4 Stainless Steel Heavy 
Vacuum Cleaner with 2 
dry) or 13 gallon (wet 

city. Also features new ensy 
for wet load 


Ne. 65-3 Stainless Steel Heavy 
Duty Vacuum Cleaner with 1% 


bushel (dry) or 8 gallon (wet 


quick wet disposal 


new features, too... such as, high-level 
lets for increased intake and easy-outlets 
-disposal . . . all add up to a longer line 
lie clean-up operations of every kind. 


Send for 
this FREE 
clean-up 
booklet! 


capacity. New easy-outlet for 





Ne. 25 Heavy-Duty Portable 
Vacuum Cleaner with \ bushel 
capacity W hisper-quiet, morecom- 
pact than any vacuum in its power 
clam 


Ne. 55NA Heavy-Duty Vacuum 
Cleaner with 40 gallon (wet. or 
dry) capacity om any 55 gallon 
drum. Perfect for big factory 
clean-up jobs. 


Check your nearest B&D distributor NOW. And 
for further information on how B&D Vacuum 
Cleaners can help you stay clean, send for your free 
copy of “The Inside Story on a Dirty Business.” 


THE BLACK & DECKER MFG. CO. 
TOWSON 4, MARYLAND Dept. V 
(In Canada: Brockville, Ont.) 


( Please send FREE copy of “The Inside 
Story on a Dirty Business.” 


(C) Please arrange a demonstration of ___ 
() Please send additional information on 
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Name 
Company 
Address 
City 








New features (standard and extra) 
for new advantages (all extra) 


NEW ACCORDION CLEANER BAG takes up leas space 
provides greater filter surface area for bigger capacities 


ee 
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NEW EASY-OUTLETS allow quick, self-draining disposal of NEW SHUT-OFF VALVES (optional) are just below the 
wet loads in all stainless steel tank models motor to cut off power automatically on contact with wet load 


FAMOUS BLACK & DECKER SERVICE is as close as your phone. There are 50 
Factory Service Branches, plus many Authorized Service Stations across the United 
States and Canada .. . look in Yellow Pages under ““Tools, Electric.” 


New Slack se Decker: Vacuum Cleaners 


... there’s in the line! 
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WHAT TO DO 
Starts on page 116 





Gray had al) but given up hope of 
getting back the shipyard business 
except for a few token orders for 
hard-to-get products when he heard 
one day via the grapevine that Amer- 
ican-Marine’s new buyer had run 
into serious trouble. The shipyard 
had suddenly landed a big repair con- 
tract. But it was dangerously low on 
supplies. Critical items were sorely 
needed within days, and the direct- 
selling factory that had contracted 
for this business wouldn't promise 
full delivery for at least 4 months. 
Gray called, and the buyer wanted to 
know if Superior Industrial could 
deliver just enough of the supplies 
he was short of to carry him over the 
four months. Cray knew Superior 
had sufficient stock to fill such an 
order. More than this amount had 
been sitting dead on its shelves since 
the shipyard had switched its busi- 
ness from Superior to the direct 
source many months back. 

This order was still a substantial 
one for Superior Industrial. Before 
Gray had a chance to reply to him, 
the buyer said firmly: “Bear in mind, 
there are no strings attached to this. 
We have no intention of going back 
to distributors for our regular sup 
plies, if you fellows won't meet 
prices. But here’s one order you can 
have. Now, what about it?” 

Gray didn’t answer right away. He 
thought a moment. Then he made 
up his mind what to say. 


What do you think salesman Gray 
told this buyer? 


What would you do if you were in 
his shoes? 


Write your comments to ID. 





How the Case Turned Out 


Salesman Gray said his company 
would fill the shipyard’s order be- 
cause it happened to have the 
stock on hand. But he told the 
buyer firmly that Superior Industrial 





It would take you over three months 
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to walk past Harper’s 
complete stock of 
corrosion-resistant 
fastenings... 


Harper manufactures and maintains the world’s largest stock 
of standard and non-standard fasteners in Stainless Steel, 

Brass, Monel, Silicon Bronze, Naval Bronze, Aluminum, Copper, 
Titanium, and other corrosion-resistant alloys. Harper's 
operation is complete—from elements, billets and extruding to 
rolling and fabricating parts—uniform quality control that 
assures you of the finest parts that money can buy, yet includes 
the economies that only an integrated operation can realize. 
This is another important difference that separates Harper 
from other fastener companies all over the world. 

Harper distributors everywhere maintain complete stocks 

for immediate delivery. See your Yellow Pages. 


Write for your free copy of new, factual, 
informative 24-page “CORROSION GUIDE.” 


THE H. M. HARPER COMPANY 


8212 Lehigh Avenue «+ Morton Grove, tiltinois 
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YOU WIN FRIENDS 


when you sell the best hose and duct 


FLEXAUST HOSE 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIGLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 114" to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose’ and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 
THE FLEXAUST COMPANY 


Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 





WILSON PORTABLE 
PNEUMATIC TOOLS 


i 


: 
Fr | 
DRILLS 


Lightweight + Powerful-Compact 


All Wilson portable pneumatic production tools are de- 
signed for easy handling. These lightweight, compact 
tools are production time savers on a wide range of work. 
Catalog PT-58 gives all the facts. Write for your copy. 


Tweoe 
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THOMAS C. WILSON, INC. 


BETTER TOOLS FOR BETTER WORK 
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could not afford to carry special 
stock in the future against the possi- 
bility of one customer's unexpected 
shortages, if the customer placed his 
routine business direct. Nor could 
Superior afford to make major price 
concessions to compete with direct 
sellers. 

Tactfully, he again reminded the 
buyer of his real cost savings from 
dealing with distributors. 

Unfortunately, this argument had 
little apparent effect. The shipyard 
buyer continued to buy direct where 
he could, and a few suppliers, in- 
cluding some who were represented 
by local distributors, continued to 
accommodate him as a “special” or 
“o.c.m.” account. 

On the other hand, most major 
suppliers upheld their distributor 
policies and as time went on some 
of those who had been involved in 
direct selling backed off from par- 
ticipating in the shipyard bids. 

At present, it appears that local 
distributors have regained the big- 
gest share of their lost business with 
the shipyard. Superior has regained 
some but not all the business in the 
line involved when Gray came to the 
rescue. However, price remains the 
major determinant, and competitive 
bidding between distributors has 
croded all their proht margins. 





MARKETING TRENDS 
Starts on page 124 





course at the branches and head- 
quarters of 50 stainless steel distrib- 
utors, furnishing all the training 
material. 

The conferences will be aimed at 
neatly everyone in the distributor 
organizations: in and outside sales- 
men, telephone salesmen, contact 
men, warehouse employees, sec- 
retaries, truck drivers—in short, any- 
one who might by any stretch of 
the imagination have contact with 
the customer. 

In developing the OMI program 
for stainless distributors, Republic 
sent trained interviewers from an 
outside agency (Wilding, Inc., 
Cleveland) into the field to learn 
the major sales problems that face 





PROVEN C/L@h 


BILLINGS and its INDUSTRIAL DISTRIBUTORS 


each meets their responsibility to industry . . . 


= BILLINGS Selected DISTRIBUTORS 


undisputed leaders in today's most efficient 
industrial distribution method. 


= BILLINGS Quality Drop Forged 
WRENCHES and SHOP TOOLS 


no finer partner to this exceptional service than the quality line 
of tools bearing the name “Billings"—the standard by which 
quality has been judged since 1869. 


BILLINGS 
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What Sells A File 
To Your Customers? 


Name the features your customers demand ... precision workmanship, 
imsproved performance, guaranteed dependability, an established brand 
name... you'll find all of them in new Victor “YELLOW TANG” Files. 
And you'll find liberal profit margins, excellent repeat sales potential, 
and prompt, courteous service from the manufacturer, too... the same 
outstanding service you've come to expect when you purchase, any of 
the fine Victor metal cutting products. 

This newest addition to the expanding Victor line enlarges the scope... 
and economies...of your single source Victor buying. It means less 
paper work, simplified purchasing, lower delivery costs and more profit 
for you. 

Complete your stock of popular Victor metal cutting products now. 


For information, write to: 


V ICTOR rower wick sam AES acme 


HACK SAW FRAMES 
BANO SAW BLADES 
HOLE SAWS 

FILES 


VICTOR Saw Works, Inc. 
METAL CUTTING PRODUCTS 
Middletown, N.Y. 
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distributors. Over one-third of the 
distributors were visited. Also, cus- 
tomers were queried on the type and 
caliber of salesmanship they were 
subjected to, and they were invited 
to vent their feelings on methods. 
The resulting OMI “package” thus 
became one which combined diag- 
nosis, treatment and cure. 


SALES AICD3 


HIGH TEMPERATURE MO- 
TOR —Airborne Accessories Corp., 
1414 Chestnut Ave., Hillside 5, N. J. 
—Bulletin describes high tempera- 
ture motor with ambient tempera- 
ture range of —65 degrees F. to 
+600 degrees F. 

THROTTLE VALVES—Hose Ac- 
cessories Co., 2720 N. 17th St, 
Phila. 32, Pa.—Bulletin describes 
throttle valves for the safe control 
of compressed air on pneumatic op- 
crating equipment. 

CONVEYOR CHAIN-—Chain Belt 
Co., Milwaukee 1, Wis.—Bulletin 
on “Rex” line of flat-top conveyor 
chains. 

FASTENERS-—Bristol Co., Water 
bury 20, Conn.—Bulletin on new 
1960 series of socket cap screws. 
WIRE ROPE SLINGS-— W ire Rope 
Sling Dept., American Chain and 
Cable Co., Inc., Wilkes-Barre, Pa.— 
Bulletin describes construction de- 
tails, advantages, and rated capac- 
ities of the slings. 

HOISTS—W right Hoist Div., Amer- 
ican Chain and Cable Co., Inc., 
York, Pa.—Bulletin describes Wright 
line of hoists, trolleys, and cranes. 
TAPES AND ADHESIVES—Per- 
macel, New Brunswick, N. ].—Com- 
prehensive product applications di- 
rectory. 

MASONRY ANCHORS — Raw! 
plug Co., Inc., 200 Petersville Rd., 
New Rochelle, N. Y.—Wall chart 
with dimensions and other data con- 
cerning masonry anchors and drills. 
COIL BOBBINS—Gries Repro 
ducer Corp., 400 Beechwood Ave., 
New Rochelle, N. Y.—Bulletin de- 
scribes small precision-molded ther- 
moplastic coil bobbins. 

HOSE CLAMP—Punch-Lok Co., 
321 N. Justine St., Chicago 7, Ill.— 
Folder describes Punch-Lok hose 





Let Bower Roller Bearings 


... the quality line, work for you! 


COMPLETE LINES 


Straight roller 
bearings 


Tapered 
roller bearings 


Complete lines . . . forceful advertising and sales 
helps . . . skilled sales engineers on call when needed 
The Bearing Specialist with Bower Spher-O-Honed tapered 
roller bearings and Bower straight roller bearings has many 
sales advantages. Both have a big “plus” in quality. 
Highest availability record for industry-standard series and 
sizes, technical data, product application information, 
strong supporting advertising campaigns all combine to 
build Bower sales volume for you. 

In addition, there is a Bower sales engineer in your market- 
ing area who is always on call to help you serve or open 
new accounts. He has the experience and ability to help 
you in the plant or over the P.A.’s desk. 


Your Federal-Mogul Service branch will gladly fill you in 
on the Bower profit picture. Call any time. 


BOWER ROLLER BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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4630 Reading Rood 
Cincinnati 29, Ohie 











WANT 
DISTRIBUTORS! 


VOLUME SALES IN EVERY INDUSTRY 


The Genuinely Portable 
Tool That Gives ONE MAN 
The Strength of FIFTEEN 


Quality construction in- 
cludes aircraft cable, plated 
steel frame, stressed parts 
manganese bronze. Tested 
to 50% overload. Accesso- 
ries for specialized uses. 


SELLS 


ror *23” to *35™ 


Send us the profitable, Power- 
ull Distributorship story. 


Tested Up To 1% - 1% « 2% Tons! 





YOU CAN’T BEAT THESE 
SELLING FEATURES 


% + 1 + 1% TON MODELS 


Lifts Up to 18 Ft.! 
Weighs Only 6¥2 to 7% \bs.! 
Notch-at-a-Time Control 


Factory Guaranteed! 
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clamps, portable locking tools, and 
claraping machine. Also: Hanger 
card showing comparison cost of 
compressed air leaks. 
PACKING—Packing Div. Ray- 
bestos-Manhattan, Inc., Passaic, 
N. J.—Packing recommendation 
chart shows proper packing types 
to choose for specific applications. 
CUTTERS-—Cleveland Twist Drill 
Co., Box 6656, Cleveland 1, Ohio— 
Book gives information on the ex- 
panded line of end mills and milling 
cutters. 

CUTTING TOOLS-—Cutting Tool 
Div., Brown & Sharpe Mfg. Co., 
Providence 1, R. |.—Four new cata. 
logs for the cutting tool industry. 
TAPE—Dutch Brand Div., Johns. 
Manville Sales Corp., 7800 S$. Wood. 
lawn Ave., Chicago 19, Ill.—New 
booklet entitled “Useful Tips For 
Top Savings” contains information 
to help in selection of the most 
practical, economical tape for any 
given job. 

PIPELINE STRAINERS ~— Sarco 
Co., Inc., 635 Madison Ave., N. Y. 
22, N. Y. Bulletin describes four 
basic types of pipeline strainers. 
TOOLS—Owatonna Tool Co, 373 
Cedar St., Owatonna, Minn.—Cat 
alog describes wide varicty of hand 
tools. 

WELDING — Smith Welding 
Equipment Corp., 2633 4th St. S. E., 
Minneapolis 14, Minn.—New dis 
play packaged cutting-heating weld 
ing-brazing outfit. 
CLAMPS—Wittek Mfg. Co., 4305- 
43 W. 24th Pl., Chicago 23, Ill- 
Booklet describes standard and cus- 
tommade clamps. 
PUMPS—Deming Co., Salem, O.— 
Bulletin describes new series of sub- 
mersible pumps. Also: Deming Ro- 
tary Pump Selection Manual. 
POWER TRANSMISSION - L ink- 
Belt Co. Dept. PR, Prudential 
Plaza, Chicago 1, Ill—Folder de- 
scribes new constant horsepower 
variable speed drives. Also: new 
worm gear speed reducer book. 
STORAGE EQUIPMENT—Penco 
Div., Alan Wood Steel Co., 200 
Brower Ave., Oaks, Pa.—Catalog de- 
scribes Penco line of phosphatized 
steel storage equipment. Also: cata 
log on complete line of industrial 





and commercial steel shelving, 
ZIRCONIUM — Zirconium I nfor- 
mation Center, Carborundum Met- 
als Co., Akron, N. Y.—“Zirconium 
Data File” gives latest technical in- 
formation and data on Zirconium. 
SCREW INSTALLATION — Ad- 
vertising Dept., Box 519, Standard 
Press Steel Co., Jenkintown, Pa.— 
Folder on automatic set screw in- 
serter. 

TOOLS — Xcelite, Inc., Orchard 
Park, N. Y.—New promotion to 
stimulate tool sales features a Co- 
lonial-style lantern. 
RUBBER PRODUCTS 
Hamilton Mfg. Corp., Trenton, 
N. J.—Booklet describes the com- 
pany’ manufacturing operations 
and history. 

VALVES—Crane Co., 836 S. Mich 
igan Ave., Chicago 5, I!].—Bulletin 
on Crane Co.’s new ductile iron 
gate valves. 

GRINDERS—Van Norman Ma 
chine Co., Springfield, Mass.—Cata- 
log describes the Van Norman 418 
cylindrical grinder. 

TEST MATERIALS — Magnaflux 
Corp., 7301 W. Ainslie Ave., Chi 
cago 31, Ill.—Brochure contains in 
formation and prices on the Magna 
flux test kits. 

PULLEYS—W estern Conveyor Co., 
Box 357, Boise, Idaho—“Schrock” 
motorized pulley selector 
CASTERS—Divine Brothers Co., 
200 Seward Ave., Utica, N. Y.— 
Folder features catalogued line of 
Divine Industrial 
Wheels. 
SOLDERING TOOLS—Vulcan 
Electric Co., 88 Holten St.. Dan- 
vers, Mass.—Catalog Vulcan 
soldering tools. 

TOOLS—Vichek Tool Co., 3001 E. 
87th St., Cleveland 4, Ohio—Cat 
alog on automotive, industrial, ma- 
rine, and household tools. Also: 
bulletin describes assortment of tool 
display panels. 

COUPLINGS — Diamond Chain 
Co., 402 Kentucky Ave., Indianap- 
olis 7, Ind.—Brochure describes new 
high capacity flexible couplings. 
PUMPS—Barnes Mfg. Co., Mans- 
field, Ohio—Sales kit contains liter- 
ature and promotion aids concern- 
ing Barnes’ pumps. 
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COFFING HOISTS 


Ratchet Lever ° Air 
Hand Chain ¢ Electric 
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EASY 
SAFE 


EFFICIENT 
LIFTING! 


IT’S EASY to raise or lower loads 
while pulling a trolley mounted 
Coffing Quik-Lift Electric Hoist. 
The pistol-grip control station 
and the combination strain cable 
and control cord makes this pos- 
sible. The light but strong alumi- 
num housing provides ease of 
portability. Changing voltages, 
limit switch, type of suspension 
or chain is quick because the 
housing is in sections. 


FOR SAFETY the control station is made of non- 
conducting plastic in which the voltage is reduced 
to 115 volts and the push-buttons are interlocked. 
The V-type brake which provides maximum brak- 
ing surface and positive control of loads is another 
safety measure. 


FOR EFFICIENCY this hoist has been designed 
to bring heavy-duty performance plus durability 
to the portable hoist field. It will pay you to 
specify Coffing Quik-Lift. Twenty models—ca- 
pacities range from \ to 2 tons. Ask our repre- 
sentative for details or write for Bulletin ADH-65. 


COFFING HOISTS 


DUFF-NORTON COMPANY 
Four Gateway Center - Pittsburgh 22, Pa. 
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DUFF-NORTON JACKS 


Ratchet + Screw 
Hydraulic * Worm Gear 
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MILWAUKEE 1, WISCONSIN 


July 14, 1960 
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Mr. Charles S. Mill, Publisher 
PURCHASING WEEK 

330 W. 42nd Street 

New York 36, New York 


Dear Mr. MILL: 


Gur distributors are very important to vcs in the sale 
of CHAIN Belt products. 


The CHAIN Belt Company has always been a firm believer 
in backing our distributors sales effort with strong 
business publication advertising, direct mail, catalogs 
and other types of promotional material. 


We try by every means at our command to give these 
distributors every tool they need to help them sell. 
An important cornerstone of our program to help create 
more sales for our distributors is a consistent adver- 
tising schedule in leading publications, which reach 
their customers and prospects. 


In selling or promoting products h as ours, initial 
contact gust be made with the pur ing agent. 
PURCHASING WEEK gives us the unity to make this 
contact - to heve our ads, our me » Plainly visible 








and surrounded by timely informet for the alert 
purchasing agent. 





“Our distributors are very important to us in the 
sale of CHAIN Belt products. We try by every 
means at our command to give these distributors 
every tool they need to help them sell.” So writes 
G. H. Pfeifer, Director Product Merchandising 
& Public Relations, CHAIN Belt Company, in 
reporting on CHAIN Belt’s sales-stimulating 
promotional and advertising activities in behalf 
of its distributors. 


Mr. Pfeifer goes on to say: “The CHAIN Belt 
Company has always been a firm believer in back- 
ing our distributors sales effort with strong busi- 
ness publication advertising, direct mail, cata- 
logs and other types of promotional material.” 
Illustrated here are just a few of the promotional 
tools which Mr. Pfeifer mentions. Also illus- 
trated are some of the advertisements which 
CHAIN Belt is placing in PURCHASING WEEK, 
McGraw-Hill’s National Newspaper of Purchas- 
ing, and other business publications. 


In commenting on CHAIN Belt’s advertising 
program in business publications, Mr. Pfeifer 
writes: “An important cornerstone of our 
program to help create more sales for our distri- 
butors is a consistent advertising schedule in 
leading publications, which reach their customers 
and prospects. In selling or promoting products 


such as ours, initial contact must be made with 
the purchasing agent. PURCHASING WEEK gives 
us the opportunity to make this contact—to have 
our message, plainly visible and surrounded by 
timely information for the alert purchasing 
agent.” 


For the reasons which Mr. Pfeifer has stated, 
more and more suppliers to industry are adver- 
tising in PURCHASING WEEK. These are the very 
same reasons why it will benefit you to encourage 
all of your suppliers to advertise regularly in 
PURCHASING WEEK. 
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SD) Purchasing Week 
; # MeGRAW-HILL'S MATIONAL NEWSPAPER OF PURCHASING 


330 West 42nd Street, New York 36, N.Y. @: @ 




















CASTTA GD 


INDUSTRIAL 


BRUSHES «> BROOMS © 


ALWAYS IN 
DEMAND 


The long wearing ties of CAP- 
ITAL Brushes and are well 
known by the majority of plant man- 
— They always specify CAPITAL 
w additional maintenance equip- 
ment is needed. Our distributors strive 
to have a good stock of CAPITAL In- 
dustrial Brushes and Brooms on hand 
to meet any demand. It pays them 
well too. 


+ We urge users to buy thru their local 
distributor 








free air. lerge 
chomber with 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; 4%" to %” maximum 
travel. Complete with foot control. air hose 





and fittings 


Write for new Air Tool Catalog 
Prices slightly higher in the West 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 335, 111. 
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Gus Bryson Joins 


White Bearings Co. 


Gus Bryson joined the White 
Bearings Co., Charlotte, N. C., in 
engineering sales. He was pre 
viously an industrial sales represen- 
tative with Graton & Knight Co. 

Operating from Charlotte, Mr. 
Bryson will serve industry with his 
experience in mechanical power 


transmission products. 


Milwaukee Crane Names 
Puchalski To Top Sales Job 


Edward A. Puchalski was ap- 
pointed sales manager for Milwau- 
kee Crane, division of Novo Indus- 
trial Corp. 

Mr. Puchalski joined the firm in 
1952 as a design engineer and has 
been in engineering and sales for 
the past five years. 


Somers, Fitler & Todd, 
Appoints Purchasing Agent 


Joseph A. Gilberti was appointed 
purchasing agent at Somers, Fitler 
& Todd Cc., Pittsburgh. 

Mr. Gilberti has long been asso- 
ciated with the firm’s sales depart- 
ment. According to J. E. Hindes, 
sales manager, “many new systems 
have been instigated since the re- 
cent change in management, and 
Mr. Gilberti has been instrumental 
in assisting in these new develop- 
ments.” 


Diversey Appoints 
Two Sales Representatives 


L. J. Stockwell and C. W. Cock- 
rum were named sales representa- 
tives for the Metal Industries Divi- 
sion of The Diversey Corp. 

Mr. Stockwell will serve the De- 
troit area and Mr. Cockrum will 
make his headquarters in Kansas 


City. 





Norwood Carter, Jr. 


Herbert Sims 


Carter And Sims Win 
RCH Key Line Sales Contest 


Norwood Carter, Jr., was the win 
ner of a “Key Line Sales Contest” 
sponsored by 
Hays Co., 
bert Sims was the runner up in the 
contest. 

In this contest, which ran for 


Riechman Crosby 
Memphis, Tenn. Her 


one year, cach salesman was assigned 
a quota on cach key line, that was 
set according to the sales potential 
in each territory and percentage of 
past performance. Working against 
his own sales quotas, each salesman 
was awarded prize points on cach 
line according to sales attainment. 

Mr. Carter received a plaque from 
RCH, plus a one week vacation with 
his wife at the Broadmoor Hotel in 
Colorado Springs, Colo. 

Mr. Sims and his wife also re- 
ceived a one week vacation. 

Another contest is being spon- 
sored this year by the firm. The win- 
ners will receive vacation trips to 
Nassau, in the Bahamas 





For reliable and convenient speed variations in 
drives up to 125 hp, investigate Browning's new 
MVP line. Consider these many advantages: 
* 360° adjustment 
* patented locking ring assembly—will not work loose 
* concentric grooves — all MVP sheaves are finish-grooved after 
assembly, providing excellent concentricity and uniform pitch 
diameters, insuring a true running sheave 
* permanently balanced. Flanges do not rotate in adjustment 
easy to adjust—simply unlock two locking screws, turn the lock- 
ing ring, relock 
ground barrels for precision fit 
precision bored center flanges for close fit, no chatter 
adjusting rings of unbreakable malleable 
infinite speed adjustment 


same split taper bushing that is used in the entire Browning line; 
also fixed bore types 


Want more details on this outstanding distributor line? Write today for new 
catalog MVP-101. Browning Manufacturing Company, Maysville, Kentucky. 


FOR PROMPT DEPENDABLE SERVICE CONSULT YOUR BROWNING DISTRIBUTOR 
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Went Your 
|PORTER CUTTER 


Sales to Climb ? 





on a 


aie \ 

ie 7/27 
Y | the 

Complete Line of 


PORTER 
CUTTERS 


Why sell just three or 
four numbers? Your 
sales will go up if you 
will sell the complete 
line of PORTER CUTTERS. 
Over 100 different sizes 
and models so there is 
a ‘‘right’’ cutter for 
each and every metal- 
cutting job! Sell more 
cutters to take care of 
your customers’ every 
cutting requirement, 
whether tt is for — 
Close or Flush Cuts — 
General Cutting — Spe- 
cial Position Cutting — 
or one to cut — and 
cut better — all these 
metals... 


BOLTS + RODS + WIRE + SCREWS + RIVETS 
SOFT STEEL + HARD STEEL 
PLAT GARS + CABLE + WIRE ROPE 
CHAIN REINFORCING RODS - STEEL STRAPPING 
CAPACITIES with PORTER HAND TOOLS 
Soft Metals Up Te %4” + Hard Metals Up Te %” 
CAPACITIES with POWER OPERATED TOOLS 
1%” Reds and 2¥2" Soft Cable 
Take your first step to 
more sales with the 
complete PORTER line! 
Next time the PORTER 
representative stops in 
ask him to tell you 
about the full line . 
or write for catalog of 
entire line. 


Dayton Distributor Council Holds Meeting 


Dayton Industrial Advisory Council meets periodically to discuss sales, marketing, and 
distribution policies connected with Dayton operations and distributor products. 


Robert G. Burson, vice president 
and general manager of Dayton In- 
dustrial Products Co:, officiated at 
a recent meeting of the 12-man Day- 
ton Industrial Advisory Council. 

Mr. Burson said that the two-fold 
purpose in holding meetings at the 
Springfield, Ohio plant this year 
was to show the distributors the new 
manufacturing methods employed 
there, and to introduce the new line 
of Dayton Blue Ribbon V-Belts. 

Special work shop sessions were 
conducted by Norman G. Lever, 
sales manager of Dayton’s industrial 
department, and council chairman. 


Attending were (1 to r): John Sly, 





Dipco; F. G. Titus, Northern In- 
dustrial Supply Co., Saginaw, Mich.; 
J. K. Weiser, Minnesota Bearing 
Co., Minneapolis; W. W. Rowe, 
Springday Co.; George F. Rothe, 
Nicholson Supply Co. Omaha; 
D. C. Legault, Dipco; G. W. Lever- 
ing, Jr., Engineering Supply Co., 
Dallas; J. A. Conlon, Dipco; N. J. 
Lever, Dipco; B. V. Edmunds, 
Springday Co.; R. G. Burson, Dipco; 
Fred J. Nahas, A. C. Supply Co., 
Philadelphia; J. S. Kiloh, Power 
Transmission Equipment Co., South 
Gate, Calif.; L. B. Mize, Industrial 
Supply Co., Richmond, Va.; R. G. 
Roney and Jack Young, Dipco. 





PRESS-ON SERVICE for solid tires is a recent addition to customer service facilities at 
the Belting, Hose and Rubber department of Central Rubber & Supply Co., Indianapo 
lis. William Nees is manager of department. 





PORTER, 
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Detroit Mayor Tours 
New Warehouse 


Detroit Ball Bearing Co., Detroit, 
was recently honored with a visit 
by Detroit’s Mayor, the Honorable 
Louis C. Miriani. He toured the 
firm’s main warehouse. 

Mayor Miriani was accompanied 
by Thomas B. Moore, founder and 
chairman of the board of D.B.B., 
and other officers of the firm. 

The Mayor said that “Detroit 
Ball Bearing Co. has done a fine job 
in helping to restore and rebuild 
the blighted areas of our city.” 


Larkin Co. Moves To 
New Dayton Location 


The M. D. Larkin Co. moved 
into a new six-story building on the 
northeast corner of Bacon & Bain 
bridge Sts., Dayton, Ohio. 

The Larkin firm owns the new 
location, which has 90,000 sq. ft. 
of floor space compared with 75,000 
at the old site. 

The firm distributes industrial 
supplies and machinery, automotive 
specialties, electric appliances and 
lighting fixtures. 


Industry To Spend 
$2.4 Billion Overseas 


American industrial companies 
plan to spend $2.4 billion on plants, 
equipment and property outside the 
US. this year, this is about 15 per- 
cent more than last year. They al- 
ready have planned to top this fig- 
ure by six percent in 196] 

These facts are contained in the 
second McGraw-Hill study of for- 
eign operations by U.S. companies, 
conducted by McGraw-Hill’s De 
partment of Economics. This fore 
cast is based only on plants of those 
companies reporting in the survey; 
they account for about three-fourths 
of all such expenditures by US. 
industry. 


Sales Agent Appointed 


Wagner & Madison Co., Detroit, 
was appointed sales agent for Van 
Keuren Co., of Massachusetts, man- 
ufacturers of precision measuring 
tools. 


When it comes to Lock Washers 


Buyers and Sellers Agree... 
COIN PAK Cuts Handling Costs 


You'll agree, too, that this modern method of 
machine packaging in paper tubes, plus Mellowes 
2-label cartons for up-side-down or right-side-up 
stacking, means lower costs for you. Saves 
valuable shelf space. Eliminates counting, 
weighing, mixing of sizes, loss of washers. Lock 
Washers in Coin Pak are sold only through 
recognized Industrial Distributors. 


and for BULK QUANTITIES it’s 


SUB AIKS 


the modern 
BULK 
PACKAGE 


Volume users save money by ordering their lock washers 
in JOB-PAK—the contents of a keg in ONE shipping con- 
tainer divided into 6 equal inner cartons—— and 
Counted. JOB-PAK provides distributors with re-usable 
cartons, saves valuable floor space. 


Individual Inner Cartons are 
same as a distributor 
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W. H. Kiefaber Holds 40th Anniversary Show 


ELL 


Yoiur Citemeors 


stops, valves, fittings 
from YOU, the local 


W. H. Kiefaber’s 40th Anniversary Product Show was held in the coliseum at the 


One 
of mere than 
3500 products 
in the HAYS line 


ALL IRON 
STOPS 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE 


PA 


Montgomery County fair grounds in Dayton 


More than 10,000 attended the show 


. 


More than 100 exhibits, many of which were industrial, held booths at the two-day show. 


More than 10,000 visitors, of 
whom 35-40 percent were represent- 
atives of industry, attended the 
two day industrial show sponsored 
by the W. H. Kiefaber Co., Day- 
ton, Ohio. The was held 
at the Montgomery County fair 
grounds. 

The under the general 
chairmanship of Harold A. Tie 
meyer, manager of Kiefaber’s indus- 
trial division, featured 102 exhib. 
itors. 


show 


show, 
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Some of those who attended 
drove over 100 miles. Busloads were 
brought from Hamilton and Chili- 
cothe, Ohio, where Kiefaber main- 
tains branches with a large volume 
of industrial business. 

The home office, branch man- 
agers, and outside salesmen dis- 
tributed tickets to the invited 
guests 

Invitees to the show were given 
color-coded identification tags and 


| were classified in five major groups: 








industrial, plumbing, hardware, heat- 
ing and refrigeration. 

Kiefaber representatives at the 
show wore identifying ties of blue 
silk, printed with these words: 
KIECO, 40 YEARS—1920 to 1960. 

According to Warner Kiefaber, 
Jr., a significant number of sales 
came from new and inactive ac- 
counts. “The vast majority of our 
top industrial accounts attended the 
show, but just as important, we 
attracted dozens of inactive accounts 
—all of which were favorably im- 
pressed.” 


Viking Pump Appoints 
Julian Blake 


Julian Blake was appointed dis- 
trict engineer for Viking Pump Co. 
in the Cleveland office. He replaces 
J. A. Sniden who is retiring after 
40 years with the firm 

Mr. Blake, who joined the firm in 
1950, was previously assistant chief 
field engineer. 

The Cleveland territory includes 
the northern one-third of Ohio and 
the western half of Pennsylvania. 


Bristol Expand Facilities 


The Chicago district office and 
warchouse of the Socket Screw Divi- 
sion of The Bristol Co. was moved 
to 2040 North Hawthorne Ave. 
Melrose Park, Ill. W. C. VanLeu- 
ven is socket screw sales manager. 


DISPLAY ISLAND at Mills & Lupton, 
Chattanooga, Tenn. is changed fre- 
quently. Besign revents its use as a 
table for empty Coke bottles. 


STANDARD’S 

SERVICES “opens the door” 
FOR INCREASED 
DISTRIBUTOR 

SALES! 


| Convenient location of 
BRANCH WAREHOUSES! 

New York ~, 

Cleveland ys 


San Francisco 


2 TECHNICAL HELP! 


Technical Information and 
“know-how’’ developed by 
STANDARD’S experienced 
metallurgists and engi- 
neers — always available 
for your salesmen. 





STANDARD’'S Complete 
Line of quality cutting 
tools — known to the In- 
dustry since 1881. 


With these services, In- 
dustry will look to STAND- 
ARD'S Authorized Distrib- 
utors, because they know 
— from them — they will 
get the answer to Cutting 
Tool Problems. 
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GOING BIG—COAST TO COAST 


Max E. Miles 


Morse Twist Drill Appoints 
Max Miles Service Engineer 


Max E. Miles was appointed serv- 
ice engineer in the Southwest sales 
district of Morse Twist Drill & 
Machine Co. division of Van 
Norman Industries, Inc. He will 
work out of the Dallas office. 

He was previously associated with 
A. B. Quackenbush Co. and Doug- 
las Aircraft Corp. 


Arro Appoints Guilliford 
To Northwest Area 


William P. Gulliford was ap 
pointed Arro Expansion Bolt Co.'s 
sales representative for Minnesota, 
North & South Dakota, and North- 
ern Wisconsin to serve the hardware 
and industrial supply trade. 

Mr. Gulliford will maintain com 
plete factory warehouse facilities in 
St. Paul, Minn. 





FULL LINE=-SINGLE SOURCE Distributors across the 
nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols = 

for Industry are distributed on a selective basis through industrial distributors ONE WOMAN SHOW: Lillian Schroer 
only. Call today for your Sprayon representative. industrial Supply Division, handles all the bookkeeping and posting at 
Sprayon Products, inc., 2075 East 65th Street, Cleveland 3, Ohio. R-J Bearing Corp., St. Louis 
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MATERIAL HANDLING = equipment 
orders in June registered a hike of nearly 
10 points over the booking reported in 
May, according to the monthly bookings 
index of the Material Handling Institute, 
Inc. This is the highest point the book 
ings have reached since June, 1959 








Norman Engineering Starts 
“On-Your-Doorstep” Service 


Norman Engineering Co., Chi- 
cago, a distributor of hydraulic and 
pneumatic components, instituted 
an “on-your-doorstep” service for its 
customers. The firm has branches 
serving five states. 

In this operation, each Norman 
branch will stock a complete line of 
competitive and non-competitive 
products to insure faster delivery and 
a convenient pickup point for cus- 
tomers facing emergency require- 
ments for any Norman products. 

According to John A. Warren, 
president, business goes to the dis- 
tributor who recognizes that cus- 
tomers demand better service. Cus- 
tomers who are located at some dis- 
tance from the distributor's home 
office, are no longer willing to accept 
two or three day delivery. By localiz- 
ing service Norman can improve cus- 
tomer and community relations. 


Coffing Hoist Appoints 
Donald J. Wallace 


Donald J. Wallace was appointed 
district sales manager for the Coffing 
Hoist Division of Duff-Norton Co., 
with headquarters in Chicago. 

Mr. Wallace was a district sales 
manager for the firm in New York 
and Cleveland. 

In his new post, Mr. Wallace will 
direct sales’ activities in northern 
Illinois, northern Indiana, Wiscon- 
sin, Michigan, Minnesota and North 
and South Dakota. 
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EQUIPTO on: 


IRON-GRIP 


STEEL SHELVING 


No nuts, bolts or tools needed when adjusting Equipto Iron-Grip 
Shelving. Exclusive steel stud permits 60% faster shelf adjustment 
on 142” centers. The more you load it, the tighter it grips, yet shelf 
may be moved easily. You can vary arrangement of drawers, 
dividers, or shelves to suit changing storage needs. Four uprights 
per unit allow units to be moved without disturbing adjacent units. 
Equipto lron-Grip Shelving is immediately available from stock 
in all sizes, either open or closed, with or without dividers, 
bin fronts, drawers or label holders. Write today 

for complete reference manual No. 485; also free 

booklet “HOW TO SOLVE YOUR STORAGE 








A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


Manheim Manufacturing 
and Belting Company 


Today most of your customers are 
“inventory conscious. re re- 
ducing their stocks of seldom used 
items and sizes in order to save 
dollars for more profitable use. 
You can help customers reduce 
complex and costly v-belt inventory 
without impairing their opera 
a a nee 
ardize on V Here’s what Veelos 
can do for them: 

1. Four 100-foot reels of Veelos in 
O, A, B and C widths provide u 
to 316 sizes of endless v-belt. f 
their drives require only one or 
two belt widths, all they need is 


: v belts is seduced to inches. 
. Inventory records are simplified; 
Veelos users ares Se at- 


5. The right size is always in stock 
for every drive replacement. 
. Users can cut their v-belt inven- 
tory investment in half and free 
those dollars to work elsewhere. 
There are many other reasons 
why it will pay your customers to 
use Veelos. It costs less to install; 
maintains machine operation at peak 
levels; cuts machine downtime to a 
minimum; reduces machine vibra- 
tion; provides constant, uniform 
tension  eanteat to end slippage. 

Consider all the advantages of 
Veelos— in a and 
operating i "tit make 
sense to really Veelos? 


NEW! VEELOS TOOL =®™ : 


Here’s the tool 
to help you sell 
more link v- 
belt—the new 
Veelos tool. ine thar pen oo 
makes uncoup! coupling 
Veelos belt fast and easy. Show it 
to maintenance mechanics and 
stockroom attendants and they'll 
buy it. Write for bulletin. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 





P. KELLY KANE, sales of Dixie 
Mill Supply Co., Inc., New Orleans, La., 
was elected vice president of the firm, at 
a recent meeting of the board of directors 





Carpenter Steel Promotes 
Harrington, Hauser 


Arvin W. Harrington, formerly 
Eastern regional sales manager for 
Carpenter Alloy Tube Division, 
Carpenter Steel Co, was named 
manager of distribution for the divi- 
sion. Harry A. Hauser succeeds Mr. 
Harrington as Eastern manager. 

Mr. Harrington, with the firm 
seven years, was territorial manager 
in the New York and Connecticut 
areas from 1953 to 1956. Mr. Hauser 
was previously mideastern regional 
sales manager. 


Los Angeles Manager 

George L. Bedford was appointed 
territorial manager in the Los An- 
geles territory, for the Alloy Tube 
Division. He was previously with 
International Harvester Co. 


Promote Indianapolis Man 


William J. Ervin was appointed 
assistant to the Midwestern regional 
manager of Carpenter Steel Co. He 
will work out of the Indianapolis 
office. He was previously a branch 
and district manager in Indianapolis. 


New Dallas Office 


Carpenter Steel opened a new 
office at 3511 Hall Street, Dallas, 
Texas. The new office will serve the 
Dallas-Fort Worth area. 
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Jacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 


most accurate 
chucks to 


r 
you 
pusto™ 


AMERICAN MACHINIST 

MACHINERY 

MILL & FACTORY 

MODERN MACHINE SHOP 

TOOL ENGINEER 

MACHINE & TOOL BLUE BOOK 
CANADIAN MACHINERY 

TOOLING & PRODUCTION 

WESTERN MACHINERY & STEEL WORLD 


ers 


PLUS .. . continuous support for our distrib. 
viors through — 


* New Products 
* Helptul Advertising 
* Smart Promotionc! Material 


You con depend upon Jacobs to help 
you fill your customers’ needs quickly and 
dependably. 





e ALBRECHT 


The wor 


Wstriputedq in the United 
Src lere) '@isltler. 


ana your 
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BREAK-PROOF 
SHOCK-PROOF 


Screw \' 
Drivers 


A Driver for 
Every Need! 


—S> © 
PRatige @ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 

from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers ... Another 
reason why you should 
buy VACO for all your 
screw driver needs. 


Reed & Prince 


oS 


Clutch Head 


= © 
ve 


Rodertson 


Look for 
the VACO Vari-Board 
It's easy to select che right 
cH screw driver when you buy 
from the VACO Vari- 
so Board. Displays up to 120 
Alta) §6 drivers at a glance... .¢ach 
one unconditionally guar- 
anteed! 


Plier 
Vari-Board, Too! 


Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCT! 
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Donald L. Byrnes 
Kilsby-Tubesupply Names 
Hughes To Sales Aide Post 


Robert K. Hughes was appointed 
assistant sales manager of Kilsby- 
Tubesupply, Los Angeles, Calif. 

Donald L. Byrnes was appointed 
manager of out of state agency sales 
and structural tubing sales. 

Mr. Hughes is former steel prod- 
ucts manager for the firm. Mr. 
Byrnes was previously aluminum 
products manager for Kilsby. 


Denison Appoints McCarthy 


Ronald J. McCarthy was ap- 
pointed a field engineer for Denison 
Engineering Division, American 
Brake Shoe Co. He will be located 
in Denison’s Midwest regional 
office, in Chicago, Illinois. 





Diu: 
gen ioral 


+ 7éae 
“a 


HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


HARRISBURG STEEL CO. 


aX. 
a 


1960 





HARSCO CORPORATION 


FOR LAUNCHING SALES SATELLITES STANDARDIZE 


if you're making sales plans for a new model or new product soon to be launched into 100% 

orbit, Southern fasteners will help assure its success. ON SOUTHERN 
Southern specializes in the manufacture of standard fasteners. Top quality materials 

and workmanship are combined to produce the most dependable production fastener FASTENERS 

your money can buy. Burr-free heads and durable threads help step up driving speed in 

assembly, and thus costly down-time, rejects and injured materials are reduced. 


Order USA-made Southern fasteners today. Call your nearest Southern distributor, 


or write direct to factory: Southern Screw Company, P. O. Box 1360, Statesville, North 
Carolina. 


Manufacturing and Main Stock in Statesville, North Carolina. Warehouses: New York 
e Chicago « Dallas « Los Angeles. 


Machine Screws 4 Nuts + Tapping Screws + Stove Bolts + Drive Screws + Carriage Bolts + Continuous Threaded Studs 
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NOW you can serve PROFITABLY 
customers’ special requirements in 


CORROSION-RESISTANT WIRE ROPE AND CABLES 
HACKENSACK CABLE CORPORATION 


specializes in helping you meet your customer 
demands for special grades, sizes and con- 
structions ... right from our complete stock of 


STAINLESS * BRONZE * MONEL * GALVANIZED AND 
NYLON OR PLASTIC-COATED WIRE ROPE & CABLES 
Now HACKENSACK puts you in a highly competitive position on orders 
for corrosion-resistant products that go beyond your preesnt stock and 


sources. You can depend on our prompt recommendations and prices for 
special requirements, plus good delivery. 


Demand for corrosion-resistant products is at an all-time high .. . and 
tomorrow’s potential for this market is even greater. You can profit from 
this demand by cataloging and serving your customers with our quali 
products. WRITE FOR SPECIFICATION DATA FOR YOUR FILE 


HACKENSACK 


CABLE CORPORATION 


109 ORCHARD ST. HACKENSACK, N. J. 
Tel. HUbbard 7-1100 





> ers AN a a a 


Not a ratchet 


. but a heavy-duty geared tool! 


VERSATILE! — used wherever 4°— 
1°—12"—2'2” sockets are used. Ef-= 
fectively replaces sledge-type wrenches 
or many applications. Availabie in % 
capacities up to 12,000 foot pounds. 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
signed compactly for maximum 
strength . . . minimum weight. 


EFFICIENT! —— Eliminates the need for 
extra man-power. One man can use 
it — anywhere. Unequaled where 
space is limited. 


SAFE] — Allows workman to perform 
his duties without excessive strain or 
fatigue. Hazards of impact or sledge 
type wrenches are eliminated. 


For complete information see your 


local distributor or write 
direct to: 


THE X-4 CORPORATION 


Dept. ID-10 West Acton, Massachusetts 
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Milton H. Landgren 


Titeflex Appoints 
Milton Lundgren 


Milton L. Lundgren was ap- 
pointed industrial sales manager of 
Titeflex Inc., according to E. M. 
Ramburg, vice president of market- 
ing. 

Mr. Lundgren was formerly vice 
president and gencral manager of 
Vulcan Radiator Co. of Hartford, 
Conn. 


DeWait Names Smith, Miller 


As District Managers 


Frederick B. Smith was appointed 
district sales manager for DeWalt 
power tools in northern New Jersey, 
and Marlin S$, Miller was appointed 
to represent the firm in the Pitts- 
burgh territory, covering western 
Pennsylvania and eastern Ohio. 

Mr. Smith joined DeWalt in 1956 
and held successive sales positions in 
Kansas City and Pittsburgh areas. 

Mr. Miller, formerly a salesman- 
demonstrator for DeWalt, was pre- 
viously a district manager for Skil 
Corp. 





Edward M. Nolander 


Atkins Names Nolander 
To West Coast Post 

Edward M. Nolander was ap- 
pointed industrial products repre- 
sentative for Atkins Saw Division, 
Borg-Warner Corp. 

Mr. Nolander’s territory includes 
Central and Northern California, 
southeastern Oregon and Nevada. 


Firth Sterling Appoints 
Director Of Purchases 


Glenn A. Wilson was appointed 
director of purchases and special 
projects for Firth Sterling Inc. 

He joined the firm ten years ago 
and served in a number of manage- 
ment posts. He continues as vice 
president and general manager of 
Strategic Metals Corp., and as vice- 
president and director of Borolite 
Corp. Both these firms are Firth 
Sterling subsidiarics. 


Butterfield Appoints 
Baetz And Gillane 


Howard J. Bactz was appointed 
district manager of the Great Lakes 
area and Laurence D. Gillane was 
appointed sales supervisor for metro- 
politan New York, New Jersey, 
Delaware and eastern Pennsylvania, 
for Butterfield Division of Union 
Twist Drill Co. 

Mr. Bacetz will be responsible for 
the complete Butterfield sales pro- 
gram in Michigan, Ohio and wes- 
tern Pennsylvania. 
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PRICE is on attractive feature 
in the famous CINCINNATI gen- 
eral purpose buffers and grinders, 
supplied in a variety of capac- 
ities and designs since 1902. 





312 MT. HOPE AVE. 


QUALITY, however, has never 
been sacrificed in the production 
of these buffers and grinders. 
We sincerely believe the Cincin- 
nati line is America’s top dollar 
value! 


Featured Nation-wide by Leading Distributors. Write For Catalogue TODAY! 


Makers cf a complete line of pedestal and bench grinders and buffers, speed lathes, 
dust collectors and cut-off machines. 


MR. DEALER! 
The Cincinnati 
COMPLETE LINE 
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of grinders, buffers, and polishers is 


A CUSTOMER MAGNET! 


Write for Dealer Information TODAY. 


TALK Cincinnati in the 


months ahead, for a bigger 


PROFIT YEAR! 
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CERTIFIED 


PRECISION 


GEARS 


at local Distributors 


To meet space-age demands for greater 
accuracy and miniaturization, your Boston 
Gear Distributor now has fine-pitch 20° P.A. 
PRECISION Spur Gears IN STOCK. Standard 
sizes range from 48 to 120 D.P. — 10 to 40 
teeth in stainless steel, and 42 to 180 teeth 
in aluminum. 

Each Precision Gear is certified by Boston 
Gear to be AGMA Precision Class 1 or 
better. All materials and finishes conform to 


qette 


“ 


Federal and Military specifications. 

Precision Gears are individually packaged 
in plastic containers and are delivered to you 
factory-sealed for your protection. 

Be cost-wise . . . standardize on Boston 
Gear Precision Gears . . . for certified quality 

. . for nearby supplies IN STOCK. Call your 
Distributor for New Catalog PG 160 and 
complete information. Boston Gear Works, 


64 Hayward St., Quincy 71, Massachusetts. 
Advt. copyright by Baston Gear Works 


“= BOSTON. FS] @ 


™ STANDARO/IZATION PAYS = 
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This advertisement signals the advent of a new, profit-planned 
program for BOSTON Gear Distributors. Running in September 
and October, it will introduce BOSTON Gear “IN STOCK” PRE- 
CISION Gears to over 400,000 readers in plants manufacturing 
instruments, controls, precision components for aircraft, missiles, 
computers, office machines, electronic apparatus, and similar electro 
mechanical equipment. 

Already in the multi-billion dollar bracket, these industries have 
a growth potential of truly space-age proportions. 


Another achievement in 


BOSTO 


STANDARDIZATION 
profit-planned for Distributors 


With the new PRECISION Gear line, BOSTON Gear Distributors 
can cash in on this steadily mounting demand. From a compact, 
easily handled stock, he can offer BOSTON Gear certified quality 
— PLUS unprecedented “off-the-shelf” delivery that will save buyers 
the costly delays that are customary in waiting for “specials.” 

This is another example of the Distributor-minded leadership 
that makes BOSTON Gear the biggest Distributor line — in dollar 
volume and dollar profit. 


™= STANDARDIZATION PAYS =°® 
for the purchaser ... for the Distributor 





In addition to continued, industry-wide publication advertising, BOSTON 
Geor support equips Distributors with the new Precision Gear Catalog, 
mailing pieces, slide presentation, displays, sales training, and full coop- 
eration in every phase of promotion. 
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UNISORB... YOUR NEW PROFIT LINE FOR ‘60 


New “Profit Finder” Shows 
158 Places You Can Make Money 


with Unisorb 


158 times all the machines used in your territory and you have 
some idea of Unisorb sales opportunities! This new Selector 
Chart actually shows the right type of Unisorb for over 158 dif- 
ferent categories of machines, the only saies tool of its kind 
available. The complete line of Unisorb pads and Unisorb 
Level-Rite self-contained leveling mounts offers these important 
advantages and cost savings to your customers. 


+ Cuts installation costs up to 70% 
+ Eliminates as high as 85% of transmitted vibration 


+ Lowers noise levels, improves morale, improves machine 
performance 


+ Saves up to 80% on installation time 
« Eliminates bolts, lag screws and pitted floors 


Cash in on the Big Profits Under Machinery Legs — with Uniserb! 

A tong profit margin, low-cost stocking pian, extensive na- 
tional advertising, sales leads and repeat business. it's all rs 
with the Unisorb line. Write for complete details, today. Many 
valuable territories still available. 


ee ee ee eee 


| 4 % oO ee 269 SOUTH STREET 
| BOSTON 11, MASS. 
>. Division of The FELTERS Company 

Please send me Unisorb “Profit Finder’’ Selector 

Name 

Position 

Company 

Address 

City Zone State 
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Joseph E. Zwit 

Hauck Appoints Zwit 
Engineering Sales Manager 

Joseph E. Zwit was appointed 
sales manager for the Engineering 
Division, Hauck Mfg. Co. 

Mr. Zwit joined Hauck’s Chicago 
district sales office in 1956. A year 


later he was appointed Central 
regional manager. 


Michigan Abrasive Promotes 
Foresman To Vice President 


R. J. Foresman, coated abrasives 
executive of Michigan Abrasive Co., 
was appointed vice president, by 
Max C. Jenes, Michigan president. 

For many years, Mr. Foresman 
was vice president and director of 
Midwest Abrasive Co., and more 
recently served as vice president in 
charge of sales and marketing of 
American Lincoln Corp. 





WITH Pyrex® RED LINE GAUGE GLASSES ...the ones 
that your customers can read from any angle or from a dis- 
tance with ease and accuracy. 

These are benefits your customers need, benefits that are 
easy to sell. Show them how a gauge glass with a red line 
fused to the back is magnified by water, makes a sharp clear 
line that’s easy to read. 

Every plant that uses gauge glasses is a prospect, and 
that’s just about every plant with a smokestack. 

You'll find the whole story on Pyrex Red Line Gauge 
Glasses in your Corning Gauge Glass Bulletin, EG-1. If you 
need more copies, check with your Corning Gauge Glass 
Distributor. or write us at 26 Crystal Street, Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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FIRST CHOICE OF 


INDUSTRIAL BUYERS 


Since 1892 Morgan Vises have been 
preferred by Industrial Buyers the world 
is preference 


over. This means more 


of the best vises that can be produced. 


SHEET METAL 
Sotid Jow Stationary Base 


re 6 


Solid Jaw Swivel Bose HINGED PIPE 


Me Me 


UTILITY BENCH 
COMBINATION PIPE 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 
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E. E. Earnhart 


Gould Hardware 
Names Purchasing Agent 


G. C. Harris has been appointed 
purchasing agent for Gould Hard- 
ware & Machinery Co., San Diego, 
to fill a vacancy left by the death of 
A. W. Andrew, general manager 
and purchasing agent. 

Mr. Harris has been with the 
company 3] years. He started in 
the warehouse, and later became an 
inside salesman. He has also han- 
died outside sales assignments. 

Newly appointed to Gould's out- 
side sales force is E. E. Earnhart, 
who rejoined the company after an 
interval of eight years. Between 
World War II and 1952 Mr. Earn 
hart was an inside salesman and 
later outside salesman for Gould. 
Recently he has been connected 
with a tile and floor covering busi 
ness. A Navy veteran, he originally 
came to California from Arkansas. 




















The Norma-Hoffmann Bearings Cor- 
poration of Stamford, Conn., reports 
that in trial-order tests the LENOX 
ALLOY STEEL MASTER-BAND 
saw blade cut more than 3000 square 
inches of steel on automatic equip- 
ment. As a result of these tests, the 
company, which manufactures pre- 
cision ball, roller, and thrust bearings, 
will use the MASTER-BAND for its 
production cutoff work. 


Users across the country report 
similar results on both standard and 
automatic machines. 


Machines for which the MASTER- 
BAND is designed include Johnson, 
Laidlaw, Marvel, Kalamazoo, DoAll, 
Napier, Grob, Wells, W. F. Wells, Mil- 
band-Thompson, and Peerless. 


AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS, U.S.A, 





WE CLAIMED: QUTLASTS 3 
REGULAR BANDS! BUT YOU 
PROVED: THE NEW LENOX 
MASTER-BAND OUTLASTS 4 
OR MORE CARBON BLADES, 


Users of band-saw blades are switching to the new 
LENOX ALLOY STEEL MASTER-BAND. A proven cost 
saver, the MASTER-BAND lasts longer than regular 
blades; enables you to cut many of the tougher steels on 
standard equipment. Performance reports from trial- 
order users across the nation prove that the MASTER- 
BAND, usable on both standard and automatic machines, 
is consistent, reliable, fatigue resistant, outlasting 4, or 
more, carbon bands. Widths are 44”, %”, 1%”, 54”, 34”, 
and 1”. 


Prove MASTER-BAND performance to yourself. For 
a trial order, send us blade specs, machine make and 
model, diameters of materials cut. 


Reports from manufacturers of bear- 
ings and gears, machinery, and other 
metal products show that the MASTER- 
BAND is the answer for their specific 
applications. 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD 1, MASSACHUSETTS, U.S.A. 
PLEASE FURNISH ALL INFORMATION REQUESTED 


COMPANY 
ADDRESS 


IMPORTANT! PLEASE COMPLETE 
MATERIALS AND SIZES CUT MOST 


MAKE AND MODEL MACHINE 
INDUSTRIAL DISTRIBUTOR  ..............ccscccsseeseseseesensenenenenees coevee 
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KESTER 


SOLDER 


WLLL A 


v 
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KESTER SOLDER 


Most distributors are well aware of _ sell the popularity leader because it 
the industrial preference for kester keeps profits at a high level. Capital- 
souver .. . that’s why so many of ize on this demand preference .. . 
them carry it. Makes good sense to __ sell profitable xzstex! 

WRITE today for the details on selling Kester Solder for real profits. Do it now! 


KESTER SOLDER COMPANY 


4214 Wrightwood Ave., Chicago 39, ill. * Newark 5, New Jersey * Anaheim, Calif. * Brantford, Ont. Caneda 
OVER 60 YEARS’ EXPERIENCE IN SOLDER AND FLUX MANUFACTURING 





\ a eye TL 
KEEPS DIRT 
'O) 0m mre) au hn |. 4 7-18) 


MACHINE SCREW ANCHOR 
with PRETESTED 


Now available in 10-24 and Ve" 





a DIAMOND EXPANSION BOLT CO 
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Thomas B. Porter 


Porter Joins Armour 
As Sales Representative 


Thomas B. Porter joined the Ad- 
hesives Division, Armour Alliance 
Industries, as sales representative in 
the Philadelphia area. 

Mr. Porter was formerly a repre- 
sentative with Armstrong Cork Co. 


Dodge Appoints Gard 
To Distributor Sales Post 


Lawrence R. Gard, Jr., was ap 
pointed assistant manager of dis 
tributor sales for Dodge Mfg. Co. 

According to Dodge, Mr. Gard 
will call on distributors of Dodge 
mechanical transmission products. 

Mr. Gard joined the firm in 1950. 
In 1957 he left to join J. B. Ersham 
& Sons Mfg. Co., Enterprise, Kan- 
sas. He rejoined Dodge Mfg. Co. 
this August. 


Lawrence R. Gard, Jr. 





E. B. Caldwell P. D. Kister 


Caldwell & Kister Form 
Manufacturers’ Agency 


Eugene B. Caldwell and Paul D. 
Kister joined in forming the Cald- 
well & Kister sales agency in Greens- 
boro, North Carolina. 

Mr. Caldwell, a 38-year veteran in 
the hardware sales field, has been a 
manufacturers’ representative in the 
Southeastern states for the past 
eight years. 

Mr. Kister was formerly affiliated 
with Jackson Mfg. Co. With the 
firm for 22 years, Mr. Kister was 
most recently vice president of sales 
and a director. 

The new agency will serve Vir- 
ginia, North & South Carolina, 
Georgia and Florida. 


Firth Sterling Appoints 
Crownover To Detroit 


David G. Crownover was 4p 
pointed Detroit district manager of 
the carbide division of Firth Sterling 
Inc. 

Mr. Crownover joined the firm in 
Detroit ten years ago and has served 
as salesman in the district for the 
past six years. 


Chain Belt Buys Into 
Argentine Concern 


Chain Belt Co. acquired an in- 
terest in Polimecanica, S. A., Buenos 
Aires, Argentina. The firm holds an 
equal interest in Polimecanica with 
Italian Ancarani-Torri interests who 
are Chain Belt’s partners in Rex 
Regina S.p.A. of Milan, Italy 

John H. Thuerman was appointed 
a managing director of Pollime 
canica. He has been with Chain 
Belt since 1946, serving as supervisor 
of product design and development 
in chain and transmission division. 


@ REED MACHINISTS’ VISES last a long, long 
° om The few seconds saved by Reed's easier, 


faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools . . . do better work with them. 
Yes, a vise is a vise. But Reed Machinists’ 
Vises are better : . . with differences that lower 
labor costs for your customers and build good 
will for you. it pays to sell quality! 
ASK DISTRIBUTOR 





REED MANUFACTURING COMPANY 
ERIE PEN NMS eVANEA c U.S. Mi 
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John Wood Portable Heaters 


Your sales will soar with John Wood Portable 
Heaters! Three models solve most temporary or 
emergency heating problems, provide comfortable 
working conditions in the coldest weather. Their 
sturdy construction will withstand the roughest treat- 
ment. John Wood's exclusive combustion chamber 
eliminates smoke, odor and visible flame ... delivers 
instant heat anywhere! Incorporates a clean shutoff 
valve. These Portable Heaters... backed by John 
Wood's 90 years in the field of combustion engi- 
neering ...mean big profits for you. 


ace 


MODEL PH 80 MODEL PH 120 MODEL PH 350 
Delivers 80,000 BTU's; 120,000 BTU's per Heavy construction unit 
operates for 20 hours on hour. Handsome, for peak heating de- 
one tank of fuel; pro- sturdy, well balanced _AMelivers 350,000 
vides the best features deluxe unit is ideal for BTU's per hour. Rolls 
of portable heating! all installations. easily on large wheels 


Find out today how you can build year-'round sales with 
the new John Wood Portable Heater Dealer Pian! Write: 


JOHN WOOD COMPANY 


Heater and Tank Division 
c hohocken, Pennsylivania—Chicago, lilinois 
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L. A. Smith J. H. Springer 


Ohio Brass Appoints 
New Agents In Southeast 


Lee A. Smith and J. Howard 
Springer were appointed valve agents 
by Ohio Brass Co. The two men 
will take over part of the territory 
formerly covered by the late Arthur 
H. Dufort. 

Mr. Smith will cover North and 
South Carolina, while Mr. Springer 
will cover Georgia anc Florida. 


Harper Names Baldwin 
Pittsburgh Manager 


Robert Baldwin was appointed 
district manager in the Pittsburgh 
area for The H. M. Harper Co. 

Prior to joining the firm, Mr. 
Baldwin served more than 20 years 
with G. H. Tennant Co. 


Clark Appoints Lawson 
To New York State 


Edward A. Lawson was appointed 
sales representative for Clark Bros. 
Bolt Co., to handle company sales 
in New York state. 

Mr. Lawson has served in the 
firm’s home plant sales department. 


Edward A. Lawson 
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SANDERS AND 
BUN ABRASIVE DISCS 





vUuiven Flat Sander 


Exclusive design features include a remote exhaust 
system which carries exhausting air and lubricant 
away from the work and the operator; a palm switch 
paddle for convenient, comfortable one hand con- 
trol; and the efficient Sioux mechanical design 
which requires up to 30°, less air for the same 
amount of work. Oscillating orbital action produces 
a superior finish; for wet or dry sanding. It’s power- 
ful, light, and perfectly balanced for feather edging. 





SMOOTH, powerful Sioux Sanders operate with cost 
cutting speed and ease. They're designed with stamina 
and dependability for the most punishing use. Heat 


treated gears, and permanently lubricated bearings 
help assure long, trouble-free life. They're the best 
buy in the long run. 


SIOUX ABRASIVE DISCS 74/4071 cool / 


INDUSTRIAL REGULAR OPEN COAT GRIND-A-LITE 


INDUSTRIAL—As compared with regular discs Sioux 


OPEN COAT—Open coated discs are intended for 
Industrial Discs have 31°, more fibre shear strength 


to keep the disc from flying apart under severe use; 
39°, more grain to provide more cutting points; and 
49°, more resin to securely bond the extra grain. 


REGULAR — Regular discs are intended for work on 
light gauge metal where heat generated by heavier 
type might cause warpage or metal expansion. Resin 
bond tempered aluminum oxide grain is used on Regu- 
lar and all Stoux discs for maximum cutting action. 


paint removal, and for cooler grinding on curved, or 
recessed surfaces. They are recommended for use 
anywhere an abrasive is needed that should not 
load or clog. 


GRIND-A-LITE— The new Grind-A-Lite disc is intended 
for general sanding operations on light gauge metal. It 
is light, flexible and excellent for use on contoured 
surfaces. It cuts sharper, runs cooler, loads leas, and 
lasts longer than most other discs 


Find Your Nearest SIOUX Distributor in the Yellow Pages 


Under “Tools, Electric” 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


AIR WAPACT WRENCHES « AIR SCREWDRIVERS « ELECTRIC IMPACT WRENCHES « DRILLS « SCREWDRIVERS « GRINDERS 
«© SANDERS « POLISHERS « FLEXIBLE SHAFTS « PORTABLE SAWS « VALVE GRINDING MACHINES « ABRASIVE DISCS. 





Federal-Mogul Appoints 
MacArthur Executive Aide 


Samuel E. MacArthur was pro- 
moted to executive assistant to the 
president and treasurer of Federal 
Mogul-Bower Bearings, Inc. He 
will have direct responsibility for 
three of the firm's seven divisions. 

Mr. MacArthur, with the firm 18 
years, will now supervise operations 
of the National Seal, Arrowhead 
and Microtech divisions. 

From his original position as as- 
sistant controller, he was promoted 
to controller in 1945, treasurer in 
1952, a board member in 1953, and 
vice president-finance and treasurer 
in 1959. 


Rust-Oleum Opens 
New Holland Plant 


Rust-Oleum Corp. opened a new 
plant in Haarlem, Holland. The 
event was attended by more than 
300 guests, including 16 marketing 
executives from the Rust-Oleum 
plant in Evanston, Ill. 

A welcoming address was given by 
Mr. Fried, counsellor of the Ameti- 
can Embassy, at the Hague. Robert 
A. Fergusson, Rust-Oleum president 
addressed the guests. 

According to the firm, the new 
30,000 sq. ft. plant, with a capacity 
of 2,000 gallons per day, will sup 
ply Rust-Oleum products to some 
25 countries. 


Pheoll Elects Adamek 
Vice President 


Stanley C. Adamck was clected 
vice president of operations of 
Pheoll Mfg. Co. He had been serv 
ing as general manager of the firm, 
since 1959. 

Mr. Adamek carries to his new 
position 20 years in the fastener 
field. Since joining Pheoll in 1953, 
he has served as plant manager, 
works manager, manufacturing man- 
ager and general manager. 

Mr. Adamek’s responsibilities will 
include the overall operation of 
Pheoll Mfg. Co., Inc. General 
Manufacturing Co.; The Progres- 
sive Mfg. Co.; and Frankfort Mfg. 
Co. 














meet the strict safety standards of 
Underwriters’ Laboratories. 

Werner's aluminum ladders are lighter 
... safer . . . more profitable. Do your 
customers and yourself a favor by inves- 
tigating the complete Werner line today. 


504 OSGOOD ROAD 
aoe TIA Oe WME a cENVILLE, PA. 


“THE STANDARD 
OF 


Name 


UL-Approved Aluminum Ladders, Stages, and Scaffolding. 


I am interested in Werner Aluminum Ladders. 
() Send complete literature. [] Have salesman call. 





THE INDUSTRY” 
Address. 








City 
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NUTS 
BOLTS 
SCREWS 
| WASHERS 


Easy on the eye 


OF NEW YORK 
FOR IMMEDIATE E DELIVERY 
PHONE wo 


“iene ase ; © whit 


ATLAS SCREW & SPECIALTY om 


450 BROOME 





The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand ee 
SYNTHETICS—Super-Tuff William €. Howard, Je. 
(nylon, dacron, polyethylene, polypropylene) 
Custom Rope Slings a Specialty 
Dependable Service - Highest Quality 


Norton Appoints Three 
To Sales Posts 


Edwin A. Danielson, former abra 
ated sive engineer in the Denver tern 

tory was appointed abrasive engi 
The ee ate 5 <a Co., mrss os Connecticut district for 
Reading, Pa., U.S.A. John W. Peterson, formerly field 
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engineer in Philadelphia was named 
to replace Mr. Danielson in the Den- 
ver area, as an abrasive engineer. 

William C. Howard, Jr, was 
named supervisor of distributor 
sales promotion. For the past eleven 
years he has worked as an abrasive 
engineer in the firm's Hartford 
Conn. office. 


Crystolon 63 


Norton announced the develop 
ment of a high temperature refac 
tory product, known as Crystolon 
“63”. Norton officials said the 
product should have wide applica- 
tion as a relatively low cost struc- 
tural ceramic, high in physical 
strength and resistance to attack by 
heat and molten salt. 


Kester Appoints Daniels 
As Export Manager 
F.. C. Daniels, Jr., was appointed 
export manager of Kester Solder Co. 
He will have his headquarters at the 
firm's main plant in Chicago. 
Mr. Daniels will be in charge of 
export operations at all Kester 
plants. The firm exports its prod 
ucts to over 50 foreign countries 


Behr-Manning Assigns 
New Territory To Jones 


In addition to his Seattle post, 
Robert C. Jones, Seattle divisional 
sales manager for Behr-Manning 
Co., division of Norton Co., was 
named manager of industrial sales 
of the Portland Oregon division. 

Mr. Jones reports to William J. 
Sweeney, Pacific region manager. 


Robert C. Jones 


Evoy PLANT HAS 


SOME CORROSION... 


Sell CHEMTROL, the leading 
plastic ball valve engineered to cover 
every chemical service! 


“Quad” Ring Stem Seal 
Removabie Wrench-Type Handle Interlocking Stem 


ott 





Compensating Union Nut Body Floating Ball 





Wherever you find plants transferring liquids and gases, you'll find a 
willing buyer for a valve that can’t corrode! Chemtrol plastic valves 
handle hot acids, alkalies, some solvents! 


CHEMTROL PLASTIC BALL VALVES ARE DIFFERENT... Possess full 
flow characteristics without turbulence, offer broad chemical resistance 
and good performance in high temperature ranges. Fast acting shut-off 
...only % turn, no sticking or scaling, adjustable take-up on seats, 
union type end connectors, quick disassembly. Here’s the outstanding 
leader with a complete line of valves in 5 basic plastic materials and 
the widest range of sizes in the industry! 


DEALERS WANTED— 


Specific territories still open 
to qualified dealers. Excel- 
lent profit potential in ex- 


panding market! Backed by 
intensive advertising and Sah Veduse Check Vatves 
direct mail programs creat- 
ing solid, continuous de- 
mand. Sell the best .. . Sell 
Chemtrol! Write for details 

—— and catalog! 





3-Way Valves Foot Vaives 








CHEMTROL 


404 West Central Avenue, Santa Ana, California 
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New Order Index Down 3% in July 


ee me ees bee te te ee 
1955 1956 1957 1958 1959 1960 


THE INDEX of new orders placed by distributors with their suppliers dropped 3% in 
July, according to The American Supply and Machinery Manufacturers Association.. The 
index fell 6 points to 191, continuing the slight steady drop from the 221 high in March 


Cincinnati 2, Ohio 





Young & Vann Opens Office In Muscle Shoals 


YOUNG & VANN Supply Co., Birmingham, opened a new branch office and warchouse 
in Muscle Shoals, Alabama. Inventory will closely parallel that of the Birmingham office 
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1827 Reading Road 
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WILTON TOOL Mfg. Co., Inc. nded its Schiller Park, Ill., plant for the second 
time since the plant was constructed five years ago. The new addition will add 12,000 
square feet for additional manufacturing facilities, at a cost of $100,000. 
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Flalem Mm llsalhaas, 
number of selected 
eittaaielthalem ail 


cash in on the 





fastest-selling line 


of ball valves turn page 
for a recap 

in America! of the 
FloeBall 


story 





 » Yes, I'm interested in a Hydromatics FLO*BALL valve 
distributorship. Send me complete information fast! 


NAME 


MAIL THIS 
CARD TODAY 
FOR COMPLETE 
INFORMATION! 


POSITION 


COMPANY NAME 


COMPANY ADDRESS 


CITY 


THE VALVE: 


Better FLOW than a 
et 


but, unlike gates, the 
FLOeBALL valve doesn't 
freeze or jam. . . it never 
leaks .. . the seats don’t 
score ... it requires no 
maintenance ... and 
just a %4 turn opens 

or closes it. 


Better SEALING than a 
GLOBE... 


but, unlike globes, 
FLOeBALL gives zero 
leakage . . . in both 
directions without seat 
distortion . . . closes 
easily without massive 
operators . . . gives more 
than twice the flow... 
and the fastest action 

of any valve made. 


Better RELIABILITY 
than a PLUG... 


but, unlike plugs, 
FLOsBALL never needs 
lubrication . . . never 
freezes, never leaks, 
requires no maintenance 
. yet it has greater 
flow capacity than any 
plug . . . and the lowest 
torque in the industry. 


A Complete Range For All Applications 


Series 715 Series 812 
3000 psi 150 A.S.A. flanged 300¥ A.S.A. screwed 

s/s and brass s/s and carbon steel s/s and carbon steel 
%" to’" 1” to 8” "%" to 2” 








THE BACKUP: Hydromatics backs you up, every month of the 

year, with one of the most extensive advertising, public relations and 
programs in the valve field. Every month an average of 

280,000 prospective customers in 10 major industries see large space 

advertisements promoting 

the FLO-BALL valve — and 

directing the prospect to 

you! Every month over 1000 

interested prospects in- 

quire about FLO«BALL 

valves—these inquiries 

are turned over to you! 

Every month publicity re- 

leases, feature articles, 

direct mail, and seminars 

build up a backlog of ed- 

ucated, “ready to buy” 

prospects—all are sent to 

you! 


THE RESULTS: with the most recent FLO+BALL advertising 
| apes over 250 of America’s most important 

industrial customers have already been sold on FLOe*BALL valves—and 
more are swinging over every day in one of the biggest spontaneous 
product shifts in vaive history. The list of new customers grows bigger 
every day . . . and old customers are buying at the same clip because 
FLOeBALL business is steady, repeat business. 








BUSINESS REPLY 
No Postage Stamp Necessary if Mailed in the United States 


MAIL HOW YOU CAN SELL FLOeBALL—THE HOT- 








Postage Will Be Paid By 


Hydromatics, Inc. 


Livingston, New Jersey 


ee 


Moil this 6 
postage {ree cont. Tidy 


Hydromatics, Inc. 
Livingston, New Jersey 





Edgar W. Clark 


Eaton Names Edgar Clark 
Marketing Research Head 

Edgar W. Clark was appointed 
director of marketing research for 
Eaton Mfg. Co. He succeeds Syd- 
ney E. Cowlin who entered the min- 
istry. 

Mr. Clark was formerly president 
of Clark Marketing Co. 

According to E. M. de Windt, 
Mr. Clark brings to Eaton experi- 
ence in marketing research valuable 
to the firm’s long-range program of 
broadening product lines and mar 
kets. 


Keashey & Mattison Elects 
Barge And Humlhanz 


George Barge was elected vice 
president-finance by Keasbey & Mat- 
tison. Albert F. Humlhanz was 
elected treasurer, moving into the 
position held Mr. 
Barge. 

Mr. Barge began his career with 
K&M in 1934. In 1951 he was 
elected treasurer, and in 1958 was 
elected to the board of directors. 

Mr. Humlhanz, who joined the 
firm in 1948, had been serving as 
assistant treasurer. 


formerly by 


Sandvik Appoints Nelson 


Ray F. Nelson was appointed 
manager of the steel department of 
Sandvik Steel Co. He will be in 
charge of the sales, warehousing and 
processing of Sandvik cold rolled 
spring steels, wire and 
throughout the U.S. 


tubing 


features wanted 
by buyers of an 


AIR COMPRESSOR 


(Binks has them all) 


be driven with minimum 
electrical output 


2 Full lube protection... 
pressure lubrication— 
automatic low oil 
level safety unloader 


3 Motor starter 
included. ..in the 
purchase price on 
2 HP and above 
tank mounted units 


4 Name brand motor... 
with 40° C rise and 
full service factor— 
fully adjustable 
slide rails 

5 Shock-free 
base ... rubber 


cushions at 
hold downs 


6 A.S.M.E. 


and of the “right” 
size, horizontal or 
vertical 


7 Nationwide service... 
both in the field and 
at factory branches 


An ideal air 

supply for spray 
painting equipment, 
pneumatic tools, 
cleaning and 

other shop needs. 


Send for free Catalog 820. It shows you the 
complete Binks air compressor line . . . explains 
all the many bonus features that help you fill 
the critical needs of your customers. Ask 

your Binks jobber for a copy or write direct. 


Ask about our spray painting school 
Open to all...NO TUITION ....covers all phases. 


Binks a, ris yr 


EVERVTAING SPRAY GUNS ACCESSORIES RATIONWIDE SERVICE 





Binks Manufacturing Company 
3128-30 Carroll Ave., Chicago 12, lil. 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SSE YOUR CLASSIFIED ap DIRECTORY 
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never before...so many sales features 
in a machinists’ vise! 


New Columbian Machinists’ Vises are smashing sales records 
everywhere. 
Reasons? Superior design, finer workmanship and a host of popular 
features unmatched in any other vise. The latter include ‘“T”’ section 
hardened tool steel replaceable jaw faces . . . steel handle balls forged 
. . . self-lubricating graphite bronze thrust 
... unbreakable malleable iron castings . . . easy conversion of 3—3 
—4—4% —5-inch stationary vises to swivel base type with addition 


A BAA 











Adjustable re 

enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 


benchwork efficiency. 
constructed of elec- 
poured = 
igi ( . Self-teveling feet as- 


sure full floor contact. Large die- 
formed seat has recessed Ma- 
ite panel for added comfort. 


FIVE MODELS — to choose 
from with and without adjustable 
features. Write for descriptive 
folder and prices. 





METAL PRODUCTS © GREEN BAY © WISCONSIN 
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Black & Decker Appoints 
Frazier And Miller 


Larry H. Frazier and Robert E. 
Miller were appointed industrial- 
automotive sales representatives for 
Black & Decker Mfg. Co. 

Mr. Frazier will serve in the Los 
Angeles area replacing Ralph W. 
Long who resigned. 

Mr. Miller will serve as sales rep- 
resentative in the Chicago area. 


Factory Branch in Bronx 


A factory service branch was 
opened by B&D at 2421 West- 
chester Avenue, Bronx, N. Y. Carl 
F. Johnson is service manager. 


Gates Names Pfeiffer 
To European Sales Post 


Dagobert F. Pfeiffer was ap 
pointed sales manager for Austria, 
Switzerland and the European Com- 
mon Market by Gates Rubber Co. 

A native of Zug, Switzerland, Mr. 
Pfeiffer will make his headquarters 
there. He has been manager of 
Gates Overseas, South American 
Division for the past four years. 


Welding Supply Sales Up 
5% For Second Quarter 


Comparative figures compiled by 
the National Welding Supply As 
sociation reveal that members’ 
sales for the second quarter 1960 in- 
creased 5% over sales for the same 
period of 1959. 

On a regional basis, the Eastern 
Zone reported an increase of 10%; 
Southeastern, 8% increase; Central 
Zone, 5% increase; West Central 
Zone, 1% decrease; Southwestern 
Zone, 5% increase and the Western 
Zone showed an increase of 4%. 


Curtis Mfg. Co. Names 
Smith Advertising Manager 


Howard E. Smith was appointed 
advertising manager of Curtis Mfg. 
Co., according to Elmer J. Steger, 
vice president and general manager. 

Prior to his present position, Mr. 
Smith was associated with the 
Winius Brandon Advertising Agency 
and Coca-Cola Co. 





The right gauge for 
your specific needs 





THE TRADE CALLS 


DYKEM 
STEEL BLUE 


top _ , 
SOP 0) 


making 
Dies and 
Templates 


Pepeier pas 8-02. can fitted with 
Jor applying t ~~ 1 

at ; metal sur- 
face ready yout in a few minutes. 
The dark blue background makes the 





THE DYKEM COMPANY 


Established 1920 
2305A North 11th) St. + St. Levis 6, Me. 


Industrial Buyers Service 
Opened in Houston 


W. A. Koch, who recently retired 
from Briggs-Weaver Machinery Co., 
has opened a telephone service de- 
signed to aid buyers of tools, ma- 
chinery and industrial supplies by 
saving them time and expense in 
locating hard to find items. 

Known as Industrial Buyers In- 
formation Service, the organization 
is headquartered at 5608 Chaffin 
Street, Houston. Telephone number 
is OL-4-2062. 

It is planned that one call to the 
Buyers Service and one to the dis- 
tributor handling the item in ques- 
tion will solve many buying prob- 
lems on materials which are difficult 
to locate. 

A card system has been set up on 
manufacturers and local manufac- 
turer's area representatives which 
will carry the name, address and tele- 
phone number of both. The card 
will also carry the name of all dealers 
in the Houston trade area who 
handle the products in question. 


Penco Appoints Allardice 
As Sales Engineer 

W. Keith Allardice was appointed 
sales representative in eastern Penn- 
sylvania, including the greater Phila- 
delphia area, for Alan Wood Steel 
Co. 

Mr. Allardice is presently a state 
director of the Pennsylvania Junior 
Chamber of Commerce. 





W. K. Allardice 
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“Don’t tell me you 
forgot to order more?” 


The inconvenience of ing out 
of Jewel Brand Abrasive is 
more than offset by the prompt 
service we offer on hurry-up 
orders. However, just to be safe, 
stockpile a reserve supply today. 


LZ 
Sewer] 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs + Specialties 








ABRASIVE PRODUCTS, INC. 
South Braintree 86, Massachusetts 








5 Sizes—10 Models 


Power 
Hacksaws 


Cut Cutting Costs 
JEFFERSON “601” 


Complete with 
moter, switch. 
ready - te - go. 
F.0.B. tactery. 
— omy $g500 
vx Less motor only, $65.00 
No. 3CH WET CUT 
6%" x 6%" 
4° Vee. oe 
Controtied 
feed 
rrecsure 
40.170 ths 


A rugged sow thot cuts fost AND 
accurately. Automatic lift on return 
stroke saves blades. Other fectures 
include 2 speeds, automatic stop, 
foot lift to saw frame, Oilite bear- 
ings throughout, built-in coolant 
tonk & pump, etc. 


. prices, discounts on KELLER 
and KELLER Die Filers TODAY. 
KELLER DIVISION 
AY) > Ser mae Sc ify oF 


2361 University Ave., St. Paul 14G, Minnesota 


221 





IT'S A 


TACT 


SPACING PRODUCTS 


BECAUSE FAST DELIVERY 
from stock makes inventory control 
easy ... conserves valuable space. 


BECAUSE AN ESTABLISHED 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT 
PACKAGING simplifies handling 
. +. encourages use. 


BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits. 


a \ Mmaen SPReERS 


oH SHOULDER-SCREW 


SPACERS 
ed 


FEELER STOCK 


Complete range of extra- 
precision sizes and thicknesses 
made from selected materials 
«+. Clean and flawless. 


FOR MORE FACTS 


WRITE, WIRE, PHONE FOR 
LITERATURE AND PRICES 


YOU CAN 
DEPEND ON DE-STA-CO 


<r 





Durant Promotes Hileman 
To Detroit Manager 


John N. Hileman was promoted 
to manager of the Detroit sales office 
by Durant Mfg. Co. He was for- 
merly in Durant’s Milwaukee sales 
office. 

Prior to coming with the firm 
four years ago, Mr. Hileman was 
with A. C. Sparkplug in Milwaukee. 


Carborundum Appoints Day 
To Cutting Tool Project 


M. S. Day was appointed manager 
of the Stupalox(R) cutting tool 
project of The Carborundum Co.'s 
research and development division. 

Mr. Day, who joined the firm in 
1954 as a project engincer, was most 
recently in charge of sales for the 
new products branch of Carborun 
dum’s research and development 
division. 


Adamas Appoints Eaton, 
Mansfield As Directors 


Edgar P. Eaton and Frank M. 
Mansfield were elected directors of 
Adamas Carbide Corp. They fill 
vacancies caused by the relocation 
and resulting resignation of John L. 
Alden and Marius Alex. 

Mr. Eaton is president and di- 
rector of the Carbone Corp., Boon- 
ton, N. J. Mr. Mansfield is vice 
president of marketing at Allied Re- 
search Products, Inc., Baltimore. 


G.E. Appoints Marvin 
To Niagara Sales District 


Richard R. Marvin was appointed 
manager of the Niagara sales district 
of General Electric Co.’s. large lamp 
department. ; 

Mr. Marvin succeeds Albert C. 
Kirchartz who is being transferred to 
Providence, R. I. 


Pioneer Aides Project Hope 


The Pioneer Rubber Co. sent a 
complete wardrobe of 18,500 pairs 
of Pioneer's surgical gloves to the 
S. S. Hope, the’ floating American 
hospital ship thdt will visit South- 


east Asia soon On a mercy mission. 
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“Wait'll | tell 
Charlie about these!” 


That's how it is with Jewel Brand 
Abrasive Belts. One satisfied user 
spreads the word about their supe- 
rior grinding, smoothing and pol- 
ishing performance and bingo .. . 
we've gained another valued cus- 
tomer! They're that good. Try 
some and see. 


[Ewer] 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 
South Graintree 85, Massachusetts 








HARRIS FLOATS 


in stock at all times 
more thon a half century, leoding 
distributors have mode Harris their 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicage 7, tM. 
Established 1884 








pyncen PLATEGRID 


Recommended for mines, querries, construc- 

tion work, 1 - yards — wherever belts 

length must be frequently changed. 

Plategrip Fasteners make a strong, 

joint in heavy duty conveyor belts, trough 
lly, ride hly over yp ta 

eo genes So Cay Eee hinge 

1 takes smaller diam- 

eter self-tu! a sheathed 


nas* pms No. single bolt f 
io. RS00-3 3 bolt fasteners 
outside edges) to reinforce edges 
troughing : 


sa ne 
Fastener 





anus(noae-seay & COMPANY 


$356 NORTHWEST HIGHWAY + CHICAGO, ILLINOIS 





INCREASE 
SALES WITH 
OFFICE 
SHIPPING 
KNIVES wr. 


Flesh 
Twine Cutter 
Write for complete catalog: 
. MANUFACTURING 
COMPANY 


169 Murray Newark 5, N. J. 
Seal-O-Matic of Canada, 2 Matilda St., foronté 8 





John H. Butcher 


Butcher Elected To Office 
In Young Presidents Group 


John H. Butcher, president of 
Butcher & Hart Mfg. Co., was 
elected area vice president of the 
Young Presidents’ Organization. 

Mr. Butcher will coordinate the 
administrative policies and pro- 
cedures of the YPO chapters in 
Pittsburgh, Cleveland and Cincin- 
nati. He reports to YPO’s national 
vice president and board of directors 

To belong to YPO, a man must 
have risen to the presidency of a 
sizable corporation before the age 
of 40. 


Norma-Hoffman Adds Two 
To Detroit Sales Office 


Paul Nowak and John R. Ciupak 
were appointed sales engineers for 
the Detroit office of Norma-Hoff- 
man Bearings Corp. 

Mr. Nowak was previously a sales 
engineer with Marlin Rockwell 
Corp. in Detroit. Mr. Ciupak was 
with Electro Mechanical Products 
Co. Both men will cover the Mich- 
igan territory for Norma-Hoffman. 


Skil Promotes Hosticka 


Allen F. Hosticka was appointed 
assistant treasurer at Skil Corp. He 
joined the firm in 1950 as tabulat- 
ing supervisor. Since 1958 he has 
been manager of the general ac- 
counting department. 
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Want to handle 
the fastest 
growing line 

of pneumatic 
production 
tools? 


-_—_——_ 


wm _PRILIS 

NR SCREWORIVERS 
NUTSETTERS 
GRINDERS 


"a 
i 


( 


Airetool has valuable distrib- 
utorships open for progres- 
sive companies with solid 
industrial followings. If you 
qualify, we invite you to in- 
vestigate the profit potential 
of our complete line of pneu- 
matic production tools. For 
more than 30 years, Airetool 
has pioneered air-motor 
developments that are the 
standard of the industry. We 
operate plants in Springfield, 
Ohio, Canada and The 
Netherlands and have branch 
offices and representatives in 
major U.S. cities and ten 
foreign countries. Write on 
your letterhead . . . tell us 
your background and sales 
territory. We'll send you full 
information along with our 
new Bul. 70 which describes 
the complete Airetool line. 


REPRESENTATIVES in principal cities in U.S.A., 
Caneda, Mexico, Puerto Rico, South America, 
England, Evrope, italy, Jepon, Hewaii 

CANADIAN PLANT: Brantford, Ontario 

EUROPEAN PLANT: Vicardingen, The Netherlands 
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NOW! 
STOCK STAMPED 
SPROCKETS 


76 Sizes 
Immediate Delivery 








O.E.M. Sales are easy for you to get with 
these quality sprockets that are competi- 
tively priced and you make a good profit 
on liberal discount. 


Special sprockets, special holes, hub 
type and others con also be obtained at 
competitive prices with fast delivery. 


For A.S.A. No.‘s. 35, 40 & 41 chains 


From many materials 
Small lot and production runs 


Stamping principles and stock tools permit many modifications 
/ Special sizes tooled and run at surprisingly low cost 





Moke Extra 
PROFITS 
on sprocket sales 
you haven't been 
able to get before. 








DAYTON Rog! 


MINNEAPOLIS 7H, MINNESOTA 





| Oo SAWS 


can now be flee co see ly 


COS b. 


The new model 200 Fi 
ONLY machine which will file the 
of hand saws. 

The exclusive Foley omen of joints 
teeth uniform in size, shape 
round, usually doubles saw life. fo. Polen fi 
duction 25% to 40%; they 


for full details and literature. 





Automatic Saw Filer is the FIRST and 
so-called “combination” ( 
crosscut) circular saws; also crosscut circular saws, band saws, all types 

+a] saw as it is filed, 


lows 
cut faster, run cooler, sta 


many hidden prospects for the Foley Saw Filer, for in an 
plan of saws are used, the —- 
Our 30-Day Trial Offer is open through you to 
and your customers will thank you to be inf 


FOLEY MFG. CO. 3363 wc. stu street © MINNEAPOUS 18, MINN 


and 


circular saws 


quickly pays for i 
well rated company, 
about it. Write today 











224 


INDUSTRIAL DISTRIBUTION «© OCTOBER, 1960 


Carl G. Link 


Shields Kubber Opens 
Branch In Indiana 


Shields Rubber Corp., Pittsburgh, 
suppliers and distributors of indus- 
trial rubber goods, established a 
Midwest distributorship at 1000 
East Chicago Ave., East Chicago, 
Indiana. 

Announcement of the Calumet 
Branch, occupying more than 7,500 
sq. ft. of the former Crane Co 
building, was made by Carl G. Link, 
general manager and Midwest dis- 
trict distribution director. 

Mr. Link said the warehouse will 
allow ample space for maintaining a 
complete line of rubber products 
near the consumer area, as well as 
to speed delivery to Calumet and 
Chicago manufacturing plants. 

Mr. Link, who has spent 15 years 
in the industrial rubber field, was 
previously associated with U.S. Rub 
ber Co. and New York Belting and 
Packing Co. He joined Shields 
earlier this year. 


RB&W Names Jones 


To Export Sales Post 


Ward K. Jones Jr., was appointed 
export manager of sales for Russell, 
Burdsall, & Ward Bolt & Nut Co., 
succeeding William Rave who re- 
tired after 26 years with the firm. 

Jones joined the firm in 
1946. Most recently he was assistant 
office sales manager in Port Chester, 
N. Y. 





sxsenen wine [TI ][f] sore ovvesvon 


H. K. PORTER COMPANY, INC. 





CALM 


ALLFLEX 


VIBRATAMERS! 
Custom- 
Engineered 


FAST to 


solve your 


problems. 

in Stainless Steel, 

Bronze, Monel 

write, tg phone 

today for 

a el 
DATALOG 


601 





3782 Ninth $t., Long Island City 1, N. Y. 
Telephone: STillwell 4-5173 





Peter A. Wilson Garth Edwards 


Stanley Appoints Wilson 
To Virginia Area 


Peter A. Wilson was appointed 
sales representative in Virginia for 
Stanley Steel Strapping division of 
The Stanley Works. 

Previously he was connected with 
Paint Supply Corp., Norfolk, Va. 


Director of Finance 


Garth W. Edwards was appointed 
director of finance for The Stanley 
works. He comes to Stanley from 
Sylvania-Corning Nuclear Corp. 
where he was treasurer, controller 
and head of commercial production. 


Hills-McCanna Appoints 
George Sandenburgh 


George R. Sandenburgh was ap- 
pointed manager of sales engineer- 
ing by Hills-McCanna Co. 

Mr. Sandenburgh was formerly 
assistant superintendent at the 
firm's plant in Chicago. 


Huck Appoints Garrett 
Director Of Purchases 


William A. Garrett was ap- 
pointed director of purchases of 
Huck Mfg. Co., by A. W. Armour, 
Huck president. 

Mr. Garrett brings to his post a 
background in merchandising sales 
and purchasing. Prior to joining 
Huck, he was with Thompson 
Ramo Woolridge. 


Industrial Fastener Index 


The industrial fastener index of 
shipments for July 1960 is 91 (sea- 
sonally adjusted, according to the 
Industrial Fasteners Institute. July 
Shipment were 91% of the 1956-58 
average, on a seasonally adjusted 


basis. 


PREPEAT | 
IREPEAT | 
REPEAT | 


BUSINESS COMES YOUR WAY... 
when you handle the Desmond 
line, backed by selling ads like 
this in a dozen trade papers. 
_336,000 circulation . . . to your 
‘prospects and customers. 

Sa RI RAN OER 


RAISE 
GRINDING 
PRODUCTION 


A typical Desmond Huntington 
grinding wheel dresser costs 
about $2.70 from your distributor, 
yet it substantially increases 
grinding production, makes 
wheels cut better, and lowers 
grinding costs. By dressing all 
your grinding wheels regularly 
you remove inefficient dull par- 
ticles and loaded metal, expose 
a fresh new grinding surface. Your 
Desmond distributor can furnish 
the exact model you require. Ask 
his advice. 


The only complete line of 
grinding wheel dressers and cutters 








— ciel 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1960 











Manufacturers’ 
APPOINTMENTS 





Horace N. Lander was appointed 
assistant director of research, Bernie 
P. Askew was appointed superin- 
tendent of maitenance at Campbell 
Works and Paul F. Schmidt heads 
the maintenance department at the 
Brier Hill Works for Youngstown 
Sheet & Tube Co. 


Vernon March was appointed fac- 
tory manager of the American 
Pulley Company plant in Philadel- 
phia. 

Ted G, Breitag was appointed man- 
ager of manufacturing engineering 
at the headquarters plant at De- 


troit Controls Division, American- 
Standard. 


Richard G. Walsh was elected vice 
president of engineering of Titeflex, 
Inc. 

Charles E. K. Fox was appointed 
plant manager, Danville (Va.) 
Works of the Disston Division, 
H. K. Porter Company, Inc. 
William R. Tise was named chief 
engineer for conveyor products sales 
by United States Rubber Co. 


Robert S. Kocourek was promoted 
to the newly created position of 


Want More Sales 
and Lower 
Selling Costs 


Can you maintain your . 
selling position in face of 
changing conditions? 


An invaluable booklet has been prepared. 
We would like to send it to you without 
cost or obligation. It is entitled 


How to Meet Today's Changing 
Conditions in Selling 


Any man charged with the responsibility 
of building business volume will be inter- 
ested in what it says. 

Competition is becoming keener and 
business will be harder to get in the 
months ahead. Salesmen will need more 
skill—more knowledge and resourceful- 
ness in handling every day selling situa- 
tions. It is to help you mect these changing 
conditions that we prepared the booklet 
we want to send you. 

Just clip this coupon to your letterhead 
and booklet will come to you promptly. 


1748 High St. Beaver 6, Colorede 
Name 























Je AG AT 


The compact $6 Voiet holds 6 cocts, 6 hots, 





manager, manufacturing services, of 
Foote Bros. Gear & Machine Corp. 
Also Herbert V. Cork replaces Mr. 
Kocourek as factory manager, plant 
No. 1. 


Charles Spoerer was appointed 
plant manager of the Hampstead, 
Maryland plant of Black & Decker 
Mfg. Co. 


Roland P. Schultz was appointed 
treasurer and William G. Bratton 
assistant treasurer of The Cleveland 
Cap Screw Co., a subsidiary of 
Standard Pressed Steel Co. 

Howard A. Baxter was elected vice 


president in charge of engineering 
for Norma-Hoffman Bearings Corp. 


Andrew E. O'Keefe was appointed 
as research associate specializing in 
electro-photographic research and | BBVfelesat 
techniques by Keuffel & Esser Co. | AAA 


wn Ae nect. compact 
dry ond “in Ends “dog 
of Non. will not tip 

woll or in wardrobe 
. heavy guege steel, 
rigidly welded 
i in cholce 

a 


MATERIAL FROM 
0” to %" THICK 


Amazing blind fastener with threads 
hos unlimited uses for maintenance ond 


bross with 6/32, 8/32, 10/32, 10/24, 
12/24 and 4-20 thread sizes. 


jock Wet cow & 
instatied and 
to receve 
Stoeneeet 
screw. 
SOLD BY WHOLESALE nanowans, MecTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


= MOLLY ix 


PETERSON CO 
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Experience... 


Gained through countless fastener problems 
solved over the past 52 years means a greater 
ability to solve each new problem more quickly 
more economically. We're proud of this 
accumulated “know-how”™ because it 
assures Our customers of highest quality 


standard and special fasteners. 


FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road + Cleveland 13, Ohiec 





Cold upset screw products 
y ... Standards and speciais. \ 
2 





New Sales Opportunities 
for PROTO Distributors 


Engineers’ Wrenches, Engineers’ Wrenches, Pin Spanners, Adjustable Face Adjustable Hook Construction Structural Wrenches, 
32 sizes, 15° offset, 40 sizes, 15° offset, 15 sizes, single Spammers, 3 sizes. Spanners, 4 sizes. Wrenches, 1S sizes, 23 sizes, straight 
single head, open double head. open pin. Fed. Spec. Fed. Spec. Fed. Spec 15° offset, single openings with offset 
end. Fed. Spec. GGG- end. Fed. Spec. GGG- GGG-W-665, GGG W-665, GGG-W-665, head, tapered align- heads, tapered 
W-636-a, Type V W-636-a, Type IV Type I! Type itt, Class t Type |, Class 1 ment end aligning ends. Fed. 
Spec. GGG-W 636-2, 
Type (X, Class 1 


132 New Industrial Wrenches Now In Proto Line 


The most needed sizes and types of industrial wrenches and spanners are now 
included in the Proto Industrial Line. These new tools are all drop forged, in 
high quality carbon steel, heat treated and broached or milled to highest indus- 
try standards. 

Your heavy construction customers use them all the time. And there is a 
lot of business for you in all the metalworking trades. 

Special-quantity orders, special opening combinations, and special shapes 
can be delivered through Proto’s Contract Sales Department. They'll process 
your requests for quotation fast, too. 

These new carbon wrenches are heart- ¥ 
of-the-line items —the fastest movers. 

For you that means door-openers, new PROTO.-TOOLS 
business, volume business. — e 


2214 Santa Fe Avenue, Los Angeles 54, California - 514 Allen Street, Jamestown, New York - 1714 Oxford East, London, Ontario, Canada 
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A Sales Repeater Because it’s 


DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You con depend on the selling power of 
RUBYFLUID, becouse it's the soldering flux 
that’s easy and dependable to use. Efi- 
ciently conditions metal for neat, strong 
é ical b&b RUBYFLUID 
costs less in the 
long =o run Cus 
tomers like RUBY 
FLUID Flux—liquid 
or paste keep 
coming beck for 
more Let RUBY. 
FLUID moke 
friends ond build 
business for you. 
Remember ... 
RUBY's Stainless 
Steel Flux wos 
perfected for this 
opplication. Don't 
toke chances with 
substitutes 





Ruby Chemical Co. 
76 S. McDowell Stree; 
Columbus 8, Ohio 








DATES to 
REMEMBER 





Oct. 5-7—Second Midwest Business 
Opportunities Exhibit, St. Paul 
Municipal Auditorium, St. Paul 
Minnesota. 

Oct. 5-7—Central Supply Associa- 
tion, 66th Annual Mecting, 
Palmer House, Chicago, Illinois. 

Oct. 68—First Convention, Me 
chanical Power Transmission Dis- 
tributors’ Association, Sherman 
Hotel, Chicago, Illinois. 

Oct. 9-14—Fall General Meeting, 
American Institute of Electrical 
Engineers, Morrison Hotel, Chi- 
cago, Illinois. 

Oct. 10-14—15th Annual National 
Hardware Show, New York Col- 
iscum. 

Oct. 11—Meeting of the Hoist 
Manufacturers Association, Pitts- 
burgh Hilton Hotel, Pittsburgh. 

Oct. 12-13—4th Biennial Products 
Show, of the Purchasing Agents 
Association of Central Iowa. Des 
Moines Veterans Memorial Audi- 
torium. 

Oct. 16-19—National Hardware 
Convention, sponsored by the 
National Wholesale Hardware 
Association and the American 
Hardware Manufacturers Associa- 
tion, Atlantic City, N. J. 

Oct. 17-21—48th Annual National 
Safety Congress, sponsored by 
The National Safety Council, 
Conrad - Hilton, Pick - Congress, 
Sheraton Towers, Morrison and 
LaSalle Hotels, Chicago. 

Oct. 17-21—42nd National Metal 
Exposition & Congress, Trade 
and Convention Center, Philadel- 
phia, Pa. 

Oct. 18-19 — Manufacturer-Distrib- 
utor portion, 18th Annual Meet- 
ing, Anti-Friction Bearing Distrib- 
utors’ Association, Sheraton Tow- 
ers Hotel, Chicago. 

Oct. 18-21—52nd Western Region 
Convention of the National As- 
sociation of Electrical Distrib- 
utors, Stardust Hotel, Las Vegas, 
Nevada. 








Used by industrial plonts, hordwore stores, stock 
rooms. The entire stock of drills can be seen at o 
gionce. Comportments with rounded bottoms hold 
dozens of drills. Huot's built-in system 
does away with cost sheets. 1444" long, 7%" 
high, 7'4” deep. Hammerlin baked enamel finish 
over rugged steel. 

THREE MODELS 
#1 for Fractional Drills . . . 
#2 for Numbered Drills . 


HUOT MANUFACTURING CO. 


551 Ne, Wheeler Street @ St. Paul 4, Minn. 





PRECISION BRAND 
ARBOR 


SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
eceurate spacing of milling cutters, slit- 
ter knives, gong saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 
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good about them?” 


It's not enough to tell you Jewel 
Brand Abrasive Belts are “fast 
cutting, cool running, and long 
lasting”. They are . . . but the 
best way to prove all their advan- 
tages is on the job. Give them a 
“show me” run soon! 


Od 


JEWEL’ 


COATED ABRASIVES 


Belts + Rolls « Sheets + Discs * Specialties 


ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 


FAST 
DELIVERY 
AVAILABLE 








SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 35-€ 


4 SPROUT-WALDRON 
¥ MUNCY, PENNA. 


IN/504 


Flexible Tubing Hosts Stockwell Rubber Co. 
Bak ia me pee Sh aie By es lis ty agit 


eh rope : ¢ pe a" te ‘ me sae 
Cat : x . * z ? 
. ri 3 . 


Seventeen sales personnel from the Stockwell Rubber Co., Philadelphia, attended a sales 
conference and plant tour held recently by Flexible Tubing Corp., in Guilford, Con- 
necticut. Those present included E. Stockwell, Sr. W. Proctor, R. Atkinson, E. 
Stockwell, Jr. D. Bodenheimer, all of Stockwell; A. H. Loux, Flexible Tubing; E. 
Weidner, J. Edwards, G. Quinn, all of Stockwell; and R, F. Marrinan of Flexible 


~™ ' 
2 * 
. } eee 


er & 
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A new $400,000 branch building was opened by the Noland Co., Newport News, Va. 
The branch, headed by W. A. Wilkinson, Jr., will serve 15 North Carolina Counties. 


Airsco Rubber Moves To New Dallas Location 


ie Beet ca 
+ vo eS 


- rae 


Airsco Rubber Products, Dallas, Texas, moved to its new location at 2640 Irving Blvd. 
The facility contains 10,000 sq. ft. of warehouse and air conditioned office space. 
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PIPE NIPPLES 


Pressure Tube Nipples 


AS.1.M. A-83 and A-106 
FROM STOCK: 
Va" to 1'A" Standerd and Extra 
Strong Weights, Block Grode 
“a” 
"i" to lV" Double Extra Strong 
Weight, Block, Grode “A.” 
TO ORDER: 
Grode“8” Gaivonized, Cold 
Orown in Lorger Sizes 
® Avoid errors. Nipples ore 
marked “SMLS” with Grade, 
Weight ond A.S.T.M. Spec. 
Fit 


Sburgh NIPPLE WORKS, Inc 








Stainless Stan 
are 

Mar arews 
have clean, 
bright and 
shiny heads” 


ONE-SOURCE RESOURCE 
mw STAINLESS STEEL 
FASTENERS 


means more 
profit for you 


(less paper work!) 


© 6,000 types and sizes 
© immediate delivery, 





* AN Drilled 
Fillisters 

© Bolts 

* Cep Screws 

* Caps, 
Socket Head 

* Cotter Pins 

* Dowel Pins 

* Hinges 


any quantity 
© Speedy Service on 

“specials”. 

TITANIUM . 
Right Off the Shelf® - 


Write, wire, phone NOW for 
; Ster’ 





Oct. 19-20—Anti-Friction Bearing 
Distributors Association Meeting, 
Sheraton Towers, Chicago. 

Oct. 23-26-1960 Convention of the 
American Institute of Supply As- 
sociations, Inc., Americana Hotel, 
Bel Harbour, Florida. 

Oct. 29-Nov. 1—Midyear Meeting 
of Executive Committee of South- 
ern Industrial Distributors’ Asso- 
ciation, National Industrial Dis- 
tributors’ Association, American 
Supply & Machinery Manufac- 
turers’ Association, Homestead, 
Hot Springs, Va. 

Nov. 1-3—Material Handling Insti- 
tute Central States Show, Ken- 
tucky Fair and Exposition Center, 
Louisville, Kentucky. 

Nov. 811—Ist National Die Cast- 
ing Exposition and Congress, De- 
troit Artillery Armory, Detroit, 
Michigan. 

Nov. 10-12—Thirty-Fourth Annual 
Meeting, Southwestern Wholesale 
Distributors Association, Broad- 
moor Hotel, Colorado Springs, 
Colorado. 

Nov. 16-18 — National Associated 
Marine Suppliers, Inc., 2nd An- 
nual Marine Supplies and Equip- 
ment Show, Hotel Roosevelt, 
New York. 

Nov. 20-21—Central States Indus- 
trial Distributors Association, 28th 
Annual Convention, Edgewater 
Beach Hotel, Chicago. 

Nov. 20-22—Fluid Controls Insti- 
tute, Fall Meeting, Drake Hotel, 
Chicago. 

Nov. 27-Dec. 2—Winter Annual 
Meeting, ASME, Statler Hilton 
Hotel, New York City. 

Nov. 28-Dec. 2—24th National Ex- 
position of Power & Mechanical 
Engineering, New York Colli- 
seum. 


NEW LINES | 
taken on by 
distributors 


Boston Wiens Sass: & Rubber 
Div., of the American Biltrite 
Rubber Co., Inc., appointed the 
following three distributors: 
*Clowe & Cowan, Inc. 

Amarillo, Texas 
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A NEW EW LEADER 


lower price 
$1950°° 


F.O.B. 
CHICAGO 


pier favorite T 
Foi Aapetnn | 


— orion. At $195. 00 the Mark II Shop- 
ifter is priced 25% under former 
models with equivalent speci fications. 
This is the biggest value ever 
sented in a Shoplifter. Ask for Bul- 
letin D-195. 


eee TABLES 
One ton capacity. 
For = as a die 


, constant 
wey table, load 
leveler, or port- 
able work table. 
Ask for Bulletin 
ET-245, 





any heavy load. Available 
in six models ...choice of 


RED ROCKER BARREL STANDS 
Everybody needs them! 
For safe and fo one- 


man draining of 55 gallon 
y womens 18” and 24” drain 
page .with and with- 
t wheels. 


ucts are readily sold 
because of their bee 
= attraction and 
strong na advertising support. 
Write Pe specific information, prices 
and resale information. 


on prabnne me 
application, 





TAWS 


You can’t beat 
a PARKER 


CHECK OUR STEEL JAW 
CONSTRUCTION . 


Setter JAWS AT 
NO EXTRA COST! 


WRITE FOR COMPLETE 
VISE CATALOG TODAY! 


y The CHARLES PARKER CO. 

50 HANOVER ST. 
MERIDEN, CONN. 
Established 1832 


* Industrial Supplies, Inc. 
Memphis, Tennessee 
¢ Sutton-Clark Supply, Inc. 
Richmond, Virginia 
Hills-McCanna Co. appointed five 
authorized stocking distributors: 
* Ft. Wayne Pipe & Supply Co. 
Ft. Wayne, Indiana 
* Harry W. Taylor Co, 
Detroit, Michigan 
¢ Wilkins Pipe & Supply Co. 
Peoria, Illinois 
°A. P. Engelhart Co, 
Flint, Michigan 
¢Emie Graves Co. 
Tulsa, Oklahoma 
Continental-Emsco Co’s. industrial 
sales division recently added five 
firms to distribute its products: 
«Gary Sales Co. 
Detroit, Michigan 
* Midway Supply Co., Inc. 
Jackson, Michigan 
*Mechanical and Electrical 
Equipment Co. 
Tulsa, Oklahoma 
*Calvert-Conel Co. 
Cleveland, Ohio 
* Keystone Pipe & Supply Co. 
Milwaukee, Wisconsin 
Synfiex Product Division, Samuel 
Moore & Co. appointed the fol- 
lowing authorized master distrib- 
utors: 
* Hope Rubber Co. 
Fitchburg, Massachusets 
°F. B. Wright Co. 
Dearborn, Michigan 
* Shively Bros., Inc., Flint, Michi- 
gan 
*Kent Rubber Supply Co. 
Grand Rapids, Michigan 
Wilkerson Corp. appointed the 
following three distributors: 
* Burton Bearing & Industrial Co. 
Brownsville, Texas 
¢ Industrial Air Equipment Co. 
Indianapolis, Indiana 
* Warden Pump Co. 
Pharr, Texas 
Parker-Hannifin appointed the fol- 
lowing distributors: 
* Depatie Fluid Power Co., Inc. 
Kalamazoo, Michigan 
¢ Fluidline Engineering Inc. 
Chicago, Illinois 
¢ Louis H. Hein Co. 
West Conshohocken, Pa. 
¢ Manufacturer Supply Co. 
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DOWEL PINS 





THE NEW WARNOCK 
STRAP WRENCH 


redesigned 
for 


© Comfortable new handle speeds work. 

@ Simple construction, lightweight. 

eA tool for turning small hand- 
wheels, led es, odd-shaped 
parts, polished pipe. 

© Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of ision machine 
parts; assembly of fragile units. 

for the distributor . . . 

@ li's new, but has the old Warnock 
quolity at reasonable price. 

©@ Has wide application in industry. 

© Attactive, modern, functional design 
helps it sell. 

Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 
79 TEMPLE ST. WORCESTER 4, MASS. 








H. K. PORTER COMPANY, INC. 





“Wait'll | tell 
Charlie about these!” 


That's how it is with Jewel Brand 
Abrasive Belts. One satisfied user 
spreads the word about their supe- 
rior grinding, smoothing and pol- 
ishing performance and bingo .. . 
we've gained another valued cus- 
tomer! They're that good. Try 
some and see, 
LZ2> 


[SEwet NM] 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs * Specialtios 








ABRASIVE PRODUCTS, INC. 
South Graintree 65, Massachusettes 





Chicago, Illinois 

*Nielsen Hydraulic Equipment 
Inc. 
Pelham Manor, New York 

* Ritter Engineering Co. 
Milwaukee, Wisconsin 

¢ Supplies For Industry Inc. 
Tucson, Arizona 

Hewitt-Robins Inc. announced the 
appointment of the following dis- 
tributors to handle its products: 
* Ross Oil Co., Inc. 

Belleville, Illinois 

Valley Supply Co. 

Elkins, West Virginia 

Brady Supply Co. 

Elmira, New York 

C. B. Supply Co. 

Manasha, Wisconsin 

Milwaukee Chaplett & Supply 
Co. 

Milwaukee, Wisconsin 

Spokane Machinery Co. 

Spokane, Washington 

Whisler Bearing Co, 

Rapid City, South Dakota 

L. O. Gregory Mfg. Co., Inc. 

Memphis, Tenn. 

Southern Machinery Co., Inc. 

Nashville, Tenn, 

Western Machinery Co., Salt Lake 
City, Utah, was appointed a fran- 
chised representative for the sale 
and service of Yale industrial lift 
trucks by Yale Materials Han- 
dling Division, The Yale & 
Towne Mfg. Co. 

Ducommun Metals & Supply Co., 
Los Angeles was appointed a dis- 
tributor by Great Lakes Steel, di- 
vision of National Steel Corp. 

Construction Supply Corp., Nor- 
folk, Va., was appointed a distrib- 
utor by Hale Fire Pump Co. for 
contractor and industrial pumps 
in a ten county area surrounding 
Norfolk, Va. 

Continental Air Equipment, Brook- 
lyn, New York, was appointed an 
authorized stocking distributor 
specializing in Synflex self-storing 
ait hose by the Synflex Products 
division, Samuel Moore & Co. 

Whitney M. Kerr Co., Kansas City, 
was appointed a distributor for 
Allis-Chalmers zeolite softeners 
and dearators in an area around 
Kansas City, Mo., and including 











parts of Nebraska and Iowa. 
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DISTRIBUTORS 


WANTED 


Ideal 
BANDSAW WELDERS 


®@ Precision Built 
® Portable 
® Grinding Wheel For Dressing 
Butt Optional 
W's quicker, more economical, more con- 
venient to make band tools from your own 


coil stock. Skilled operators not needed. 
Three models—¥o", 1”, 1%”. 


Bexor Bandsaw Blades 


—_ 


Top Quality, Favorable Price, Better 
Profit Margin. 

HACKSAW BLADES 
Hand sizes in tungsten alloy and high 
speed steel. Light and heavy power in 
high speed steel. 


Write for literature and information on 
choice territories now open. 


E. R. SAMSEY & Co. 


TOLEDO 14, 

















Send for Bulletin 1 
“Power Transmission Appliances” 


ROYERSFORD 
COUPLINGS 


Meet any conditions 
and requirements 


Each type specifically de- 
signed for perfect results 


FLANGE OR 
PLATE 

COUPLINGS 
With tight-fitting 
bolts and Keys. 


Shoft sizes: 15/16 
to 6 15/16" 


CLAMP 
COUPLINGS 
Fitted 


wth Keys. 
Shaft sizes: 15/16" 
to 6 15/16". 


= Op 
OF ce 


STANDARD COMPRESSION COUPLINGS 


No keywoys 


perfect alignment . 


no centering of shofts ° 
no danger of catch- 


ing clothes. Shofts sizes: 15/16 to 4 15/16”. 


JAW CLUTCH COUPLINGS 


Full details on request 


ROYERSFORD 
FOUNDRY & MACH. CO. 


P. ©. Bex 199 
ROYERSFORD, PA. 


“Royerstord service to distributors helps 
you keep customers happy” 








Patterson Sales & Supply Co., 
Greensburg, Pa., was appointed 
an authorized industrial distribu- 
tor for the Stanscrew line of 
socket screw products manufac- 
tured by Standard Screw Co. 

Degen-Fiege Co., Los Angeles was 
appointed a distributor for the 
Ohio Gear Co. 

Reliable Belting & Transmission 
Co., Toledo, was appointed a dis- 
tributor in the northern Ohio 
area, for Dayton Industrial Prod- 
ucts Co., division of The Dayco 
Corp. 

Garrett Supply Co. of Los Angeles, 
division of The Garrett Corp., 
was appointed a distributor of 
AIM brand rack, a product of 
Acme Steel Co. 

Neal & Brinker Co., New York 
City, was appointed a distributor 
in the metropolitan New York 
area by Morse Twist Drill & Ma- 
chine Co., division of Van Nor- 
man Industries, Inc. 





OBITUARIES 





John Collins, 
Sinclair-Collins Valve Co. 

John Collins, 65, retired president 
of Sinclair-Collins Valve Co., Val- 
vair, Inc. and Collins Valve Co. died 
August 7. 

Mr. Collins, with his partner the 
late Fred Sinclair, founded the Sin- 
clair-Collins Valve Co., in Akron, in 
1932. Later he founded Valvair, 
Inc.. in Akron and Collins Valve 
Co. 

He designed most of the indus- 
trial control valves the firms pro- 
duced for the rubber, plastics, and 
metals industries. 

He retired as president and chief 
executive of the three firms in 1957 
and became chairman of the board 
of each. 

He is survived by his wife, two 
daughters and three grandchildren. 


Everett Brown, 
Hendrie & Bolthoff Co. 
Everett Brown, 92, formerly ex- 


ecutive vice president and sales 
manager of Hendrie & Bolthoft Co., 
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Hamilton 
means 


Business! 


(Good Business for You) 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 
Casters, wheels and floor trucks—all from one 
source / No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, sizes and capacities for 
materials handling in every industry. Head- 
quarters, too, for “job engineered” built-to- 
order equipment. 


SO YEARS OF PLEASED CUSTOMERS. Industrial 
buyers know and respect the Hamilton name... 
that's why they buy from Hamilton distributors. 
For over 50 years Hamilton casters, wheels and 
floor trucks have been opening many doors to 
many sales. And their proved performance keeps 
the door oper—helps you increase sales on all 
the other items in your line. 


POWERFUL CONSISTENT ADVERTISING. Hamilion 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 
trade publications and direct mail campaigns. 


2 BIG CATALOGS. One for casters and wheels, 
one for floor trucks. You'll be proud to show the 
handsomely illustrated and attractively bound 
Hamilton catalogs. Special easy-to-order format, 
indexed for ready reference. 


PUT YOUR SALES ON HAMILTON WHEELS! 
Write for details of 
Hamilton's “Factory-direct™ sales plan. 








ALLEN FLUXES 


for all metals 


*BRAZING 
*WELBDBDING 
*SORDERING 


L. B. ALLEN CO., Inc. 
9303 Berenice (metropotitan Chicago Area) 
Schiller Park, Ilinois 


rrrrTrrrreeefettttttttttttt 





@ for the most comprehensive line 
of all metal flexible hose . . . in 
all types and sizes... for diverse 
industrial use. 

@ for performance-proven, top 
quality all metal flexible hose of 
unexcelled dependability. 

@ for your standard assembly or- 
ders being shipped within 24 
hours or less from a complete 
adequate factory stock. 

@ for sound engineering . . . exact- 
ing recommendations for all 
your standard and 
special applications. 

Teday ... send for Catalog 


Ne. 1D-100D. . . chockful of 
veluable data. 





a P 
rd facuersal 
METAL HOSE CO 


2163 South Kedzie Avenve, Chicago 23, til. 








Denver, Colo., died August 16. 

Mr. Brown, who retired five years 
ago, joined the firm in 1880 as an 
office boy and became a member of 
the executive staff in 1920. 

A native of Janesville, lowa, Mr. 
Brown was a leader in the mining 
manufacturing field and played a 
large part in the development of 
such Colorado mining towns as 
Leadville and Cripple Creek. 

He is survived by one daughter. 


Raymond Fisher, 
Raymond Fisher Supply Co. 


Raymond Fisher, 54, president of 
Raymond Fisher Supply Co., Frank- 
lin Park, Illinois, died August 8. 

Mr. Fisher was the alternate di- 
rector of Central Supply Association 
for Chicago and president of the 
Plumbing & Heating Wholesalers’ 
Credit Bureau Inc., Chicago. 

Mr. Fisher is survived by his wife, 
and one brother, Jack Fisher, presi- 
dent, Mid-City Plumbing Supply 
Co., Chicago. 


Arthur N. Klebes, 
Smith & Klebes, Inc. 


Arthur N. Klebes, 64, executive 
vice president of Smith & Klebes, 
Inc., New Britain, Conn., died 
July 26. 

Mr. Klebes was active in the in- 
dustrial supply field since 1915, 
when he entered the employ of 
Fairbanks Co. He was a sales man- 
ager for the firm. Later he was with 
Purinton & Smith, Hartford until 
1923 and with Rackcliffe Bros. Co., 
Inc., until 1937. 

In 1937, he and Robert J. Smith 
Sr., formed the corporation of Smith 
& Klebes, Inc. 

He was active in Masonry, he be- 
came Master in Harmony Lodge in 
1926. He was also a member of the 
Shuttle Meadow Country Club, a di- 
rector of the National Association of 
Credit Men, Hartford Chapter, and 
a member of YMCA. 

Surviving are his wife, Clara Eliza- 
beth Klebes; two daughters, Mrs. 
Lauritz Lauritzen Alford of Dallas, 
Texas, and Mrs. Roger W. Cowles 
Jr., of Northboro, Mass., and five 
grandchildren. 
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SANDVIK 


Coromant 
CARBIDE 
TOOLING 


* A Complete Line 


ay 


* Proven Quality & Worldwide 
Prestige 

© Competent Field Service Engi- 
neering Support 

* Warehouse Inventories In 


Strategic Locations Coast To 
Coast 


© National Trade And 
Direct Mail Advertising To 
Your Prospects 


® Proven Sales Aids 


Write for the 
complete Coromont 
Catalog. 


SANDVIK STEEL, INC 
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identify yourself emphatically 


with a blue chip line. Nicholson or Black Diamond files . . . for example. They've got an A-1 reputation for 
quality of manufacture and performance. The line is complete . . . 6000 different types . . . and well advertised 
to pave the way before and between calls. * Have salesmen start interviews with Nicholson and Black Diamond 


files. They'll get a more favorable reception, build a blue chip reputation for your company ...a reputation 
that can open doors, set the stage for an order of everything you stock, make selling easier to satisfied, repeat customers. 


o 
NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND sot, N } Cc H @) m Ss Oo N > 


FILES * ROTARY BURS + HACKSAW AND BAND SAW BLADES + GROUND FLAT STOCK + INDUSTRIAL HAMMERS 
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How the dramatic discovery of 


Thermo-Forged 


SOCKET SCRE 


affects the Sales and Profits of every Holo-Krome Distributor 


Every knowledgeable and profit-wise industrial 
distributor in America is well aware of the high 
cost of cheap fasteners. For when you count the 
cost to industry of an hour’s downtime... 
or one day’s rejects . . . or the price of just one 
field service call—you just plain know that there 
never was and there never will be a good sud- 
stitute for Quality! 


Never before has a technical innovation meant 
so much to industry and the industrial distribu- 
tor as Holo-Krome’s newly developed THERMO- 
FORGED process. For this unique new patented 
process produces socket screws near-perfect in 
structure and of a uniform accuracy and quality 
never before possible! 


As the first, continuous high-speed warm forging 
process to be used for socket screw production, 
Holo-Krome’s THERMO-FORGED process anti- 
quates traditional forging methods in the socket 
screw industry . . . gives industrial America 
the finest fastener creative engineering has yet 


developed! 


e This unique THERMO-FORGED process pre- 
heats and pre-conditions the metal to be formed 
by an exclusive electronic method. This results 
in perfect ductility so that only one die is 
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*Trade Mark of The Holo-Krome Screw Corporation. 


needed, yet metal fibers flow more smoothly 
and easily than with conventional forging 
methods. Variations in dimensions and the dis- 
tortion that are so common with progressive 
forming cannot occur. 


e As a result, THermo-Forcep Socket Screws 
can be manufactured with virtually absolute 
uniformity. You get freedom from cracks, checks 
and hidden imperfections never before possible 
—plus dimensional precision unattainable with 
ordinary forging methods. The results: more 
quality, more uniformity, a more precise product 
for every dollar spent on socket screws! 


No one has a bigger stake in Quality than the 
industrial distributor—for anything less than 
the best can seriously damage reputations, sales 
and profits—for you and your customers. That’s 
why the revolutionary new THERMO-FoRGED 
Socket Screws produced by Holo-Krome are so 
important to you. For they provide yourcus- 
tomers with unsurpassed Quality ... the finest 
precision socket screws on the market! And of 
course, you can always rely on Holo-Krome’s 
famous Same-Day Service! 


If you are not already a Holo-Krome distributor, 
find out now if your territory is open. 


HOLO-KROME 
Thermo-Forged 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 








